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Worthy of the name they bear— 


DISSTON 


AUTOMOTIVE 
TOOLS 


HERE you see tools that deserve their place in 

the stock of any merchant who sells tools 
and accessories to the mechanic, garage or auto- 
mobile owner. 









| 


DISSTON 
TIRE IRONS, 







DISSTON 
HACK SAWS 





ase yore —Disston Tire Irons, straight or bent, just right in 

earet gone BLADES steel, shape, weight and length. 

—Disston Hack Saws, that cut easier, cut faster, 
and stay sharp longer; and Disston Hack Saw 
Frames that mechanics like so well; 





—Disston Cold Chisels, of special Disston-made 
steel, hardened and tempered in the Disston 
way; 


DISSTON 
COLD CHISELS 







—Disston Machinists’ Scrapers, singly or in sets of 
six assorted shapes, needed in every shop and 
kit; 


—Disston Mill and Taper Files, of the same grade 
that Disston uses for filing Disston Saws; 






DISSTON ~ 


MACHINISTS SCRAPERS % —Disston Screw Drivers, made to withstand the 


hardest work; 


—Disston Magneto Files, famous for their hardness; 
in boxes or mounted on colored display cards 
for quick, easy selling. 

Your jobber can supply these Disston Saws, Tools 

and files. Your customers will appreciate the 

extra value’that the Disston name assures. 


HENRY DISSTON & SONS, Inc. 
Makers of “‘ The Saw Most Carpenters Use” 


DISSTON 
FILES 
PHILADELPHIA, U. S. A. 


DISSTON 
—_— i 


DISS TON 
MAGNETO FILES 











TOOLS FILES 
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A Memory Lesson 
for Selling Pyrex 


How many Pyrex Selling Points do you know? 
How many do your salesmen know? 
Here are a few important points which, if memorized, will 


greatly increase your Pyrex sales. 


Pyrex bakes food better because the oven radiant heat passes through 
Pyrex as it cannot do through metal. 


Pyrex saves fuel because it absorbs the heat and holds it. 
Pyrex does not break nor chip from oven heat. 


Pyrex serves the food hot on the table, in the same dish in which it 
was cooked, thus saving the drudgery of extra pan washing. 


Pyrex is most sanitary because it does not absorb odors, not even 6f 
ve " ; : ¥ 
onions and garlic, and can be easily and perfectly cleaned. 


Pyrex never rusts, dents nor changes color. Pyrex afways“leoks 
new. 


Pyrex makes the table beautiful and the kitchen cheery. 


Pyrex dishes are made in shapes and sizes to meet every baking need. 


Have everyone in your store memorize these points and see 
your Pyrex sales increase. 


No Home Can Have Too Much 





Transparent Ware 


Pyrex Sales Division 


CORNING GLASS WORKS, Corning, N. Y. 


World’s Largest Makers of Technical Glassware 


PYREX 
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Two Connections to make for Qosets on 
NATIONAL CARBON CO. INC. 
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TRACE MARK REGISTERED 


IGNITOR 
DRY CELL 





O SHELF-WARMERS, these. Columbia Dry 
Batteries sell fast. Through the months they 








pile up nice profits. Look up your own records and FOR 
you'll be surprised. Quick turnover—easy sales. IGNITION, RADIO 
“Give me a Columbia Dry Cell,” says the customer. GENERAL cipposts | 
Often it’s two, three or more. Put Columbias on the INSPECTED 
counter, in your window, and make sure you have RELIABLE 
plenty in stock—they’ll sell fast. Mongar co,ise 


Things jump when Columbias get on the job. 
They give real life to bells and buzzers. Engines 
just can’t talk back to their compelling sparks. Sell 
Columbia Ignitors and Columbia Hot Shots. 


Ask your jobber. 


Rennes —— rd — 
j t i i- 
Manufactured and guaranteed by . pa a die eae’ aan od o. 


NATIONAL CARBON COMPANY, INc., New York, San Francisco 


Canadian National Carbon Company, Limited. Factory and Offices: Toronto, Ontario 


Columbia 
Dry Batteries 


—they last longer 
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atteries sell! 
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* Akins Silver Steel Saws 


y/" Mo My Fellow Hardware Dealers” 


















_ W. F. GOODFELLOW 


ef of W. H. Goodfellow’s Sons 
A } ALTOONA, PA. 


<i WINS $10.00 


Mr. Goodfellow won $10.00 for sending in a letter on the 
above subject and we feel sure there are a great many 
more who can win a like amount if they will send in a 


letter. 
Our only requirements are that the letter be written on 


the stationery of the dealer with whom you are connected 
and that the dealer handles Atkins Saws. If we accept the 
letter for publication, you win $10.00. 


WINNING LETTER 


E. C. Atkins & Co., 
Indianapolis, Ind. 
Gentlemen: 

Our sales of Atkins Saws have tripled in the last few years. Our 
new saw cabinet and window displays have helped, but the greatest 
factor has been the quality of Atkins Saws, and the service they give. 

Once a carpenter looks at and handles an Atkins Saw, the sale is 
about made. . 

The guarantee on Atkins Saws is also a great help. 

Yours very truly, 
W. F. GOODFELLOW. 


A FEW POINTERS ON ATKINS 
No. 65 SHIP POINT HAND SAW 


This is a straight back saw of the ship point pattern. 
It is considerably lighter than the regular pattern and 
carpenters everywhere are beginning to prefer them. It 
has a blade of Silver Steel, taper ground, damaskeen 
finish. Fitted with an applewood handle of the Atkins 
Perfection pattern. Embossed and highly polished. 
Fastened to the blade with three nickel-plated screws 
and a medallion. The ship point saws are made in the 


26 inch length only. 
E. C. ATKINS & COMPANY 


“The Silver Steel Saw People” 
Canadian Factory: 





Established 1857 


' Machine Knife Factory Home Office and Factory: \ 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCHES: 
Atlant Mi lis New Orleans Ss Francisco Seattle Paris, France 
wane oe New York Portland Vancouver, B. C. Sydney, N. S. W 


Chicago Memphis 


VAAN “47 KINS ALWAYS AWEAD” 11.1111 vv 
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“With KESTER SOLDER 
He's One of My Best Customers” 
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JS 
f/ KESTER Acid-Core SOLDER 


1 lb. cartons~—1, 5 and 10 Ib. spools 





KESTER METAL MENDER 


10 cans, about 4 Ib. each to carton 
100 cans to case 





KESTER etait SOLDER 


1 ib. cartons—1, 5 and 101b. spools 
18 inch sticks in 5 Ib. boxes 





Manufactured by the : 
CHICAGO SOLDERCOMPANY | 
4205 Wrightwood Ave., CHICAGO 

Direct Factory Representatives 
DAVE: ELYCO. LOUISJ.ZIESELCO. 


an Francisco 
California 


New York City 


Boston, Mass. 


THE FAUCETTE-HUSTON CO. 
Chattanooga, Tenn. 
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Says the keen 
Hardware clerk: 
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ERE’S how it happened—he saw his 
wife busy soldering. ‘Imagine a woman 
soldering,’ says he, ‘let’s see what she’s doing.’ 
Well, it certainly was one surprise for him, 
when he saw how simple and easy the job was 
finished, and how neat and substantial it was! 


“Of course, his wife was no genius at 
soldering. She is no different from hundreds 
of other women who have bought Kester Metal 
Mender. It’s so simple, they’re all successful in 
using it—it ‘requires only heat.’ 


“He came in for full information and he 
sure was tickled to find Kester Solder put up 
on one, five and ten pound spools. He bought 
some for his work, and now he’s one of the 
best steady customers on our list. 


“It was good advice on the boss’s part 
when he said ‘sell ’em the small size —they’ll 
ask for the larger sizes themselves.’ This Metal 
Mender sure makes many a soldering fan.” 
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ADVANCED 
VLCHEK PROCESS 


MADE BY THE 
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ADVANCED 
1VLCHEK PROCESS 





*Vichek —What a Curious Name,’ 


A Dealer Said 


— 
er 





EASE — [7S the mame 
me — & Vichek Tools 


a ae WORE born with 


WEECHER- and they’re 


—_ OS 
meer ee 


== __ tools as uncom- 
mon as their name. 


Vichek is the only name we 
ever had. We have not only 
rown used to it, but are 
proud of what it means in the 
tool industry. If you say it out 
loud two or three times, as we 
do—Velchek—you won’t have 
any trouble with it either. Just 
a vowel left out, that’s all. 


For 15 yeats Vichek Tools 


have had the name of being un- 
common tools. This has been 


due to the uncommon process 









: 














employed in their making —~a 
process without a single counter- 
part in the history of tool making. 

The accepted traditions and 
practices of years have given way, 
at the Vichek plant, to the most 
advanced methods. Our tremen- 
dous growth proves thé soundness 
and excellence of these methods. 


Vichek Tools have extraordi- 
nary vitality and life. Some have 
most distinctive features. All 

ossess refinements of some sort 
which strengthen them for their 
work, with the utmost comfort 
to the men who work with them. 


When you say Vichek you 
are mentioning the name of the 
finest tools made. Write for catalog. 


THE VLCHEK TOOL COMPANY, CLEVELAND, OHIO 


EASY TO SAY VELCHEK 





VLCHEK TOOLS 


MADE BY THE WORLDS LARGEST PRODUCERS OF TOOL HIT$ 
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SELL MORE ICE PICKS THIS YEAR 4 
THIS ASSORTMENT DOES THE TRICK AND PROVIDES A 
GOOD PROFIT : 








Rime 








iBT 6 pA aig te rman” m 
As ERE wre SR ree 


The No. 360 
Assortment Comprises 


j é Two dozen ice picks of only 
the popular styles with substan- a 
tial display rack of fine appear- 
ance. 


A worthwhile number with a Bigs : 
good profit for both jobber and ; 
dealer. 


‘““OH-KA 
ICE PICKS 


(No. 360 Assortment) 


93 








Equal in quality to those sell- 
ing at much _ higher prices. 
ey Swedged to a needle point from 
Made up of the following Ice Picks: a fine grade of special ice pick 
steel and carefully héat treated. 
Points will not break and blades 
have a “springy” temper from 
point to ferrule. Bright fin- 
a a ae ished blades. Nickel plated 
ferrules. 











Display stand in brown— 
labels red, white and gold. 





Two dozen in each assort- 
ment. Four to retail at 10c each. 
Four to retail at 1I5c each. 
Twelve to retail at 20c each. 
Four to retail at 25c each. 


Four No. 











Four No. 7—6 Inch 


THE BRIDGEPORT HDWE. MFG. CORP. 
BRIDGEPORT, CONN. 
U. S. A. 








Twelve No. 12—6 Inch 
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Made in nine sizes 


Famous Since 1819 


Surely the fact that over one hundred 
years of too] making experience is built into 
each and every PEXTO Snip is worthy of 
your consideration. 


The PEXTO Snip line is very complete 
and consists of every practical style and size. 
The quality of material is the best, the finish 
durable and attractive and they are fully 
guaranteed. 


Write for catalogue of Camplete Line of 
Mechanics’ Hand Tools. 
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Confidence 


It means something to a 
merchant to sell tools 
branded ‘“Quikwerk.”’ 
It means, among other 
things, customer-confi- 
dence. 


Keep a good stock of 
Quikwerks—they’ll keep 
good customers for you 


The Warren Tool & Forge Co. 
240 Griswold St., Warren, O. 
Sledges Picks Mattocks Bars 


Blacksmiths’ Tools Hoes 
Tongs Woodchoppers’ Tools 
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“No Reason to Change” 


A carpenter was asked why he al- 
ways used Maydole Hammers. 


“Because,” he replied, “I cannot find 
any better—that is why I have no reason 


to change.” 


Thousands of good carpenters scat- 
tered all over the country are using 


MAYDOLE 
HAMMERS 


THE WORLD’S STANDARD 





for the very same reason—they cannot 
find better hammers. 


The best steel properly forged—han- 
dles of thoroughly seasoned, tough sec- 
ond-growth hickory and a finish that 
covers honest construction instead of 
defects—these are the reasons customers 
say: ““Maydole” when they want the best 
hammers made. 


Favorably known since 1843. How 
is your stock? 


THE DAVID MAYDOLE 
HAMMER COMPANY 


NORWICH, NEW YORK, U. S. A. 
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Our new method of packing and shipping 
screw plates saves Jobbers and Mill Supply 
Houses the usual bother of repacking when 
reshipping to customers. 


The Assortment is placed in a box which is 
protected by a strong corrugated cover. These 
packages are then put into a wooden case 
and the case is. shipped containing the vari- 
ous assortments you ordered. 


In reshipping, simply open the case, take the 
assortment ordered, address a label and 
attach it to the corrugated cover and ship. 
More profits for you through the elimination 


of packing and shipping expense. 


’ Complete list of G T D Screw Plates shipped in 


this manner, also our Ne. 46-A Catalog sent on 
request. 
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The Files 
for “Heavy Duty” 


RR ees 


‘THE mechanic knows a sturdy 

file - - a file with the temper 
and cutting stamina to bear the 
brunt of “heavy duty” 


BRAGG oP cE 


This explains the increasing out- 
put and sale of Kearney & Foot 
Files -- and the widespread stamp 
of approval this famous brand so 
richly deserves. 





¥ 
# 

$ 

$3 
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Kearney & Foot 


Paterson, N. J. 


Owned and Operated by NICHOLSON FILE 
COMPANY, Providence, R. L., U. S.A. 
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Kearney& Foot Files 





TRADE MARK 
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Forecast: 


COOLER weather 


is on the way 


This summer can certainly be a COOLER season for 
you. 


When the first warm dusty days arrive, stores, factories, 
offices, hospitals, and other institutions and establish- 
ments will want WATER COOLERS—in a hurry. If 
your store is well-stocked with “XXth Century” Coolers, 
you can enjoy not only a COOLER, but a more profitable 
season as well. 3 


Why “XxXth Century” Coolers Sell 


WATER COOLERS, you know, move out when the 
heat wave moves in—when the sale of your other stock is 
at a standstill. Just feature COOLERS when the first 
sweltering day of summer comes to town. We will be 
glad to help you arrange an attractive window display. 


Do you know why “XXth Century” Coolers 
sell readily? Well, first of all, they keep the 
water pure and cool and never leak. The water 
never touches the ice. Buyers have found them 
to be extremely sanitary, durable and econom- 
ical. And business institutions have dis- 
covered that their distinctive design and at- 
tractive all-white, art green or mahogany fin- 
ish blend well with the best office furniture. 


If you will write at once 


Prices and a catalogue of “XXth Century” 
Coolers will be sent to you. And right now, 
before the extreme hot weather sets in, we are 
prepared to make immediate deliveries. You 
can have “XXth Century” Coolers in stock, 
ready for sale, when the first heat wave strikes 
your town. 





“XXth C ” 
Cocles are also made Most wholesalers and jobbers carry “XXth 


Fe wine “2; Century” Coolers, but if you cannot get them 
een and mahogany. from yours, just write Cordley & Hayes, 10 


lend ently with 
the best office funiture. Leonard Street, New York, N. Y. 


"XXt! CENTURY" 
COOLERS 











Fibrotta 
“XXth Century” 
Cooler 


One of 33 models that meet 
every cooler need. This style is 
excellent for offices, hotels, lunch 
rooms, cafeterias, hospitals, fac- 
tories, and the like, 





H 


Why the “XXth 
Century” Cooler 
Is Best by 
Every Test 


The Ice Container (a) is seam- 
less, non-conductor and an ice- 
saver. 

Our Cooling Jar (b) is white, 
cleanable stone ware. 

A glass of water can be filled 
in 3 seconds with our Push 
Faucet. (c) 

The Waste Faucet (d) drains 
quickly. 

Bottles (e) can be had in either 
3 or 5-gallon size. 

Rubber Gasket (f) supports 
bottle and protects jar. 

The Cover (g) can be lifted 
off entirely—makes it easy to 
ice from any side of the cooler. 

The ample Waste-Tray (h) is 
standard. : 
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American Screw Co. 
PROVIDENCE, RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Back Your 
Better Judgment 





Your better judgment tells you—that 
if Coes Wrenches have successfully 
gained and held the approval of the 
trade for 82 Successive Years, the 
basic principles of the original makers, 
for producing Quality Wrenches, cer- 
tainly must hold good to the present 


day. 


Back your better judgment by supply- 
ing “Coes” to your trade. 


COES WRENCH CO. 


“In Business Since 1841” 


Worcester Mass. 
Distributed by 


: 


Coes Steel and Knife- 
Handle Models _ are 
made in the following 


18 and 21 inch. 





J.C. McCARTY & Co., 29 Murray St., N. Y. sizes: 6, 8, 10, 12, 15. 


JOHN H. GRAHAM & CO., 113 Chambers St., N. Y. 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 


~~ 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 
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12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way | 
16 Mesh, No. 33 guage filler | 
No. 34 guage warp 
18 Mesh, No. 34 guage filler 
No. 35 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 2 
White Metal Finish : 
Wickwire Premier 
Wickwire Bronze Q 































































































































































































































































































Q 
Wickwire Brand Hex Nettings : 
Galvanized Before or After Weaving : 








Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 13873 INCORPORATED 1892 
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Here’s What Sells Them 


GEM OIL CANS 


“When no others satisfy-Gem CAN“ 
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They all Need 
OIL CANS 


‘very automobile that passes 
vour door and drives around your 
town, from shiny 1924 models to 
old, coughing “One-lungers,” is a 
live prospect for Oil Cans, now or 
later—so is every truck and every 
motorcycle. 


Loss, breakage and wear are con- 
stantly depleting the ranks of effi- 
cient oil cans. The sales oppor- 
tunity lies open before you to sup- 
ply the needed new ones. 


Gem Oil Cans are the type that 
successfully attract and hold this 
business. Their fine appearance, 
solid construction, and “right” 
prices make them easily sold. In 
the long run of constant or inter- 
mittent service their superior 
wearing qualities and daily eff- 
ciency make positive repeat saies. 


Go after volume Oil Can business 
with a complete stock of Gem Oil 
Cans. Their rapid turnover will 
surprise you and their profits will 
satisfy you completely. Your 
Jobber is the man to see about 
getting them. 


GEM MANUFACTURING COMPANY 
N. S. PITTSBURGH PENNA. 
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Ford owners cannot afford to be without this set of 
Williams’ Superior Drop-Forged Wrenches. 


Set consists of 6 Wrenches, | 2 openings. 


Will care for every nut on Fotd cars. 





The thin offset Reverse Gear Wrench is especially 
designed for adjusting reverse gear and brakes. 


For Dealers to display on counter, we supply an 
attractive Carton beautifully lithographed, containing 6 
Sets. Each individual Set is neatly packed in canvas roll, 
and strong cardboard box attractively labeled. 


J. H. WILLIAMS & CO. 


“The Wrench People” | 
BROOKLYN BUFFALO CHICAGO 
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No matter how skillful he himself may be—every 
workman has to depend also on the tools he uses 


In Garage and Machine Shop 





PN Peers - ee ae 
PRIS Cay. Shee ae 





To do the best work where skill has its full opportunity the best 
tools are needed. 


All the fine qualities and assistance it is possible to give a mechanic 
are found in Brown & Sharpe Tools. With Brown & Sharpe Tools the 
mechanic knows every job he does is the best he can do and that he is 
getting the best help possible. ° 


Brown & Sharpe Tools are made by the largest makers of precision 
tools in America—their reliability is an assurance of the best tools for 
the job. That’s why dealers sell them to satisfied customers. ; 





BROWN & SHARPE MFG. CO. 
Providence, R. I., U.S. A. 











BROWN & SHARPE TOOLS 


‘‘The Standard of the Mechanical World’’ 


ad 
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OSWEGO STILLSON WRENCH 





Reflection 


The guarantee of Oswego 
Wrenches reflects the quality of 
their manufacture. Your cus- 
tomer is satisfied with his pur- 
chase or he gets a new wrench! 
No “red tape” or “strings” are at- 
tached to this agreement. 


Another point of reflection: The 
Oswego Stillson Wrench is an ex- 
act duplicate of the original Still- 
son Wrench. 


Placed side by side, every particu- 
lar would reflect, as in a mirror, 
the features of the acknowledged 
perfect Pipe Wrench. 





MADE IN ALL SIZES 


6 to 14 Inch with Wood Handles; 
| 6 to 48 Inch with Steel Handles 






: Drop Forged from high grade tool steel. Parts are inter- 
changeable with original Stillson Wrench. 








OSWEGO TOOL CO. 


Factory — Oswego, New York 
Salesroom—45 Warren Street, N. Y. 
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Make sales while your 
back is turned! 


Here is the way to make sales to the two or 
three customers who are always waiting to be 
served: — 

Put this handsome Reliable Jack Seller in the 
front part of your store where your customers 
will see it. And then watch the bright red 
Reliable Jacks attract their attention and open 
their pocket-books! 


You'll have lots of jack sales to ring up after 
these waiting customers have picked out the 


jacks they want. 


Don’t let these extra,sales and extra profits 
slip by you. We willsend you this Reliable Jack 
Seller free with an order for only 12 Reliables 
—a standard assortment of fast sellers. 


Write for yours now. Just give your name 
and your jobber’s and we will send the Jack 


Seller at once. 


The Reliable Jack Seller will be sent free upon receipt ofan order 
for a standard assortment of 12 Reliable Jacks, consisting of 4 of 
the popular No. 9 Pressed Steel Jacks, 2 each of the No. 5-A Ball 
Bearing Jack, the No. 10 Jack with flip cap, the No. 11 Jack with 
long handle, and the number 46 Jack with adjustable foot. 


Order One Now! 


ELITE MANUFACTURING CO. 


NORTHWEST BRANCH— 
G. A. Ashton Co., St. Paul, Minn. Dept. HA-4, Ashland, Ohio 
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(Complete stock carried in Ashton Building) 





a REPRESENTATIVES: 
5 ee aninacss ranean Dall T Motor Products Co., 149 Church St., New York 

; heen fg eng hig tanee~ 7 Bt eel L. E. Spencer Co., 704 StahIman Bldg., Nashville, Tenn. 
a (Complete stock carried in Carroll Warehouse) a. Wiis 40h Pte Se. San Perencioce, Col. 
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RELIABLE JACKS 


; 
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THe ORIGINAL STILLSON PATTERN Pipe WRENCH-THE ORIGINAL STILLSON PATTERN PIPE WRENCH 











Satisfaction fi 


There is double satisfaction in MORCO | 
Stillsons—the satisfaction of the user, and 






that of the dealer in a satisfied customer. 


On every MORCO Stillson you will find 
the MORCO guarantee tag, which bears a 
plain, straight-forward statement that the 
wrench must make good or we will make 


it good. Show that guarantee to your cus- DISTINCTIVE 
MORCO FEATURES 


Made of high carbon steel. Bar milled 
to fit frame—insuring greater thickness 
and gripping surface. This reinforces 
frame and relieves rivet of all strain. 


tomers, it is their protection. Yours, too. 
Teeth hardened by special heat treat- 
ing process—which puts additional wear 


ORCO een 


STI LLSON WRENCH a of “aig spring steel. Frame ‘ 
semi-steel casting 
THE ORIGINAL STILLSON PATTERN PIPE WRENCH Ferrules, jaws and end nuts made from 


solid stock. 


MOORE DROP FORGK NG CO. 
Sprin¢field, Mass.U 


New York Office Chicago Office London Office Paris Office Brussels Office 
74-76 Murray St 34 N. Clinton St. 27-28 Anning St., E. C. 18 Rue Corbeau 30-34 Rue Locquenghien 


THe ORIGINAL STILLSON PaTTERN PIPE WRENCH-THE ORIGINAL STILLSON PATTERN PIPE WRENCH 
eRe eR RRR RRR a a NS TREE RRR HA RSA ENN 
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BADGER 
TIRES 


The proof of quality lies in the splen- 
did record of service obtained from 


BADGER TIRES. 


— 
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Everywhere it is recognized as a perma- 
nent, competitive, serviceable line that is 
hard to equal. 




















For every type of service there is a 
BADGER Tire, and live Dealers all over 
the country have built up a large and 
profitable business with this line. 
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If you are not satisfied with the quality 
or profit of your present line, ‘or if you are 
not handling tires at all, it will pay you 


at \, 3 


\5 & 
4’ 





i to investigate BADGER. 
: Dealers supplied through the Jobbing 
: Trade. 
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THE BADGER RUBBER WORKS 


Milwaukee, Wisconsin 
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EDWARDS PADLOCKS 


or the Motorist! 


DWARDS cast brass padlocks are popu- 

lar with the motoring public for their 
durability and pleasing appearance. They 
are rust proof and give long service. The 
cases are of polished cast brass with name 
raised and polished. Made in various sizes 
and with shackles of various lengths. Two 
flat steel, nickel plated keys with each lock. 


Displayed on the Edwards Enameled Steel 
Cards they are fast sellers. Stock these 
locks and enjoy quick turnovers. The at- 
tractive steel display cards cost no more 
than our old card board cards. 


These locks also are suitable for caddy bags, 
bicycles and general use. Place orders now, 
before the motoring season is at its height. 
All Edwards locks are fully guaranteed to 
be in perfect condition when sold. 


Carried by leading jobbers. If your jobber 
does not carry them, write and we will 
give you the name of one in your locality 
who can supply you. 


The O. M. Edwards Co., Ine. 


Main Office and Factory 
Syracuse, N. Y. 


Card illustrated is our Ne 
155E, an assortment of 12 
of these popular cast brass 
locks. S‘ve of ecard 16% 
in. zs 10% in 
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, One of these stands will a 
‘ be furnished free to any A 


dealer ordering the fol- S 
lowing assortment. Ask °Z G 
for it. le Y, 
a e Two 6-inch Wrenches 
- 4 ' Three 8-inch Wrenches } 
> Three 10-inch Wrenches 
- 7 — Three 14-inch Wrenches 

. eo. One 18-inch Wrench 

' (Steel Handle) 





This stand belongs in your store 


It's a foot and a half high, lithographed in colors, and it holds your display of 
wrenches so that they cannot be knocked off or casually shop-lifted. 


Put it in your window, on your counter, or hang it on the wall. This stand is a 
permanent display of the five most popular sizes of Walworth Stillson wrenches. It 
features Dan Stillson’s own mark that guarantees every genuine Walworth Stillson 
wrench, the mark your customers know and look for. 


It will be sent free if you order it with the standard assortment of wrenches listed 
above. 


WALWORTH MANUFACTURING COMPANY, Boston, Mass. 


Chicago—Cleveland—Kewanee—London, Eng.—New York—Philadelphia—Portland—San Francisco— 
Seattle—Youngstown. Plants at Boston, Mass., and Kewanee, IIl. 


WALWORTH INTERNATIONAL COMPANY, NEW YORK, FOREIGN REPRESENTATIVE 


WALWORTH 


Stillson 














28 HARDWARE AGE April 83,1924 
HOSE Patents Granted & 

March 20, 1917 Es 
Adjustable to Lit any Lose of ary Siza 





Made for a purpose— 
not just to sell 


If we had intended the Universal Hose 
Clamp to be ‘‘just another clamp” we 
would not have made it a quality clamp 


Nor would we have given it the patented features that dis- 
tinguish it from all others. 


Its “bead” makes a leak impossible. Its scores between holes 
create a clean, quick break-off—no twisted, ragged ends are 
left. 


It is made of steel, smooth edged, cold rolled from wire. 





@) 1922 


It is a lasting, rust-proof clamp, Electro galvanized, N OT 
heat treated. 


Quality all the way through—has stamped it with the Trade’s 
seal of approval. 





— oa sng One size—1 to 3 inches—is adjustable to fit any hose of any 
Clamp creates the size. We also make a clamp called “Junior” to satisfy the 
presente Want mates occasional needs of hose % inch to 1% inches. Specify the 


a leak impossible. 





genuine Universal Clamp. The name is on every box and 
clamp. 


UNIVERSAL INDUSTRIAL CORP. 
Hackensack, New Jersey 


Sole Manufacturers 





The 





Scores CHICAGO PHILADELPHIA 
B H ] F. C. West Corp. T. Scott Eavenson 
etween Moles 616 S. Michigan Ave. 1536 Cherry St. 
make a clean, quick break- BOSTON DALLAS 
off. They save you time Burton Rogers Co., Harry Knight 
and money. 755 Boylston St. 2218 Commerce St. 
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Known to the trade for years—used by the trade for years 
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Of Especial Interest to Hardware Dealers 


: 8 Best Selling Socket Wrenches 
On an Attractive Display Board 











HIS Walden-Worcester Display 

Board takes up very little space, 

only 3 ft.9 in. by 1 ft. on wall or 
post. 





Yet in that small space you can dis- 
play a real stock of 40 wrenches—five 
wrenches each of the eight best selling 
socket wrenches on the market for 
Ford cars. 


And what a “Silent Salesman” it 1s 
—jt attracts immediate attention from 
every motorist. 





ELL See MERTEN Re Ue ORM eae, oy ee ee Bea hk A a Boag ag SW te neg : 
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Carries the very tools that are needed 
for home garage service, and the ar- 
rangement is such that before the mo- 
torist realizes it, he is taking down these 
wrenches and your cash register is 
ringing up sale after sale. 








We have made the investment small 


No. 40 Board. ; 
so that your turnover will be large. 





“Quality?” There’s nothing better 
in socket wrenches and nothing that 
will sell them as rapidly as this Display 
Board, which comes to you free of 
charge with your order. 


Vj [ALDEN 
ORCESTER 
RENCHES 





WALDEN-WORCESTER> 


INCORPORATED 
WORCESTER, MASSACHUSETTS 
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SIX BIG FEATURES 











wear comes on a malleable iron threaded nut which fits into 
the back jaw. When worn, this nut is removed and replaced by 
another—at trifling cost. The user buys a new nut—not a 
new Vise. 


Renewable Nut RS aaa tree, 
In the Yost the back jaw threads do not wear out. All the 










Crucible Steel Jaws 


The jaw facings are of crucible steel, welded, deeply corru- 
gated for gripping power, hardened and drawn in oil. You 
can’t hammer them loose! Jaws are 3 in. wide and open to 
31% in. 









Renewable Pipe Jaws 


These are furnished with every Yost Utility Vise. They 
hold pipe from 14 inch up to 1% inches. When not needed 
they just /:ft out. 













Swivel Base Plate 


This protects the work bench when the Yost is being used 
as a swivel base vise. The Yost can be operated continuously 
in one place without wearing ruts in the wood. 









Steel Beam, Screw and Handle 


The best of steel too, for strength and durability. The Yost 








weighs 14 pourds and every ounce is placed where it will do 





the most good. 










Packed in Attractive 
Individual Cartons 


These make a good display on counter or shelves or in show 
case. No wrapping to do—just hand over the strong and 
neat package and collect the price. 























Size Width Jaws Holds Weight List 
No. Carton Jaw Open Pipe ; 
Inches. Inches Inches Inches Pounds Price 


343 4x6x12 3 33 1 to 14 14 $5.00 


WHEREVER THERE'S A WORK BENCH 


Manufactured by 


Yost Manufacturing Company 


Meadville, Penna., U. S. A. 
































Jobbers: We Furnish Loose Leaf Catalog Sheets as per Copy Above 
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For the “Show-Me” Motorist 


You know the man from Missouri—the man who has to 
have quality—who has to see quality—-who has to know 
that he’s getting quality. 

Show him McKays. 

Tell him he can bang and pound and grind McKays over 
car tracks, ruts and pavements and yet have every cross 
chain on the job long after ordinary chains would have 
worn through and broken. There is a reason. 

The special process used in the hardening of McKay 
Tire Chains eliminates brittleness and produces not only a 
hard but atough cross chain that will withstand the grind 
of road service. 

Prove it. 

Hammer them with a hammer. . 

McKays were made for the motorist who demands quality 
and for the dealer who likes to sellit. Yet they cost no more. 





UNITED STATES CHAIN & FORGING COMPANY 
Union Trust Bldg., Pittsburgh, Pa. 


MCKAY TIRE CHAT 
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There’s Real Satisfaction in Selling 


This Fine Monkey Wrench 


The TRIMO Monkey Wrench 
matches the famous TRIMO Pipe ml l 
Wrench in quality and serviceability. TMM 
It is the crowning achievement of an 
organization devoted exclusively to the | 





manufacture of fine tools for more than 
thirty years. No pains or expense have 
been spared to make it perfect in every ol 


detail. DO 


TT 
you have to | 


say to sell this Stationary jaw and handle are drop- 

forged in one piece. Housing is of mT 
pressed steel, welded to handle. The Le 
movable jaw extends outward, increas- 
ing leverage with size of nut. Rounded 
top and bottom threads on jaw and nut 
are guaranteed not to strip or burr. Nut 
guards insure permanence of adjust- 
ment while in use. 

















MO” is all There’s not a casting in this wrench. | by ; 





‘ 
TO re Or om ee ee ere 


| An extensive national advertising 
CHAIN §& campaign is telling the story of this 
WRENCH § superior monkey wrench to your cus- 
Built unusually & tomers. 


stron g—for | HvvNtviNit 
tough service. ) 


Regarded as q 

t hve. standard ) Sell them the TRIMO wrench and ial 

ee you're sure of increasing good will as js 
well as profits. 


TRIMONT MFG. CO. 


ROXBURY, MASS. 
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ually ask for ae 
a TRIMO. : z 
Its design ad- e— 
vantages are 
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“It has sold more vises 
than any other salesman 
in any store’’ 


That’s what hardware men say of this unique, sub- a } Pp PQENTISS “Vg 
. ° oh Erba: 
stantially made, unusually useful display stand | Ai 


used to feature the famous 


PRENTISS VISES 


These vises are known everywhere as being leaders in 
quality of design and workmanship, and this stand reminds 
your customers that here 1s the vise they want. 


Put it up to this efficient display to double your sales of 
vises. 


The way it makes sales and profits mount up will convince 
you of its amazing merit. 





This stand doesn't cost you a 
cent. It will be loaned to you 
free when you send m your 
order for PRENTISS VISES 
to fill it. Better write today and 
get the benefits of this stand 
without delay. 


PRENTISS VISE COMPANY 


106-110 Lafayette Street New York ® 
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He Opens It— 
Closes It—then Buys It! 


UST let a car owner examine the GRIP RACK — the new- 
style, disappearing luggage holder—and he sells himself. 


For GRIP RACK is the “classiest” carry-all there is. Not to be 
compared with strap-iron, cut-price affairs that clamp on. GRIP 
RACK bolts permanently to the running board—never loose or 


lost. It folds out-of-sight when not in use. When open, it is 
sturdy, roomy, good-looking. Made in three sizes to fit all cars. 


GRIP RACK is nationally advertised in The Saturday Eve- 
ning Post, Vanity Fair, Colliers and many other leading mag- 
azines. You can sell dozens of them — every car owner is 
interested the minute he sees it. 
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OU should have a 
‘GRIP RACK Sale- 
Maker (shown above). 
It is a steel running-board 
on angle-steel legs, with a 
GRIP RACK bolted in 
place. Topped by an at- 
tractive 4-color enameled 
sign. Shows a customer 
just how GRIP RACK 
works. It will make many 
sales for you. Free to deal- 
— ask your jobber’s 
salesman, or write us direct, 
naming your jobber. 


MILWAUKEE MOTOR PRODUCTS, INC., Milwaukee, Wisconsin 
(Manufacturers of the Milwaukee Timer—now Bakelite-cased) 





GRIF RACK 


MADE BY THE MANUFACTURERS OF THE MILWAUKEE TIMER 
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The dry tank gives a warning-- 
eight miles of gas are still in 
the Vacuum-Reserve 








Beside the advantages of a vacuum gas feed for 
Fords, Mac’s Gaselevator acts as a reminder to re- 
fill when the gas is low. 


After the main tank goes dry, the engine stops. Six 
to eight miles of gas are reserved in the Gaselevator. 
By simply closing a stop-cock, this reserve supply is 
released. 


Mac’s Gaselevator uses the vacuum of the motor to 
bring the gas to a tank right over the carburetor. 
No matter how little gas is in the main tank the 
car can take hills head first. 


Mac’s Gaselevator is sold at a price that is less than 
half what is usually paid for a device offering only 
one of its features. The retail price of $7.50 in- 
cludes all the fittings needed for installation. This 
is a simple job taking half an hour. 








Dealers and Jobbers, write for discounts and full 
information today. We will mail them promptly. 





Fs 












Mountain Accessory Company 2 ue 


MAC’S GASELEVATOR 


A VACUUM GAS FEED AND EMERGENCY RESERVE COMBINED 
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How You Can Cash In 
With This New Fast Mover— 


The Gellman “Polly” does the work of 
ten solid end wrenches! Ten quick and easy N QO W 
adjustments with openings up to | 7/16”. 
And every adjustment gives the same posi- 
tive hold as the solid end wrench built for 


one size only. Absolutely nothing else like 
it on the market today. 





























. ried 
po ye 
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“Polly” is selling at a wide profit with quick turn- 
over in hardware stores everywhere. Send today 
for full details. Our extra-liberal proposition 
points a clear path to a big volume on this whirl- 


wind seller. 


“Polly” has already been 
introduced by direct selling. 
You can cash in if you act 
now. Our factory is oper- 
ating almost to capacity. 
A line from you brings full 
details. Get our ground- 
floor dealer proposition now “Polly” is not a novelty, but the 
strongest wrench made. Tested 
to over 3,168 pounds pressure. 
Sells at sight for home, shop, auto 
and farm use. 


“Polly” is instantly adjusted by 
slight thumb pressure. Then it 
grips and grips and never slips. 
No injury to nuts or bolt heads. 
Greatest wrench invention of the 
century. 


“Polly” is made in three sizes. 
The 6” size, opening to 11/16 re- 
tails at $0.85. The 9” size, open- 
ing to 1”—$1.25. The 12” size, 
opening to 17/16”—$1.75. The 
complete set—$3.85. It’s easy to 
sell the complete set and your 
profit is right. 


| THE GELLMAN WRENCH 
CORPORATION 
Dept. A Rock Island, Ill. 
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Automobile Accessories 











Distributors 


for 


HARTFORD TIRES 


Tires for all needs which every . 
Hardware Dealer should sell. 


Also a complete line of staple 


Automobile Accessories 


See our Catalog 


The Geo. Worthington Co. 


Hardware 
Established 1829 CLEVELAND 
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Combination 
Auto Pliers— 
Drop Forged 








Selling These Tools?—They’re Real Trade Winners 


—and unless you sell these popular price tools you will never 
realize how profitable they are. 

Our complete, fast-selling Blue Ribbon Line of Semi-Steel 
Hammers, Hatchets, Axes, Tin Snips and Pliers are known 
everywhere as sales builders—their quality is known as “the 


























best | | 
Write for full particulars. Your Jobber can supply you. | ‘ : 
GRAY IRON FOUNDRY CO. st. 1903 Reading, Pa. : 
| 
Combination 
= rit 8 | 
i 
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GREASE CUPS—OIL CUPS 


Have just as an important place in your stock as any article you handle. How man 
times have you turned customers away because your stock did not include | 
Why let the auto accessory dealer take all this 
business? You can easily get your share. 








An intelligently selected stock with a rapid turnover and a 
of grease and oil cups will take liberal margin of profit, makes 
care of practically all demands them a most desirable stock 
of your customers. This does article for the up-to-date hard- 
not call for a big stock or a_ ware dealer. 

large investment. This, coupled 


Empress Grease Cups and Oil Cups have been standard equip- 
ment for more than twenty-five years on by far the greater part 
of all kinds of machinery, including automobiles, motor trucks and 
tractors built in this country; naturally this has resulted in a 
constant demand for them as repair and replacement parts. 


Empress 
Grease 
Cup No.200 



















BOWEN PRODUCTS CORP., Auburn, N. Y. 


i 

{ 
Please send your Booklet No. L-102, illustrating and describing more than fifty types | Mail This 
of Empress Grease and Oil Cups. 

i Coupon 
SURE Reecedescccce 606566055600000s 00 bbe sae ESCereebeReee Beene os te ch Fivt Bho casks bods. To-day 
wee eee bth cul 4590 Ds cockkubabosbawabectiesaivcntvedeiuseuwtyemeLeatae.. 
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Sell this pump to owners 
or managers of public and 
private garages—sell it to 
operators of service and re- 
pair stations—sell it to users 
of trucks and tractors—sell 
it to factory or power plant 
engineers and superintend- 
ents—sell it to any one who 
retails or uses large quanti- 
ties of lubricating or motive 
oils. It’s a winner and a big 
seller with many. Low 
priced but well built it sup- 
plants more expensive 
equipment in a highly satis- 
factory manner. 

Patented cog gear head, 
brass cylinder, brass valve 
and seat, canvas packed 
plunger, tapered connection, 
no-drip, quick-closing, lock- 
fast spouts and other fea- 
tures save time and expense 
and prevent waste through 
dripping or by theft. 

Make a bid for this busi- 
ness and get it too with this 
neat, compact, easily in- 
stalled, highly practical 
MYERS OIL FORCE 
PUMP. 








































Literature and 
prices on request. 











Other Seasonable 
Myers Products 
runes f for Every Purpose- 
Water ee A - Hay and- 
eo —- Tools- 
Door Hangers Etc. 












E (r=.MYERS & EFRO.CO. Ashland Ohia 


ASHLANE PUMP AND #4av < woRnrK 
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OWHERE is the business 
outlook among retailers so 
bright as among those hardware 
merchants who have signed 
the 1924 Hartford Agreement. 





Here is a liberal, honest prop- 
Osition that provides a great 
opportunity for establishing a 
profitable tire business on a 
permanent basis. | 


It means carrying tires that 
have a twenty-five year reputa- 
tion behind them. Hartford 
Cords and the new “H” Tread 
30 x 3% Clincher Cord for 
light cars. 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York City 


we 
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Just Off the Press 













































Hardware Age Verified List 


of Wholesalers and Retailers 
, Fifth Edition (1924) 


It gives the names and addresses of Hardware Retailers, with 
ratings based principally upon annual sales; and it also shows 
the names, addresses, capitalization, territory covered, number 
of traveling men and the lines handled by Hardware Whole- 
salers. This data is very useful. The Wholesalers and Retailers are 
listed by states and towns in separate sections in the same book. 
This list is practicaily indispensable to sales managers, and every 
salesman can profitably carry a copy in his grip, because there 
is no other way in which they can so easily and at so small a 
cost procure carefully verified names of: 

Wholesale Hardware Houses, and Manufacturers’ Agents in the 
United States, Canada and Foreign Countries. 

Retail Hardware and House Furnishing Stores, including Retail 
Departments of Wholesale Houses, and General Stores handling 
a hardware stock in the United States, Canada and Foreign 
Countries, 
5c, 10c and 25c Stores carrying hardware in the United States 
and Canada, 

Department Stores carrying hardware and housefurnishings in 
the United States. 

Automobile Accessories Jobbers. 
Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and house 
furnishings. 

Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Members of leading Hardware Associations. 
All thie valuable information is contained in the Fifth 
' Edition (1924) of 


Hardware Age Verified List of 
Hardware Wholesalers and Retailers 


You cannot afford to be without Verified List—just the 
information you need—conveniently arranged, up to the 
minute, and thoroughly reliable. SEND FOR IT NOW. 





$12:.00 


Postpaid 





HARDWARE AGE 


(Verified List Department) 
239 West Thirty-ninth Street, New York 
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VICTOR 


HI-TENSIL 
SCREWS 


Every Sale Assures 
Repeat Business 











Automobile manufacturers, working at top speed 
must have cap screws that are tough and durable. 
That Victor Hi-Tensil Cap Screws are specified 


30 PER CENT by the industry’s large producers is evidence of 
STRONGER their superior strength and toughness. 
The dealer who sells Victor Cap Screws has won 
TOUGHER 


a steady customer. For no other screw will be 
good enough once Victor has been used. 











Victor Hi-Tensil Cap Screws are made from steel 
with a higher carbon content developed by our 
own chemists. This combined with scientific heat- 
treatment gives to Victor Hi-Tensil Screws 30 per 
cent greater strength and toughness than any screw 
produced for commercial use. 


An Attractive Package 
Will not break open COST NO MORE 


They cost more to manufacture but the price 
to the consumer is no higher than for ordinary 
screws. Put up in an attractive package or in 
bulk. Write at once for sample of the Victor 
Hi-Tensil Cap Screw. 


An opportumty extsts for Salesman well-ac- 
quainted with the Hardware and Automotive 
Jobbing Trade. Correspondence invited if in- 
terested. 


eee 
VICTOR-PENINSULAR COMPANY 





é LU DETROIT,MICH. 0 


eee ene. on 
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WIRE SCREEN CLOTH 


There are much wider variations of quality 
in the class of galvanized-after-weaving wire 
screen cloth than in any other grade. 


OPAL combines durability with attractive 
appearance and for many years has been the 
standard by which all others are judged. 


NEW YORK WIRE CLOTH Co. 
342 Madison Ave., New York 
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Building Good-will for Sargent Merchants 
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te pry advertising to users 
of locks and hardware goes 
back over a great number of 
years. Always, it is attractive 
in its presentation, consistent in 
its facts, persistent in its appeal. 


It is not claimed that this ad- 
vertising has an immediate effect 
on dealers’ sales, but the adver- 
tising of last year has created a 
demand for locks and hardware 
to be used in buildings now un- 
der construction. The advertis- 
ing of 1924 will influence many 
who are thinking of building to 





Sargent Locks 
and Hardware 
illustration 
from a na- 
tional adver- 
tisement. 


use Sargent Locks and Hardware 
when the time comes for them 
to build. Sargent advertising 
adds weight to the force of retail 
sales efforts. That it has created 
a good-will which breaks down 
normal sales resistance is proved 
in part by the steady growth of 
Sargent & Company, and the wid- 
ening circle of Sargent dealers. 


Sargent advertising is supple- 
mented by dealer co-operation 
such as free electros, interesting 
folders for mailing and counter 
use, etc. 


SARGENT & COMPANY 


Hardware Manufacturers 
NEW YORK: 92-98 Centre Street 


NEW HAVEN, CONN. 
CHICAGO: 221-223 W. Randolph Street 
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The magnifying glass reveais great evidence of strength and ‘ 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in. reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 


furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


Satisfied Dissatisfied 
Customers Customers 
are an are a 


Liability 





U.S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : : : Indiana 


= Poultry 
~ Netting 
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NEWPORT 



































MYSTIC 











cATHENIAN 




















ZENOBIAN 























UTOPIAN 




















SUGGESTED RETAIL PRICES—4320 series, Store Door (handle both sides); 4280 series, Front Door (handle and knob) 


TM 4320 $20.00 
TM 4280 13.50 


PN 4320 $20.00 


PN 4280 13.50 © 





GA 4320 $15.75 
GA 4280 13.50 


CZ 4320 $15.00 
CZ 4280 13.50 


CU 4321 $15.00 
CU 4281 13.50 


YALE 
BUILDERS’ HARDWARE 


Yale Builders’ Hardware is a profit- 
able line to carry. 


A representative exhibit of Yale 
Builders’ Locks and Trim, well dis- 
played, will open real opportunities 
for increased business in all lines. 


Make your store attractive to the 
home owners, builders and architects 
who not only buy locks and trim for 
the residences, stores and public 
buildings in your locality, but many 
other items as well. Show them that 
you have the best the market affords 
—and that your service is always 
available. 


A well selected line of Yale Build- 
ers’ Hardware is the ‘‘leader” that 
will bring in this profitable business. 


People know Yale. The name YALE 
helps make the sale—and a complete 
stock, including all the more popular 
Yale Designs in solid brass or plated 
steel, with the high quality Yale Lock 
Sets most in demand for interior and 
exterior doors, is a convenience your 
customers will appreciate. 


Yale Cylinder Locks are equipped 
with the armored front, and all lock 
sets, except glass-knob sets, are fur- 
nished with the famous Yale Triplex 
Spindle. 


Take advantage of the building 
activity. Arrange now to meet the de- 
mand for Yale Locks and Hardware. 
Write for a supply of the new Hard- 
ware Folders—imprinted with your 
name free of cost. ‘ 


The Yale & Towne Mfg. Co. 


Stamford, Conn., U. S. A. 


Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 


Padlocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 


¢ 
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\B Globe Cannot Fall Out 
ees: eer 























Accident on the floor. 
SCENE 2 Customer: “I want a large size, short Lantern Globe that will not break !” 
A Proprietor: “They aint no such animal!” 
Hardware Customer: “What's this I hear about a Globe with bumps on the sides 
Store that stick in the cross wires like a fish’s gills in a net?” 
Proprietor: “Aha, now I get you, my friend. You want a Dietz ‘D-Lite 


Loc-Nob’ Globe. This globe is patented—made only by Dietz. 
It might break if you drop it on the floor but it won't slip out 
of the wires. We handle only four styles of Loc-Nob Globes 
but with these we can fit any Dietz Tubular Lantern made.” 


Customer: “That’s the kind; wrap it up!” 





EPILOGUE: And he would use none other than Dietz Loc-Nob Globes ever after. 


R. E. DIETZ ComMPpany, NEw YORK 


Largest Makers of Lanterns in the World—Founded 1840 
Output Distributed Exclusively Through the Jobbing Trade 

















April 3, 1924 HARDWARE AGE 47 


_—— 


‘Cannon Ball 


Beats I ’em all 

































For Thick Doors or Thin 


HE new CANNON BALL Hanger 

No. 1066 has a feature that often 
Saves much time and trouble. It is readily 
adjustable to door thickness. Any door 
from 1% to 2% inches thick can be accom- 
modated by this sturdy, durable hanger 
without bending of straps. A neat, 
100% efficient job is easy. And that is 
what assures profits, satisfaction and 
more jobs. 


Other CANNON BALL hangers 
provide other adjustments. Write for 
booklet giving complete satisfaction. 












Equipment 


HUNT, HELM, FERRIS & CO., Harvard, Ill. 


es ALBANY :: MINNEAPOLIS ©::; LOS*ANGELES :: SAN FRANCISCO 
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Simply Tack On 
Turn the Corners 
Anybody can apply it. 

The “AIRTITE” Refrig- 
erator DOOR SEAL is a 
rubberized flexible strip, 
that, when applied to the 
overlap on a refrigerator 
door, forms an airtight 


cushion. We guarantee it 
for 5 years. 








a 





eee AirTite 
Door SEAL 


Get thies 
| ciorlay stand 


FREE — 








Every housewife wants to cut down her ice bills. That’s just what the 
Wirfs’ “AIRTITE” Refrigerator DOOR SEAL does. It stops the cold-air 
leaks, thereby saving ice. Put the display reel on your counter. You'll be 
surprised at the number of extra dollars it’ll bring in, because the “AIR- 
TITE” Refrigerator DOOR SEAL sells on sight. We are advertising this 
useful article to the consumer in the leading national magazines. This will 
familiarize people with the “AIRTITE” DOOR SEAL before they see it in 
your store. 


The SEAL has proven itself; for several years some of the largest household 
refrigerator manufacturers have used Wirfs’ “AIRTITE” DOOR SEAL as 


standard equipment. 


— ae eae ae i ee er er re It retails for 7%4c a foot and you can make as high 
E. J. Wirts, 128 S. Seventeenth Street, St. Louis, Mo. as 114% profit. 
Please send me a........ foot reel of “AIRTITE” | Price to Dealers in U. S. A. and Canada (one price 
Refrigerator DOOR SEAL. Enclosed find check for to all). 
| . [ Ss BOONE Fi ro sess Se 0 0c 334c per foot 
reece eeecesess 1,000-ft. reels.................344c per foot 
| Name..... Pee ae ee ee, Aw oo SURFER CR | Prices F. O. B. St. Louis. 
If check accompanies order we'll stand transporta- 
| PME < cccosoversess poeepeueed Sere * oo upc setese | tion charges in U. S. 
a re The handsome display stand will be sent free of 


—  ™—aerer : wa 
2 charge with your initial order. 
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 Filgction't in the early days 


In the days of our grandfathers, when amusements were few, election 
day was looked forward to with enthusiasm by every man of voting 
age in the country. Outdoor platforms were erected and men of state 
talked long and earnestly to the people on the vital issues of the day; 
staid men became boys in the heated debates that ensued. 

And in those days of our grandfathers, sincerity was the keynote and 
the principal that guided their lives politically, and in the great un- 
dertaking of fashioning a nation of unity out of the vast territory 
that was theirs to people and to develop. 

It is this same spirit of sincerity that made even then the name 
“Cleveland” so well known to them, for back of that name was a 
company conceived and guided by the sincere purpose of making a 
product that excelled in quality and dependability that would reach 
beyond the narrow present. 

And the name “Cleveland” today stands for this same dependability 
and is recognized by the buyers as the grindstone that served their 
grandfathers faithfully. There is no stronger selling point—the 
name “Cleveland” sells itself. 


The Cleveland Stone Company a 











Cleveland, New York and Boston Sterbon Star round knife 

. e rr sharpeners are made from 

The Sterling Grind Wheel Co. Division, purefirst materials. Quick 

Tiffin, O., and 30th N. Clinton St., Chicago, IIl. cutting action and 

: strength are their fea- 

A Complete Source of Supply; “Cleveland” Grindstones, power tures. Packed on attrac- 

or hand operated; mounted or unmounted; iron or wood frames. tive display cards, ready 
Commutator stones. Oil stones, etc. Sterling abrasives; Sterlith for sale. 


scythestones; Sterbon Star round knife sharpeners; Sterbon 
abrasive files. Sterlith, Sterbon, Vitrified, Silicate and Elastic 
wheels of every size and shape, and Sterling bricks. 


STERLING ABRASIVES 





AND STERLING GRINDING MACHINES 
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AN 
Rust Proof Flexible Galvanized \ 


SS , 


Wire Clothes Line \ 








Long wear, extra flexibility and rust proof quali- \ 

ties have given these clothes lines wide spread \ 

popularity. Many dealers find them fast moving 
and highly profitable the year ’round. 


WICKWIRE SPENCER 


















\ 

\ 

Solid, six strand twisted, hollow cable and re- \ 

inforced hollow cable. Every line.securely tied 
| 





in coil and labeled showing size and length. 


Solid and twisted in coils 40’, 50’, 60’, 75’, 90’ 





and 100’. Hollow Cable 40’, 50’, 60’, 75’, 90’ i 
\ and 100’. Reinforced hollow cable 50’, 75’ f 
\ and 100’. All grades also furnished in reel I, 
\ containing 500’ or more. ff 
\ /, 
\ 





Subsidiary of WICKWIRE SPENCER STEEL CORPORATION 


\ AMERICAN WIRE FABRICS CORPORATION j yy), 
General Offices: 41 East Forty-second Street, New York 


Western Sales Office: 208 South LaSalle Street, Chicago 7 
Worcester Buffalo Philadelphia f 
San Francisco Los Angeles , 
a SE 
— Ft 
_— a 
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Samson Trade Mark 


We manufacture braided cord of all kinds, sizes, colors and 
qualities, for all purposes, including sash cord, clothes lines, dumb- 
waiter rope, masons lines, shade cord, awning lines, garden lines, 
etc., also cotton twines. | ! 


Sash Cord 


Samson Spot Cord Phoenix Cord 


Trade Mark Reg. U. 8. Pat. Of. = 
RE FPF LASS PT LSS SZ 


~ 





Ne 


Even running, smooth, firmly braided, and free 


Made of extra quality stock, carefully inspected, from the prominent imperfections seen in other 
and guaranteed free from imperfections of braid low-priced cords. ; 

or finish. Known for over thirty years to archi- Sachem Cord—More uniform in quality than 
tects and builders as the most durable and eco- other very eh. sas cords. Sold at net weight, 
nomical material for hanging windows. like all our cor 


These sash cords do not contain the large or heavily loaded centres found in 
some cords, which increase the weight and decrease the wear. Even the 
Sachem cord will wear at least twice as long in running over pulleys as the 


best loaded cord. | 
Before buying sash cord, ravel the end and look at the centre. 


Clothes Lines 


Solid Braided Hollow Braided Twisted 
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Send for Catalogue and Samples 


Samson Cordage Works, Boston, 
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Place yourself in a position to profitably meet the demand. 


for the Nesco Perfect Oil Cook Stove in your community. 

Put a magnet in your window! A Nesco Perfect, particularly 
when your every selling effort of it is carried on in co-operation 
with our complete dealer service, attracts trade! 

The tremendous advertising of this well-built, efficient and 
popular priced stove, in leading women’s, general, National 
and State farm papers, is localized in its influence. Capitalize 
this influence. Stock this stove. Display it conspicuously. 
Intensify your efforts by making liberal use of the wide variety 
of sales helps we offer free. 


Reguest All Information of Your Jobber, or Write 


Address: National Enameling & Stamping Co., Ine. 
Advertising Department, Section NN Milwaukee, Wis. 


NATIONAL ENAMELING & STAMPING CO., Inc. 


St. Louis Granite City, Il. New York Milwaukee 
Baltimore Chicago New Orleans Philadelphia 


Licensed Canadian Manufacturers: Dominion Stove & Foundry Co., Penetanguishene, Ontario, Canada 


NESCO PERFECT 


O/L.--_GOOK STOVE 
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Hundreds of dealers asked 
us to produce this new de- 
vice—Nesco Perfect Water 
Heater, approved by Good 
Housekeeping Institute. 
Sellit to a ready market— 
See your jobber, or write. 
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A Special that sells other Rome U — 




























‘COPPER 


SOLID COPPER* (NICKEL PLATED) 


No. 8 TEA KETTLE 


which can be sold 
to the consumer for $ 


The “Copper King” Kettle is not merely a 


very fine utensil at a very attractive price. 


On and east of the 





It is more than a Jeader that sells itself Mississippi River. 

quickly. It is a utensil that sells many other $1.59 west of the 

Rome Utensils. Mississippi River. 

Its low price means quick turnover. The . 


interest in copper which it arouses, sells 
other Rome Copper Tea Kettles, Coffee Pots, 
Percolators, Tea Pots, Inset Pails, Dippers, 
and Wash Boilers. 


In doing this the “Copper King” accomp- 
lishes its purpose—bigger sales, all the way 
around, in Rome Copper Utensils. Get in 
touch with your jobber or write us. 


Fill in and mail coupon to-day! 


Advertising Department 
ROME MANUFACTURING CO., ROME, N. Y. 

Send us further information, and imprint, without cost, name and address, given below, 
UE ccdtwbuccincetdacvet “Copper King” consumer folders. 
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Pratt & Lambert Varnish Products are used by rainters, specified by architects and sold by paint and hardware dealers. 


Send for Color Card, Sample Panel finished with Vitralite; and Names of Local Dealers. 
Pratt & Lampert-Inc., 114 Tonawanda St., Buffalo, N. Y. In Canada, 20 Courtwright St., Bridgeburg, Ont 


PRATT & LAMBERT VARNISH PRODUCTS 
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We Can Help You 


to a Share of Canada’s Business 


Experience has demonstrated that the Canadian market must be treated as a 
separate unit if it is to be successfully cultivated by American Manufacturers. 
That is why hundreds of United States manufacturers have located in Canada 
during the last few years. Their success proves that Canada is a worth-while and 
growing market, but that the profitable way to do business is to be on the ground. 





There are, we believe, many other 
manufacturers who are desirous of en- 
tering the Canadian market, but who 
have hesitated, fearing either too pro- 
hibitive a cost of marketing or a retail 
price too high to yield sufficient sales 
volume to meet expenses. You are 
possibly one of these manufacturers. 
Suppose we meet and discuss either 

1. The manufacture and selling complete, or 

2. The assembly and selling, or 

3. The importation in the finished condition 

and selling 


of your line in this country. 


Our large and modern 
plant is located at Sar- 
nia, Ontario, with ex- 
ceptionally fine water 
and rail connections. 


Our equipment for port HURON) \* SARNIA 


stamping and die work 
in sheet metal is very 
complete, our japan- 
ning, nickel plating and 
tin plating equipment is 
complete in every par-__¢ 
ticular. Wehaveexcel- ‘°° 
lent storage facilities, 






plenty of room for plant expansion, 
and for such special extra equipment 
as might be necessary. 


And further, we have an intimate 
knowledge of the Canadian market. 
Our sales force numbering 25 men, 
is actively engaged all the year ’round 
in calling on the Hardware and Fur- 
nishing trade. With branch sales offices 
at Montreal and Winnipeg, and local 
warehouses in many other cities, we 
have a ready-made factory and market- 
ing organization that can doas effective 

work for you as for us, and at a 

cost much lowerthanifyoucreated 
a new organization of your own. 


If, therefore, your line 
would fit in with our 
own line of goods ina 
way that would allow 
our organization to 
work to our mutual ad- 
vantage, we solicit the 
opportunity of discuss- 
ing with you how we 
can help you to a share 
@CLEVELAND of Canada’s business. 


PERFECTION STOVE COMPANY, Ltd., Sarnia, Ontario 


We manufacture and market New Perfection Oil Stoves and Ranges throughout Canada. 
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It’s been a long time now, since the first 
Klein pliers were manufactured—but the 
original quality is still there! 


Every Klein plier sold has meant a con- 
firmed buyer of Klein pliers, and today 
there’s a definitely established reputation 
of Klein quality that distributors of Klein 
pliers cash in on. 


Klein pliers sell easily—at a substantial 
profit to the distributor—and they stay 
sold. Stock them as your best grade! 


M. Klein & Sons, Chicago, Ill. 
3200 Belmont Ave. 
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Carpet Sweepers! 


The “Modern Priscilla” (March, 
1924, issue, reaching Six Hundred 
Thousand Homes) — 


In an article on the care of rugs 
and carpets said “For regular care 
we recommend the use of the car- 
pet sweeper every day * *° *.” 


The editors of other leading women’s 
publications reaching a combined total of 
several millions of homes have also em- 
phasized the everyday necessity for the 
carpet sweeper—we will be glad to send 
you copies of their letters. 


Now these are facts, do your own think- 
ing and draw your own conclusions, but 
remember that this evidence of carpet 
sweeper sales opportunity comes from 
people in high editorial places who feel 
more keenly the pulse of feminine activity 
than does any other agency. 


Bissell Carpet Sweepers are nationally ad- 
vertised, salable all year round and yield- 
ing you a nice margin you will find them 
a constant profitable investment both in 
cash and Good Will. 


Write for copy of Bissell’s Spring Offer 
Announcement. 


The Single Sweeper Displayer 


Offered gratis upon request to all 
merchants selling Bissell’s. 


Effectively displays a single sweeper 
on counter, shelf or in a window. The 
soft green front panel harmonizes with 
and sets off a sweeper of any finish. 


This clever and substantial Displayer 
is created from.a single piece of strong 
cardboard which is folded to form in 
a jiffy. 

Bearing a price card and at this invit- 
ing angle the sweeper is a constant 
silent salesman for itself. 


Iss 





Oldest and Largest 
Sweeper Makers 


CARPET SWEEPER CO., E RAPIDS, MICH. 


Carpet Sweeper 
> 





ELL 


New York Office 
46 West Broadway 
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Buyers for the hardware trade 
should have these two catalogs 


QO. M. AUCTIONS sroortsn'h,2 


Hardware suggestions as to the contents of the two auction catalogs 
are herewith given: 


Chicago, April 25—29,299 Hatchets; 767 Wash Boilers; 410 Bread 
Boxes, for roller kitchens; 160,000 Knives, mess kit; 156,270 Spoons, 
mess kit; 24,585 Shoe Knives; 4,604 Pouch Carriers; 6,010 Safety 
Razors, various ; 83,361 Ibs. Nut Blanks, % to 1% inches; 6,062 Sad- 
dles, miscellaneous; 2,000 Trace Covers; 62,500 Ibs. Horse Shoes; 
apparel for outdoor laborers, sportsmen and campers such as High 
Trench Boots; Gloves, wool and heavy leather; Mittens, canton flan- 
nel with leather palm; Oilskin Hats and Coats. Copy of complete 
catalog will be sent upon application to the Q. M. Supply Officer, 
1819 West Pershing Road, Chicago, IIl. 


Brooklyn, May 2—Over 250,000 Machine Bolts, assorted in kegs and 
boxes; 1,024 Tent Stoves; 99,200 Ibs. Horse Shoes; 2,732 McClellan 
Saddles, equipped with 1 pr. of saddle bags; thousands of Harness 
Parts; 11,700 Rifle Scabbards (gun boots); 10,000 Curb Reins; 3,981 
Breast Collars, artillery ; apparel for outdoor laborers, sportsmen and 
campers such as Clothing Bags; Rubber Boots; Sheepskin Moccasins ; 
Gloves, wool and leather ; Spiral Leggins ; Wool Toques and Mufflers. 
Copy of complete catalog will'be sent upon request to the Q. M. Sup- 
ply Officer, Ist Ave. and 59th St., Brooklyn, N. Y. 


Jobbers and wholesalers selling to the larger hardware stores carry- 
ing complete lines of sporting goods and harness will find these two 
sales well worth attending. Jot down the dates right away and don’t 
wait a minute to send for the catalogs. 


- The Government reserves the right to reject any or all bids. 
































The New IpgEAt Smokeless Boiler 
Simple—Efficient—Dependable—Low Priced 


HE NEW IDEAL Smokeless Boiler com- . the rear gas chamber in a blazing flame of ex- 
bines all the advantages of smokeless eedingly high temperature —about 2700° F. At 
boilers now on the market p/us an im- this temperature the smoke particles are per- 
portant new feature. And it is offered to fectly consumed, passing out as the colorless 
F ; gas, Carbon Dioxide. 
the trade at an extremely low price. 
J P Flue Travel 


; a i The flue travel consists of unusually long double 
venting device, iscalledthe IpEaALSmoke gy, galleries. These are separated from each 


Oxidizer. Itfeedsfreshairdirectlytothe other by gas-tight, iron to iron, machine ground 
smoke-laden volatile matter instead of contact surfaces. . 
first raising the air to a high temperature. The hot gas, therefore, is forced to travel the 


: entire flue course, yielding its heat to the heat- 
Thorough and Compressed Mixture absorbing walls, thus insuring maximum fuel 
The fresh air, heavy with oxygen, having so economy. 

great a specific gravity, completely penetrates 
the gases, producing a thorough and com- 
pressed mixture. 
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| The AMERICAN RADIATOR COMPANY } 
| ANNOUNCES | 
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This new feature, a special smoke-pre- 
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The IpgEaLt Smokeless Boiler meets the most 
rigid anti-smoke ordinances. 
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Boiler capacities are as follows: 
Complete Combustion of Smoke- 


‘ ‘ Steam. . . . 2,000 to 17,750 sq. ft. 
__ Producing Particles Water. . . . 3,250 to 28,500 sq. ft. 
The mixture in this form is instantaneously 
ignited by the glowing coals and bursts into Send for new booklet giving full details. 





Cross section view 
of Smokeless Boiler, 
showing air intake 
of Smoke Oxidizer. 
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AMERICAN RADIATOR COMPANY 


Ipeat Boilers and AMERICAN Radiators for every heating need 
Dept. T82 1803 Elmwood Ave., Buffalo, N.Y. Branches in all principal cities 
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Why the Demand for Hot Spark 





Grows So Rapidly! 


Each year the sales volume of ACE HOT SPARK 
Ignition Batteries takes on added size. It’s not a mat- 
ter of luck, but rather the natural reaction from the 
users of this steel incased reservoir of power. 


The ACE HOT SPARK is made in one complete unit 
and has no external connections other than the two 


binding posts. 


HOT SPARK delivers a fat hot spark when it’s needed. 
It works as well under the most trying conditions as 
when the going is easy. HOT SPARK gives a full 
spark when other ignition current generally dies out. 
The reliability of the ACE HOT SPARK explains the 
tremendous yearly increase in its use. 


This year will see additional growth. Your territory 
will produce its share. Ask your nearest jobber or 
send us your inquiry for full particulars on how you 
can get your share of this profitable business. 
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edge of the days-bu siness ~* * 


At 5:30 P. M. the store curtains are totals showing your standings for the month 
drawn and the stock put away. The total is to date. 
then taken from the McCaskey Cash Register 
System’s registering unit and the day’s busi- 
ness records are entered in the McCaskey 
Business Recorder. 





All this in just 15 minutes, and you know 
your profit and loss figures by clerks and by 
departments—day by day—week by week— 
month by month, and year by year. 


The detail strip is- removed—the cash You staunchly appreciate the quick and 
drawer is locked—and the registering unit of accurate time-saving and error-saving system 
the system becomes a standard keyboard add- which stops the cash leaks in handling your 
ing machine. The individual sales of each business. It meets your every requirement 
clerk are quickly totaled—the sales of each and earns while you pay for it on a reasonable 
department are totaled and entered. monthly payment basis. 

With a few additional entries in the Busi- Investigate this McCaskey Cash Register 
ness Recorder you have completely distrib- System now! It won't obligate you to use the 
uted the records of the day’s business and the coupon. Mail it today. 


The McCaskey Register Co. 
ALLIANCE, OHIO ‘ 


Galt, Canada Watford, England 





COUPON 


The McCaskey Register Co. 
Alliance, Ohio 


Please send me information on 


——————————————————————— 
<< C AS AE the McCaskey System 


— for-credit business [ ] (check) 
for cash business [ ] (which) 
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Bassick Caster Chart 


This chart indicates the proper types of casters for va- 
nous kinds of fi d and 4 & 








FLOOR COVERING 





CaRPEeTs COMPOUTION ETC 








BRB 
7S< per set. or 7Sc per set. or 
O22 138 


Se per eat 4Sc per set 





DRB DRB 
waste) | 2200 per eet. or $1.00 per set. or 
$482.58 34642158 


4 per set SGe per ser 





- FRB . FRB 

30 per tt. or 30 per ont. 
w= 74822138 

SOc per set 60x per se: 





FRB PRB 
$1.30 per set $1 30 per ser 

















Try the right casters 
—Just once ~ 











American Magazine 
Good Housekeeping 

Total circulation per issue 
over 3,000,000 copies 
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~ Creating greater caster sales 
3 YOU 


This Bassick advertising is now appear- 
ing in two leading national monthly 


magazines—creating greater sales of good 
casters for you. 









Write us today for full information on 
the Bassick Special Dealer Plan, includ- 
ing the No. 25 Special Stock Order and 
free sales helps. It’s a money maker. 





For thirty years the leading makers of high grade casters 
for the home, office, hospital, warehouse and factory 
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Get the Spring Appeal 
in Your Window Advertising 





In the Spring a woman’s thoughts revert to Spring cleaning— 
A man’s thoughts to the garden and garden tools— 
A boy’s and girl’s to out-door games and toys. 


ET the Spring appeal in your window 
displays. There is merchandise in every 
department of your store adapted to the 


season. Put appropriate merchandise up front 
in your store. 


Get the spirit of Spring in‘your store. Paint 
up and clean up. Change the color scheme 
of your store and windows. Create an invit- 
ing atmosphere. 


The coming issues of Hardware Age will tell 
you how to realize on this timely opportunity. 
Use these suggestions and ideas. Everyone 
has been tested in the retort of actual retail 
experience by successful merchants. 


? 


Your merchandising ability coupled with the 
selling inspiration in Hardware Age should 
make your Spring sales show very favorably 
on the black side of your ledger. ; 


Make your investment in Hardware Age pay 
you dividends in increased profits by applying 
the -generous quota of merchandising data 
which each issue of Hardware Age contains. 


Every issue of Hardware Age is a real sales 
building tool for you. It is a certified and 
economical way to keep in touch with the 
latest constructive ideas on hardware merchan- 
dising. 
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Tl Play These 


ITH these five Starrett Pre- 
cision Tools the Auto-Me- 
chanic is ready for the meanest job 
that can come into the shop. It’s a 
pat hand he'll play to win. 












THE L.S. STARRETT CO. 


The World's Greatest Toolmakers 
Manufacturers of Haeksaws Unexcelled 


ATHOL, MASS. 













tarrett 

~ Micrometer 
Oo. 

224-A : 








Push these Starrett Tools 
to your Automobile Ser- 
vicing Trade. Write for 
Starrett Catalog No. 22 
“A” for complete descrip- 
tion of these and other 
fine tools for the Garage, 
Repair Shop, Re-grind and 
Re-bore Shops, etc. 


Sell 
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Nothing Sells Garage Door Sets 
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No. 806 Garage Door Set Model 


This and other National Display models are supplied at 
a nominal cost with your order. It’s the modern, prac- 
tical way of demonstrating Garage Hardware. 

















This view shows how snugly the doors hug the inside 
walls when open—allowing maximum space in the garage. 


or Pole 


Like A Practical Demonstration 


Here is a model of a National 
Garage Door Set that will 
greatly increase sales wherever 
these sets are carried in stock. 
It affords an excellent and prac- 
tical method of demonstrating 
the superior features of the 
National. 


This Display model shows 
every detail of the No. 806 
Garage Door Set—the simplic- 
ity of door operation—con- 
venient access to garage with- 
out disturbing all doors—the 
swivel hanger adjustment that 
prevents sagging doors, and the 
neatly designed and perfect fit- 
ting latch, bolts and hinges. 


Ask the National Salesman 
about this and other displays 
of National Garage Hardware. 
He also has other good sug- 
gestions to better your business. 
Write for Our Catalog—it con- 
tains a complete line of Na- 
tional Builders’ Hardware. 


NATIONAL MFG. COMPAN 








Natienal 
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Fi mui 


HERE are fifteen million motor vehicles 

in the United States today. This is 

three million more than there were a year 
ago. 


Fifteen million motor vehicles are just 
fifteen million motor vehicles to the average 
man. To the hardware dealer who sells auto 
accessories fifteen million motor vehicles, 
now running on the highways of the coun- 
try, are—opportunity. 


For several years countrywide registra- 
tion of cars and trucks has been gaining at 
the rate of a million and a half every twelve 
months. In 1923 the gain was doubled, in- 
creasing the registration total from twelve 
to fifteen millions. The ordinary gain in the 
use of motor vehicles has, in turn, increased 
the opportunity of the hardware trade to 
profit by serving the requirements of the 
motorist. 


All of these fifteen million cars and trucks 
that are in use to-day require auto accesso- 


67 





UVUNLUOOTORUUERCLUEUCatANTAsnaz Ong uene anon 








ries, and the more cars there are and the 
longer they are in use the greater will be 
the demand for accessories and parts of all 
kinds. 


The manufacture of motor vehicles, auto 
accessories, parts, equipment and supplies 
has become one of the country’s basic in- 
dustries. 


The distribution and sale of auto acces- 
sories, it should be remembered, has also 
become one of the country’s most important 
business activities, and in the development 
of this, it should be borne in mind that the 
hardware trade has taken a leading part 
both as a pioneer and a settler. 


“We stand on the threshold of the great- 
est motor transport season in history,” says 
the Motor World. That assures business for 
the hardware merchants who stock and sell 
auto accessories and who render bona-fide 
service to their customers. Are you work- 
ing for your share? 
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Try a Sales Survey! 


Use It to Weed Out the Slow-Moving Items 
and Your Accessory Turnover Will Increase 


HAT has been your experi- 
\\ ence with auto accessories? 

Do you know your average 
stock as determined by inventory, 
your turnover determined by in- 
voices, and sales compared and ad- 
justed to inventory records? Do 
you really know the true status of 
the goods handled in your accessory 
department? Do you know definite- 
ly which items move and which do 
not? Have you adjusted your stock 
by weeding out the slow movers to 
make room for the more active lines? 
By this method alone can you really 
reap the full harvest of accessory 
profits. 

The Stambaugh-Thompson Co., of 
Youngstown, Ohio, carries a large 
stock of automobile accessories. The 
retail sales volume in this line passed 
the $80,000 point last year. The de- 
partment is in the rear of the store 
on the first floor. 


Cashing In on the Auto Show 


When Youngstown held its 1924 
auto show, it was found that there 
would not be sufficient space to per- 
mit accessory displays. Only cars 
were to be shown. This didn’t feaze 
P. J. Thompson, president of the 
Stambaugh-Thompson Co., however. 
He ran‘his own auto accessory show, 
advertised it in the papers and fea- 
tured the line in the store’s windows, 
S. T. Trinkle, the store’s display 
manager, made a large electric sign 
for the department and a large card 
for the window, inviting all of 
Youngstown to visit the show. Dur- 
ing the week of the auto show sev- 
eral thousand motorists inspected 
the firm’s accessory exhibits and 
sales were made to 473 people dur- 
ing that period. 

Mr. Thompson felt that in spite of 
his large annual sales volume, there 
was not sufficient turnover on certain 
lines. The question was—which 
lines? He accordingly instructed the 
sales staff of the accessory depart- 
ment to keep an accurate record of 
the sales made each day. The items 
sold were to be plainly written on all 
sales slips and acount made. As the 


result of this bit of research it was 
learned during the two weeks’ period 
that the accessory department aver- 
aged forty sales a day. It was also 
learned that during these two weeks 
forty-three people bought oil and 
grease; forty people bought such 
items as cotter pins, bolts, nuts, 
washers, etc.; twenty-seven bought 
spark plugs; twenty-six bought auto 
lamps; eighteen bought polishes; 
sixteen bought dry cells; fourteen 
bought tubes; thirteen bought tool 
kits; eleven bought tires; eleven 
bought lens; nine bought tempera- 
ture devices; nine bought wrench 
sets (socket and adjustable) and so 
on down the line. These items men- 
tioned are more or less staple ac- 
cessories. 
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Stambaugh-Thompson 
Company 


of Youngstown, Ohio 


Conducted an accessories ex- 
hibit of its own while the Youngs- 
town auto show was being held. 

Took a sales survey in order to 
determine which accessories were 
quick sellers and which were slow 
movers. 

Closed out slow-moving stock 
by means of special sales. 

Held demonstrations of various 
accessories. 

That’s why the firm cashes in 











on this line. 





It was found that some specialties 
which had sold well the first month 
or two they had been in stock, had 
hardly moved since that time. On 
the other hand, it was discovered 
there was a continual demand for 
many staples and certain specialties. 
This being the case, the firm placed 
all items, on which the stock was 
heavy and the demand light, on sales 


tables, marked them at attractive 
prices and sold them. 

In the future the Stambaugh- 
Thompson Co. will have a key to 
guide it in purchasing accessory 
stocks. There will be no guesswork 
or personal preferences. Goods will 
be bought in accordance with the 
turnover records. This will not work 
to the detriment of worth while new 
articles on which there are no rec- 
ords. It means, however, that the 
company will carry no dead accessory 
stocks. 

The management had never real- 
ized the tremendous local demand 
for oils, greases and polishes, cotter 
pins, miscellaneous screws, bolts and 
nut sponges and chamois. The in- 
vestigation proved to be a revela- 
tion. Some lines on which it was 
thought there was a popular demand 
were hardly mentioned by customers. 
The study of certain profitable items 
brought strange facts to light. The 
volume appeared larger than hoped 
for, yet the number of purchasers 
was small in proportion to the sales. 
This suggested that individual sales 
ran heavy in such items and that it 
would be desirable for the accessory 
department to feature and push such 
merchandise. Sales were exception- 
ally good for vision wings, spot 
lights, cold patch outfits and similar 
items. Copper measuring cans with 
flexible spouts were also active. 


Demonstration Sells Cold Patches 


Last summer the firm conducted 
a sidewalk demonstration on cold 
patch outfits selling for 50 cents in 
small sizes and $1 for large sizes. 
Nearly seventy outfits were sold on 
the Saturday afternoon on which the 
demonstration took place. 

The Stambaugh-Thompson Co. 
made an intelligent survey of sales 
and profited by so doing. Other re- 
tail hardware merchants can do like- 
wise to good advantage. They will 


learn what items make profits and 
what do not; what should be pushed 
harder and what should be discon- 
tinued. It’s an idea well worth try- 


ing. 
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HE Stambaugh- 

Thompson Co., 
Youngstown, Ohio, 
plays up accessories 
for all they are 
worth, as these il- 
lustrations prove. 
Note the way in 
which pedestals and 
stands have been = 
used to advantage. 
S. T. Trinkle, the 
firm’s display man- 
ager is responsible 
for these displays. 
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were not shown 
at the 1924 auto 
= ghow in Youngstown 
; owing to lack of 
space. This gave 
3 the firm an opportu- 
nity to stage an ac- 
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purchased accesso- 
ries from the firm 
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baugh-Thompson ac- 
cessory department 
while the show was 
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ERHAPS some of the readers 

of HARDWARE AGE would be 

interested in spending a few 
minutes in three of the hardware 
stores of the Twin Cities for the 
purpose of getting a few pointers 
on the way in which these dealers 
merchandise auto accessories. 

A business is more or less depen- 
dent upon the country surrounding 
it and the conditions which exist in 
that country. Minneapolis and St. 
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Paul, Minn., have a combined popu- 
lation over 620,000 and they are 
close enough to each other to be 
quickly reached by street car or auto 
bus. Each city, however, has a very 
distinct business center of its own, 
and there are fine hardware stores in 
both of these business centers, as 
well as in the outlying districts. 

In every large city, especially in 
this metropolis of the Northwest, 
there is considerable manufacturing, 





The auto accessory department of the Hennepin Hardware Co., Minneapolis. 


Minn. 


Above is the accessories section of the Warner Hardware Co. of the 


same city 
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Twin 
Accessory 


and a large part of it depends a great 
deal upon the basic conditions of the 
agricultural sections of that coun- 
try. A wonderful network of hard 
roads radiates from these cities and 
makes them the automobile shopping 
center for a large area. These condi- 
tions give the dealers of the cities 
access to all kinds of trade, ranging 
from the mechanic to the farmer, to 
say nothing of a very large tourist 
trade. 


How It’s Done at Warner’s 


With this picture in mind we can 
now pay a visit to the Warner Hard- 
ware Co, of Minneapolis and look 
over that firm’s automobile acces- 
sory department. One of the accom- 
panying illustrations shows a win- 
dow trimmed by H. W. Farr. The 
symmetry of arrangement is note- 
worthy. Each item is price-tagged, 
and this is a rule which is seldom 
broken in this store, A careful study 
of the display, which makes use of 
sampled panel backgrounds, will offer 
many suggestions which can be 
studied and copied. 

After an inspection of the window, 
one steps inside the door and on the 
right side of it notices an attractive 
rack of tools, all of which are price- 
tagged, The accessory department, 
shown in the accompanying illustra- 
tion, is found a few feet down the 
aisle and igs completeness itself. The 
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Ups of 
Cities 





Departments 


show cases permit of a very com- 
prehensive display of goods.and spe- 
cial merchandise is attractively ar- 
ranged on top of the counters, but 
never in such a way that the cus- 
tomer is blocked from seeing what is 
in the cases. The name of the man in 
charge of the department appears on 
a brass sign on top of the counter so 
that strangers may know with whom 
they are dealing. This serves to 
create a good personal contact be- 
tween customers and salesman. 


A Time-Saving System 


The top shelves of each counter 
are worthy of attention. One counter 
contains a series of wood trays div- 
ided into four compartments for-the 
showing of small items such as tire 
gages, valve stems, electrical con- 
nections, etc. When a customer looks 
into the case the salesman can put 
the proper tray in front of him with- 
out inconvenience or delay. The 
same system is followed in the other 
case with the exception of the sec- 
tion in which the spark plugs are 
kept. These spark plugs are placed in 
neat piles with one of the plugs 
on display before each pile and the 
customer can simply point to the plug 
he wunts and the salesman can hand 
it to him without delay, The com- 
pleteness of the stock is worthy of 
attention. There is so little of the 
“I’m sorry, but we don’t carry that 





item,” that it is hardly worth men- 
tioning. The stock is varied and is 
not heavy in any one line, so that the 
investment is kept down and money 
that would otherwise go into excess 
stocks is used for other lines. 

Advertising is responsible for a 
large part of this store’s business. 
The papers carry attractive ads and 
automobile accessories come in for 
their share of publicity. Interest is 
kept fresh by offering an attractive 
“buy” every once in a while, 


This department was _ recently 
moved and the officials of the com- 
pany stated that they could tell from 
their sales that many old customers 
had not yet found its location. It 
proved to them definitely that cus- 
tomers get used to the location of a 
department and come back time after 
time to the old “haunts.” This is 
well worth remembering when a de- 
partment is to be moved, as it takes 
some time for customers to become 
accustomed to the change, 





Here we have a typical 


accessory display 


of the Warner Hardware Co. 
Above is the accessory department of the Raymer Hardware Co., St. Paul, Minn, 
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A careful inspection of the window 
display and accessory stock demon- 
strates how much the accessory busi- 
ness is a part of hardware. It cer- 
tainly must be profitable if a firm 
like the Warner Hardware Co., doing 
over $1,000,000 a year business, can 
afford to devote so much space on the 
main floor to the showing of this line. 


The Hennepin Accessory Department 


Not a great many blocks away we 
stop before the window of the Hen- 
nepin Hardware Co. Here we find 
some excellent accessory displays put 
in by W. H. Owens. Half of the 
large window was devoted to lubri- 
cating systems and the other half 
to a display of polish. The win- 
dows, backed by the firm’s advertis- 
ing, attracted a great many buyers 
despite the fact that several cut-rate 
accessory houses are to be found 
within a good stone’s throw of the 
store. 

The firm maintains a very com- 
plete accessory department, which is 
located on the left of the front en- 
trance. A wall case with sliding 
glass doors permits the display of 
the larger items and directly beyond 
this are two show cases filled with 
other hardware. Low 


accessory 


HARDWARE AGE 


tables on which special articles are 
displayed are placed in the aisles. 
This firm enjoys a large trade from 
the mechanics and consequently sells 
them a great many accessories. They 
do not find this class of trade deal- 
ing very heavily at the cut-rate 
stores because mechanics make their 
living with the tools they use and 
they appreciate quality more than 
mere price. 

Between Minneapolis and St. Paul 
we found green signs hanging in 
front of the hardware stores we 
passed, We began to realize that the 
Minnesota Retail Hardware Associa- 
tion had done some very construc- 
tive work in placing these signs in 
front of hardware stores all over the 
State telling the tourist that he can 
get information as to roads, resorts, 
etc., from the reliable hardware mer- 
chant within. 

One of the large Minneapolis daily 
newspapers maintains a large resort 
and tourist information bureau, be- 
cause the State is the Mecca of au- 
tomobile tourists and campers. When 
people ask for information they are 
told, “If you need any information 
out on the road, hunt up the nearest 
hardware dealer.” This is helping 
out accessory sales in great shape,! 
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to say nothing of the other things 
the tourist and camper buys, includ- 
ing fishing tackle and ammunition. 


Accessories in St. Paul 


In St. Paul we found the accessory 
department. 6f the Raymer Hardware 
Co. On the left side of the store, a 
few feet ‘from the main entrance, 
this firm maintains a very neat ac- 
cessory department with attractive 
display panel boards, back of which 
the stock is stored. The counter con- 
tains the new items and many of the 
fast selling popular things needed by 
the motorist. A glass show case just 
beyond the counter is used very effec- 
tively for displaying spotlights and 
other items. One also notices rolls 
of brake ining conveniently dis- 
played where they can easily be seen. 
The department is exceptionally neat 
and well arranged and is one of 
Raymer’s trade winners. 

This has been a brief and hurried 
trip through three good accessory 
stocks of the Twin Cities, but one 
which teems with ideas which you 
can use to advantage. The least we 
can say is that these three stores are 
proud of their accessory departments 
and of the business which they de- 
Welop and hold. 








tell you. 


depositor anyway. 
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TAKING DISCOUNTS 


éé O, we do not always take advantage of discounts,” business men will 
“Most of them only amount to 2 per cent, ten days, anyway, 
and we reckon that it is worth something in the way of protection to us to 
maintain a good balance in the bank at all times.” 
credit and protection go, bills paid promptly will do much more to develop repu- 
tation than a paper-balance in the bank which really does not belong to the 
And, for another thing, 2 per cent, ten days, is not to be 
The business man who scorns discounts merely shows his igno- 
The National Association of Credit Men supplies figures as to what 


For one thing, as far as 








some of the customary discount rates really represent upon a yearly basis. 
Thus the despised “2 per cent, in ten days, 60 days net,” equals 14 per cent a 
year and “2 per cent, 30 days, 60 days net,” equals 24 per cent a year, while 
the seemingly inconsequential “3 per cent, 10 days, net 30 days,” equals 54 per 
cent a year. In what bank will a temporary balance bring any return at all 


comparable? 
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Cornelius Leadpenny Cashes In 
on the Auto Camper 


when Cornelius Leadpenny, 

Senior, insinuates himself upon 
our consciousness—like a hint of 
summer — he was standing in the 
doorway of his store graciously 
waving farewell to an automo- 
bilist who had all but disappeared 
around the corner. Had anyone, 
knowing Mr. Leadpenny, happened 
upon him at that particular moment 
he would have experienced a sensa- 
tion of surprise—bordering on 
amazement—for it was current belief 
in Mudville that Mr. Leadpenny never 
smiled—and that his poker face re- 
sulted from the fact that his skull 
filling and skull were of one and the 
same substance. In view of this be- 
lief and our own knowledge of Mr. 
Leadpenny, his unwonted cheerful- 
ness demands an explanation, which 
we shall endeavor to supply forth- 
_ with. 

In the first place it concerned Mr. 
Leadpenny’s son. Now one of the 
wonders of nature—at least insofar 
as the gossips of Mudville were con- 
cerned—was Leadpenny’s son: not 
because he was either an abnormality 
or a progidy but because he was an 
ordinary bright young business man 
and still Leadpenny’s son. He was 
the one good thing that could be said 


()* that brisk spring morning 


BY D. J. WITHERSPOON 


of Leadpenny, but it was generally 
agreed that his wife, the former Miss 
Annastasia Flood, of WeStutter 
County, deserved the credit. But, 
however that may be, there is no 
denying that fact that when it came 
to getting along, young Leadpenny 
was the Berries. 


Leadpenny, Junior, Starts It 


It seems that some weeks previous, 
Leadpenny, Junior, had dropped in 
on the old man with a view of offer- 
ing one or two suggestions affecting 
the auto accessory department. The 
young man’s employers, Futter & 
Poosh, in an effort to boost real 
estate sales, was starting in coopera- 
tion with the Smouse County Board 
of Trade a “See the Beauties of 
Smouse County” campaign. They 
were putting billboards along the 
principal throughfares listing what 
purported to be ideal spots for auto 
camping and picnicking. This plan 
had grown out of the fact that auto 
picnicking in Smouse County, as else- 
where, had long been an established 
custom, and this had led young Lead- 
penny to believe that his father could 
profitably install a line of camp cook 
stove, thermos bottles, and a hundred 


and one other picnicking equipment. 

To a man of Mr. Leadpenny’s 
temperament, a new idea—especially 
one emanating from his cwn son— 
was in the catagory of filial disloyal- 
ty—and about as pleasant to him as 
the income tax, and he didn’t have 
any hesitancy in saying so. 

Mr. Leadpenny, Senior, wanted it 
distinctly understood that he had no 
patience whatsoever with the doings 
of the younger generation—it was 
all wrong, and by way of proof he 
dwelt at some length on what several 
of the comparatively recent stores in 
Mudville—all of them run by “young 
squirts” and “finale hoppers’’—were 
doing to him in the way of competi- 
tion. 

Gradually, however, his first out- 
burst of indignation gave way to an 
attitude of deep dejection. “To 
think,” he said plaintively, mean- 
while eying Leadpenny, the younger, 
with an expression of sorrowful 
accusation, “that I should live to be 
suggested to by my own son—and 
me a man of forty-nine, going on to 
fifty.” 

Mr. Leadpenny would undoubtedly 
have continued in this vein indefinite- 
ly had it not been for the entrance at 
that moment of a customer, who, as 
luck would have it, explained to Mr. 
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Leadpenny that he was desirous of 
making an automobile camping trip 
and wanted to buy a portable camp 
stove. 

The Old Story 


“A what?” said Mr. Leadpenny, the 
meanwhile shifting uncomfortably 
from one foot to the other. 

“A portable camp stove—some- 
thing I can take along with me on 
an auto trip,” the prospective cus- 
tomer had explained. 

“Oh, a portable camp stove—huh- 
hum—yes. No, I’m afraid we have 
nothing like that in stock.” Mr. Lead- 
penny was plainly embarrassed. He 
would much have preferred that this 
incident had not occurred, for he felt 
that it sort of tended to incriminate 
him, as it were, in his son’s eyes and 
the effect was much the same as if 
one of his own hands had risen up 
and smote him. He hated to lose a 
sale, but we feel it our painful duty 
to record that the idea of using 
suggestion in selling articles other 
than those called for never occurred 
to him. Science claims that people 
think in words—but when it came 
to suggestive salesmanship, Mr. 
Leadpenny was suspiciously silent. 


“Sonny” Springs an Idea 


Now it happened that Mr. Lead- 
penny did carry in stock a number of 
items, all of which were admirably 
suited for auto picnicking. While it 
is true that nothing was further re- 
moved from his mind at that moment 
than those items, his son saw an op- 
portunity to make a sale, and at the 
same time justify his contention that 
camp and picnic supplies would enable 
the old man to corral a flock of ducats. 
So he forthwith addressed himself to 
the customer: 

“‘We have some large sized thermos 
bottles here—that are ideal for auto- 
ing—perhaps you would be interested 
in one of these for your trip. I took 
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one along on a trip I made last sum- 
mer—and I sure was glad I did for 
it was damp or raining most of the 
time—The hot coffee out of it, sure 
was good.”” And here Leadpenny, the 
younger, placed one of the bottles 
in the customer’s hand, and because 
of his frank and genial manner the 
thermos bottle forthwith transferred 
its allegiance—and a few minutes 
later was followed by a flashlight and 
collapsible bucket. 

When the customer left, to be fol- 
lowed a few minutes later by Lead- 
penny’s son, Mr. Leadpenny, having 
no animate object to talk to, delivered 
himself of a few remarks, appar- 
ently addressed to his stock of alu- 
minum goods. Perhaps it was the 
brisk spring morning or perhaps a 
sort of retribution, but, whatever it 
was, it’s a matter of history that on 
that particular morning several of 
Mr. Leadpenny’s customers made in- 
quiries respecting camping and pic- 
nicking equipment, and it is only fair 
to add that Mr. Leadpenny made some 
very satisfying sales in consequence. 
He was far from being at peace with 
the world, however, and each fresh 
inquiry affected him much like a 
swift kick. The last time he had 
been so profoundly agitated was when 
some two years before he had turned 
over in his mind the advisability of 
putting in a line of tires and auto- 
mobile accessories—an _ innovation 
which he had fought against man- 
fully, but which, it should be said, 
he had since come to regard as a 
monument to his business acumen. 


Cornelius Sees the Light 


He came to a decision, however, 
before old Sol, bound for the horizon 
and all points west, had passed the 
meridian. At precisely two minutes 
past eleven he phoned his jobbers, 
Thumbsdown & Yell, and requested 
that they rush him full particulars 
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regarding a line of portable camp- 
stoves, picnic supplies—including 
knives, forks and spoons—collapsible 
cots, tents, camp stools, flashlights, 
thermos bottles, hammocks, hatchets, 
hand axes, and numerous similar 
items. 

Some time later, a salesman repre- 
senting the firm of Thumbsdown & 
Yell happened along just as Mr. 
Leadpenny was going out to lunch 
and invited him to put on the feed 
bag at the expense of the house. 
During the course of the luncheon 
the salesman brought up the subject 
of camping and picnicking equipment 
and commented quite enthusilastical- 
ly on the success Mr. Leadpenny was 
having with the line. He stated that 
if Mr. Leadpenny would take the 
trouble to ankle around to the stores 
of his competitors he would see how 
favorably his department compared 
with theirs. Whereupon an expres- 
sion of great contentment overspread 
Mr. Leadpenny’s countenance. 


Leadpenny Takes the Credit 


“So I have been given to under- 
stand,” he said, with what was in- 
tended to be a deprecating wave of 
the hand, “so I have been given to 
understand. There is no denying the 
fact that the department is success- 
ful—unusually successful, | may say 
—and the profits are un-us-u-ally 
good. When I suggested installing 
the department I had to contend with 
considerable opposition—on the part 
of my son and others—but I carried 
my point. Yes sir.” 

If the salesman from Thumbsdown 
& Yell suspected anything to the con- 
trary he remained discreetly silent— 
he knew Mr. Leadpenny and he knew 
his son. 

Moral: When opportunity knocks 
and there’s nobody home—sometimes 
she jimmies the door. 











sounded rather strange. 


The Desirable Employee 


A SO-CALLED “big business man” of our acquaintance was discussing a new man 

whom he had recently taken into his employ. 
he said he could leave his old employer at a moment’s notice and come to me.” 
Could it be that the man was more desirable because he had 
the effrontery to leave his old employer “in the lurch”? But, upon further questioning, 
the facts in the case came out. It seems that there had been two prominent applicants 
for the job. The unsuccessful man had explained at some length his utter indispensa- 


“T hired him,” he said, “because 


That 


bility to his old employer, “whom he could not even think of leaving upon a shorter 
notice than a full month, since he would require that much time to break someone 


else into the responsibility.” 
different story to tell. 


The other man, who was given the job, had quite a 
“T have an understudy who has been working under me for 


some time,” he said. “He knows my work practically as well as I do and he can take 


my work up just where I left off.” 
world is constant] 
pensable to the j 


looking for. 


That is really the type of employee the business 
The old idea of the employee making hiniself indis- 
has resulted in making the job indispensable to him and in auto- 


matically cutting him off from many possible promotions. 














April 3, 1924 


Ya 


“ - a 


Attractive displays bring many accessory customers to the Morehouse ¢€ Wells Co., Decatur, Ill. 
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that helped attract the local motorists 








Here’s one of the displays 


Accessories Are Auto Jewels 
—Give Them Attractive Settings! 


\ /HEN the automobile came 
into everyday use many new 

methods had to be introduced. 
In the rural communities, the imple- 
ment dealer and the hardware man 
were the logical distributors of the 
new “horseless carriage.” Automo- 
biles, however, could not be kept 
under sheds as were the implements 
and wagons and buggies. Better 
housing was necessary and as the 
automobile was an expensive looking 
piece of merchandise it was neces- 
sary to display it in the proper sur- 
roundings. 


Attractive Settings Count 


Automobiles are now shown in 
luxurious settings. Few jewelry 
houses have their merchandise dis- 
played in a better fashion than have 


the auto dealers. Small towns boast 
of well appointed auto display rooms 
and merchants who started in the 
business in the early days have found 
it necessary to keep pace with the 
progress of the times. 

What the dealer in automobiles 
discovered, the hardware man who 
sold accessories found to be a fact. 
In other words, accessories had to 
have a reasonably good setting. It 
was impossible to leave them in their 
original cartons or pile them on the 
shelves out of sight. Merchandise 
must be shown in order to be sold and 
auto accessories are no exception to 
the rule. It has developed that the 
successful hardware merchant with 
a paying accessory department is the 
one who looked about his place of 
business and picked out a section 


which he could devote to this fast 


growing line. 


As you travel from one end of the 
hardware world to the other you find 
the best hardware dealers have very 
fine auto accessory departments. 


Accessories, Tools and Electrical Goods 


In the first place the code of ethics 
of the hardware dealer puts upon 
him the obligation of rendering ser- 
vice to his community and acting as 
a purchasing agent for its require- 
ments. In the second place the first 
rate hardware dealer is too keen 
sighted to let a profit-producing de- 
partment slip away from him, espe- 
cially when it brings to his store 
new customers who need other things. 
In the third place many accessories 
are the direct descendants of the 
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And here's one that built sales for the W. W. Merriwether Hardware Co., Paragould, Ark. 
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tool department and in turn they are 
the ancestors of the electrical de- 
partment. In other words, there are 
three merchandising generations in 
the hardware store, tools, accessories 
and electrical merchandise. Each is 
not independent or compicte, how- 
ever, without the other. 

As an example of what can be done 
in housing an accessories department 
note the section of 


shelving used _ by 
Novotny Hardware 
Co., Chicago. This 


was built by the 
J. D. Warren Mfg. 
Co., displayed by 
Hibbard, Spencer, 
Bartlett & Co., at 
the recent Illinois 
Retail Hardware 
Convention and 
afterwards sold to 
the Novotny Hard- 
ware Co., Chicago. 
Many good ideas 
are to be found in 
these two sections 
of shelving. The 
sampled panel doors 
take care of a large 
number of items 
that would take up 
much more space if 
displayed in any 
other fashion. This 
feature is a great 
help in making ad- 
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trucks in the world and over 14,000,- 
000 are owned in the United States, 
it is not surprising that hardware 
dealers have found the accessory busi- 
ness profitable. According to the 


latest government figures one person . 


in eight owns an automobile in this 
country. There is, however, only one 
automobile to every 1500 people out- 
side the United States. 
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It is decidedly worth while to think 
that any window will attract every 
eighth person who passes it. All 
kinds of appliances for the car were 
shown in this window and the light 
background of the walls helped to 
make each item stand out prominent- 
ly. The few artificial flowers gave 
a little touch of color and set off the 
display. It is surprising what a 
few sprigs of 
brightly colored 
flowers will do to a 
show window. If 
you have never 
noticed the differ- 
ence, try it out. 

The W. W. Merri- 


wether Hardware 
Co., Paragould, 
Ark., also gets a 


very fine volume of 
business from the 
community in auto- 
mobile accessories. 
The accompanying 
illustration shows a 
typical accessory 
display of this firm. 

At a recent con- 
vention one dealer 
stated that the 
money spent for 
automobile licenses 
in his community 
was about half as 
great as the money 
spent for agricul- 


ditional sales. of tural implements. 
items which the A section of the accessories department of the model hardware store Think of the pros- 
customer has tem- shown at the Illinois convention. Note the compact way in which pect for sales in 
porarily forgotten everything is displayed. No waste space here the average agricul- 
that he needs. tural community 


The section with the glass doors 
permits the stocking and display of 
larger items and gives the customer 
a comprehensive view of the stock. 
A wide ledge and drawers of various 
sizes permit the adequate housing of 
other items of the line. The eight 
bins take care of merchandise that 
would ordinarily be hard to handle. 


One Car to Every Eight Persons 


When one stops to consider that 
there are 17,000,000 automobiles and 


F. DEUTH, Forreston, IIl., 

« past president of the Illinois 
Retail Hardware Association, has 
used a scheme for a number of 
years which he claims helps to keep 
down the dead stock. Each year all 
merchandise is marked in a different 
color. For instance, the color for 


When you realize that there are 
very few such high priced items as 
the automobile in common distribu- 
tion, you cannot but see that there is 
a tremendous market for accessories, 
tires, etc. What other line offers you 
at least one prospective buyer for 
every eight people in the country? 

The window display from the More- 
house & Wells Co., Decatur, IIl., shows 
how this hardware firm gets its auto- 
mobile accessories before the buying 
public. 


1924 might be red and if the color 
for 1923 was blue he can immedi- 
ately see as he goes over his stock 
when the various items were pur- 
chased and how long they have been 
“warming” the shelves. 

The idea is too good to keep for 
inventory time and is passed on at 





under these conditions. 

The hardware merchant who is 
neglecting the automobile accessory 
business of his community is pass- 
ing up a profit maker. He has few 
things in his store that are needed 
by one out of every eight people and 
he can’t afford to disregard a line 
that appeals to such a high percent- 
age of prospects. Accessories are 
sure-fire profit makers and are rec- 
ognized as such. Why not cash in 
on them? 


Tells Dead Stock by Color 


this time as the year is just getting 
under way. It would be a good time 
to change the color of your marking 
pencil now and the first of the next 
year change it again. Mr. Deuth 
claims the scheme is fool proof and 
he is able to keep the stock “loafers” 
from accumulating. 
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ITHIN the 
past two 
years con- 


ditions in the tire 
industry have so 
developed that 
the. distribution of 
tires and tubes is 
now carried on in 
a manner’. which 
warrants the at- 
tention and con- 
sideration of every 
retail hardware 
merchant. The old 
mileage guarantee 
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lires—a Gold Mine 
for the Progressive 


17 


Every accessory 
display of the Bar- 
rett Hardware Co., 
Joliet, Ill., features 
tires. There’s a 
reason 


current commer- 
cial life. 

As the industry 
stabilized its ac- 
tivities a_ better 
product was pro- 
duced at a lower 
price. Today tires 
are selling at a 
relatively low 
price, which per- 
mits ae greater 
turnover, with a 
resultant higher 
aggregate profit to 
the dealer. 


with its costly In 1922 and 1923 
adjustments has the average tire 
been entirely elim- , replacement was 
inated. In its H ad D ] 24%, per car per 
place a warranty ar Wa Te CQ eT year and prdcti- 


for fair service is 

given. This embraces a guaranteed 
standard of workmanship and ma- 
terial—the only intelligent basis of 
merchandise guarantee. The dealer, 
today, can truthfully state that his 
line of tires (if made by reputable 
and recognized manufacturers) rep- 
_ resents a product skillfully made of 
high-grade materials which will 
give a fair return of service on the 
investment. 

In the process of every industrial 
development, fly-by-night companies 
organize and function for a limited 
‘time. The tire industry experienced 
this condition and has succeeded in 
overcoming it. The rule of the sur- 


vival of the fittest has been clearly 
demonstrated in this business. Small, 
unreliable companies making tires of 
doubtful quality are so few in num- 
ber today that they do not offer 
the cheap competitive element that 
proved so annoying three or four 
years ago. 


The Passing of the “Gyp” 


It has been roughly estimated by 
authoritative experts that the elim- 
ination of the mileage guarantee has 
reduced the cost of adjustment from 
50 to 75 per cent. The “‘gyp” distribu- 
tor, so prevalent in 1921, is said to 
be more a figure in history than in 











additional profit. 


after the original sale. 
more than one purchase. 
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cally the same on 
trucks. The average tire purchase on 
cars of the Ford type was estimated 


to be $15. On all other cars the av- 


erage was $25. When it is taken into 
consideration that there is a car for 
every eight persons. in this country, 
it can be readily realized that there 
is a tremendous channel for the re- 
tail distribution of tires, tubes and 
kindred accessories, 

The used car market today is doing 
a very heavy business. Thousands 
of used cars are being bought every 
month. The average used car needs 
a full set of tires. The majority of 
new cars have but four tires as 
standard equipment so that every 


Pr eeeeded cecaoerenee TT cereeerececeegees 


wae you sell a tire don’t forget the second sale—the sale that means 
Talk up tire pumps, gages, jacks, repair outfits, 
chains and the hundred and one tire essentials that automatically follow 
See to it that the customer leaves the store with 
Remember—it’s the second sale that counts. 
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new car means another prospect for 
an immediate sale of a spare tire and 
tube. 

A large manufacturer recently said 
that tires sold through the hardware 
trade in 1923 reached a volume of 
$3,000,000. Another manufacturer 
was asked to submit a list of twelve 
outstanding jobbers of tires, without 
discrimination as to the brands car- 
ried. In his list six of the firms 
named were hardware jobbers. This 
indicates the importance of the hard- 
ware outlet in the distribution of 
tires. 

The well-ordered tire department 
is a gold mine to the live hardware 
merchant. He should emphasize to 
each customer the importance of 
proper inflation. This usually means 


Look Over the Farm 
Papers 


QU have seen a great deal in 

print about reading the farm 
papers so that you would know what 
the farmer was thinking about, what 
he was buying and what he was do- 
ing. Every retailer knows that it is 
impossible to read everything that 
comes over his desk. There are only 
certain things that he reads regu- 
larly. These he usually pays for be- 
cause he considers them a part of the 
service to his business. 

Briefly, however, there is much to 
be said in favor of reading the farm 
papers. They should be looked over 
casually at any rate, because mil- 
lions of copies go into the farm 
homes each week or month. There 
is not a farm that does not receive 
at least one and sometimes as high 
as five farm, dairy, poultry or stock 
papers. 

Farm papers wield a mighty in- 
Suence with their readers. The 
stories are written simply and are 
therefore easily read by all members 
of the household. The farmer’s wife 
finds in them much concerning the 
aome over which she holds sway. 

In a recent edition of a dairy 
magazine one story, which was, no 
doubt, read with interest by most 
every farm wife in some 800,000 
homes, told about using linoleum for 
the kitchen floor, because it was easy 
to clean and always looked fresh and 
new. The same story told how to 
paint and paper the walls, what care 
should be taken of the floors in the 
way of filler, varnish and paint, and 
how easy life was with a vacuum 
cleaner 
reeked with hardware, and mer- 


The whole article fairly, 
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the additional sale of a tire gage. 
Cold patches and small vulcanizing 
outfits are not included with standard 
equipment as yet, but should be in 
the tool kit of every motorist. 


Get After Truck Users 


In every town there are commer- 
cial accounts worth cultivating. 
Every business that maintains a 
truck delivery system, whether re- 
tailer or manufacturer, should be 
personally solicited for its tire busi- 
ness. In many instances the pur- 
chasing volume disclosed would be 
sufficient to warrant a small trade 
discount. If properly handled this 
repeat business would increase the 
merchant’s purchasing power as well 
as his annual profits. 





chants all over the country will 
doubtless notice a little increase in 
their paint sales, linoleum, vacuum 
cleaners and many of the other hard- 
ware items mentioned. 





Emergency Tanks 
a Good Bet 


. eae & CO., of Fairville, 
New Brunswick, recently ob- 
tained a number of 5 and 10 gal. 
emeryency gasoline tanks at a spe- 
cial price and succeeded in selling 
them at a decidedly worth while 
profit, | , 

First of all, one of the firm’s dis- 
play windows was given over to a 
display of these tanks. This served 
to arouse interest and paved the way 
for future sales activity. Mr. 


‘McCrossin then obtained the names 


of the motor car owners in town and 
started to get in touch with them 
over the telephone. Following this 
method of introduction he made a 
number of personal calls upon local 
car owners. In his selling talks he 
stressed the importance of the 
emergency gasoline tank as a secur- 
ity against any emergency which 
might arise upon the road. He con- 
cluded his talk by giving the prices 
of: the tanks in question. 

This wasn’t all, however, for the 
firm succeeded in placing at isolated 
spots on all roads leading to Fair- 
ville cardboard signs reading— 
“Don’t Be Caught in Lonely Places 
Without Gas. Buy One of the 


Emergency Tanks at McCrossin’s 
Store in Fairville.” As the result 
of this intensive campaign the firm 
succeeded in selling all of the tanks 
in a remarkably short period of time. 
MORAL—It pays to advertise. 
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The Popp Hardware Co., Saginaw, 
Mich., keeps a card record of each 
tire sale and a sales bonus is offered 
on every tire and tube sold. This 
system was outlined in a recent issue 
of HARDWARE AGE. Norman Popp 
states that his tire business has in- 
creased considerably under this plan. 
The card index enables him to follow 
up his customer as a replacement 
prospect the following year. He 
sends a courtesy “follow up” letter 
three months after each sale, asking 
if the tire has given service. On 
this card there is a space for a nota- 
tion indicating the present condition 
of the buyer’s tire equipment. If it 
denotes a need for tires it is an easy 
matter to follow him up until the 
sale is made, 


When Did You Clean 
the Lights? 


IRTY electric light globes fre- 

quently absorb as much as 45 
per cent of the light. These are 
startling figures, but the illuminat- 
ing business has been worked down 
to such a fine point that they can 
measure the amount of light in your 
store as easily as you can measure 
off 6 ft. of 30-in. screen wire. 

Investigation shows that keeping 
the electric globes and shades clean 
will go a long way toward making 
the light bill a paying proposition in- 
stead of an expense. You pay for the 
electricity and it is nobody’s fault 
but your own if the rays can not 
penetrate the coating of dust. 

It was found by the Society of 
Electrical Development, as stated in 
a recent pamphlet, that one set 
of fixtures developed 2.7 foot-candles. 
When the globes had been cleaned, 
3.7 foot-candles were developed. 
When new lamps of proper voltage 
had been installed the same fixture 
developed 5 foot-candles and when 
the walls and ceilings had been re- 
finished, they developed 7.2 foot- 
candles. 

This information should prove of 
great aid in the transferring of 
retail dealers’ light bills from the 
expense side of the ledger to the 
profit side. Keep the lights clean 
and be sure they are the proper 
voltage to keep your store properly 
lighted. The color of your walls 
and ceilings have a lot to do 
with the size of your light bill. 
White light reflects 70-80 per cent, 
while dark colors reflect less than 
half that amount. 
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What % Did You Show 


In Your Auto Accessories Department ? 
$10,000 A Year 


| C. A. Londelius & Sons, Chicago, IIl., sell around $10,000 worth 
| of auto accessories a year, and state that their accessories busi- 
| ness has doubled in the past five years. Their stock invoices 
| between $2,000 and $3,000. They plan to extend their business 
as soon as space is available. 


* * * 
i, E. W. Heintz, Central Hardware & Stove Co., Akron, Ohio, says: 
For:Manufacturers “Automobile accessories have always been an important factor 
entiaie in our business. In five years we believe we have made notice- 


able strides. Manufacturers could help curb unfair competi- 
tion, and when they do, the auto accessory department of this 
and every other hardware store will make greater strides.” 


¥* * * 
. The Tenk Hardware Co., Quincy, Ill., during the past five years 
Gained 25 %o increased its sales of auto supplies a little more than 25 per 
— cent. R. Tenk, president of the concern, says: “We believe the 


growth of our business in this line is because hardware mer- 
chants are beginning to realize that automotive supplies fit in 
with the hardware business better than any other line. The 
hardware merchants who have taken up this line and pushed 
it have done well. Those who have not succeeded have failed 
almost always because of neglect.” 





* +t * 
3 OO %, Moore-Handley Hardware Co., Birmingham, Ala., has expanded 
its auto accessories business during the past five years almost 
—— 300 per cent. This firm believes that the hardware jobbers 


will eventually do the greatest part of the accessory business, 
provided they put competent men at the head of their depart- 
ments and travel specialty men who are necessary in lines of 


this kind. 
% * % 
Farwell, Ozmun, Kirk & Co., St. Paul, Minn., increased its auto 
Staple Stock accessories sales in 1923 more than 10 per cent over its sales 


of the previous year. The first few months of this year show 
an even greater proportion of increase. In the opinion of this 
company the automobile business has been sufficiently sta- 
bilized to warrant them carrying at all times a substantial 
stock of all staple lines. 


* * * 
ra 4 9? Morley-Murphy Hardware Co., Green Bay, Wis., attributes its 
Real Dept. success in handling auto accessories to having “a real depart- 
meeeene ment of it instead of merely playing with it.” 
* %* * 
Concentration Charles Ilfeld Co., Las Vegas, N. M., handles only tires, spark 


plugs, tire pumps and a few other staple accessories. All of 
the items it carries have shown a substantial increase. It has 
increased its business by concentration. 


* * *% 
A. H. Decatur, president, Decatur & Hopkins Co., Boston, Mass., 
$200,000 A Year . says: “We started in the automobile accessory business just 


five years ago. Our accessory business at the present time 
is slightly over $200,000 per annum.” 
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| Barrett Hardware Co., Joliet, Ill., is enjoying ten times the 
| N OW Largest business in auto accessories today that it.did five years ago. 

The accessory department has been developed into the largest 
| D ep artment department of this firm’s business, notwithstanding that it is 


—— only seven years old. C. J. Shaw of this company says: “The 
hardware merchant who is passing up this highly profitable 
line is without doubt losing a lot of prestige in his community. 
There are few of his customers who do not own an automobile, 
and every car owner is a prospective customer for accessories, 
parts and tools. 

“There are many items that the hardware dealer has in his 
own stock that will go a long way toward stocking an acces- 
sories department. The merchant who will make a careful 
investigation of this matter will find that his investment out- 
side of the line he already has, such as tools, bolts, etc., will 
not be large if he wants to establish an accessory department. 
It is not necessary for the dealer to buy in large quantities in 
order to carry on this department, and if it is carefully watched 
the turnover can be increased greatly in excess of his regular 
hardware line. There is a wonderful opportunity today for the 
merchant in towns of less than 5000.” 


~- 
. 


Up 33 i, % The Van Camp Hardware & Iron Co., Indianapolis, Ind., during 

the past two years has increased its auto accessories business 
from 25 per cent to 33 1/3 per cent. The big part of the acces- 
sory business of the future this firm believes will be done 
through the hardware store. 





wr 


75 of Tires H. G. Beatty & Co., Clinton, Ill., started a tire ahd accessory 

- department in 1915. This firm’s net sales last year were 
slightly in excess of $31,000, between 75 and 80 per cent of 
which was tires. Mr. Beatty says: 

“We carry only one line of tires, using all our sales energy 
on that. We advertise and stock every size, so that we can 
equip a car that takes odd sizes, which gives us a leverage over 
the garages, most of whom only stock the better sellers, hav- 
ing to order the odd sizes. 

“We advertise our tires at cash, making a charge of 10 per 
cent when placed on account for thirty days. We use this cash 
base price, together with the argument that we do not add any 
service charge, selling tires the same as we sell nails, letting 
the customer put on his own tire. 

“We talk a saving of three to five dollars on this method of 
selling tires and we rarely find anyone who objects to putting 
on his own casing. This is not an ironbound rule, but we 
scarcely ever have to break it. If the placing of a tire on a 
car hinges on the sale, we can always find a reason to help 
this particular customer out. 

“In regard to other accessories, we use the same argument 
and do not furnish any service whatsoever. We have found 
that the average consumer can place the accessories upon his 
own car and we do not have any complaints on this score.” 








* *% %* 
; A. M. Brothers, president, Canton Hardware Co., Canton Ohio, 
Good Spring says: “Our auto accessory business (wholesale) has more 


Ahead than doubled during the past three years. We have found this 
department a most active one. We expect a large auto acces- 
eneaee sory market this spring and summer.” 


% % % 


. George A. Engelhardt & Son, Chicago, IIl., sell $15,000 worth 

Started With $500 of end accessories a year. They started with $500 worth of 

uigneadan stock, which now invoices at $8,000. They attribute their suc- 

cess to progressive merchandising methods, the increased num- 

ber of automobiles, and the ability of the hardware store to 
merchandise the line properly. 
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Home Made 
| Helps for 

~ Your 
Accessory 
Department 


iter: 

















HE above illustration shows a 

serviceable and practical fixture 
which displays two distinct lines to 
advantage. This rack is.so arranged 
that a selling stock of automobile 
tires is displayed above, while the 
section below holds two reels of 
garden hose. 


At the right is a display which 
may be built in the hardware deal- 
er’s spare time. It is easily con- 
structed and serves to display tire 
chains to advantage. The fact that 
it occupies a small space adds to its 
usefulness. 
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BOVE is shown a well-made and 

attracttve stand used for dis- 
playing auto accessories which has 
the added virtue of being able to 
show tires to advantage. 

Below is a fixture which can 
be used either on the wall or in a 
window. It consists of a galvanized 
metal flange fastened to the wall 
with screws and made to fit a stand- 
ard automobile tire. Wooden shelves 
are used to display the smaller ac- 
cessory items to advantage. 


f 
i 
Bison € 
nny — 
% ee 2 
wf meTE Le en 
Nad —— — 
0 y OES age oo 
a A wa 
. 
: ~ ee 
en Pe sive S52 


st 
, Fe at 
oe os 
Satie 
ae 


a - 





we 


. 

XA soe 
ey 
~ 


a 


ad 


— . 
oO Moe ED 


a ee 





2 
. 
; 5 q | 
+ x 
4B aS 
; 7 
> a ; 
way 
ye 
... ; 
2 ‘* 
are, t 
¥ 2 


4 
Bi Slee: 























HE illustration at the left shows 
an excellent display rack for tires 
which at the same time offers an 
a3 unusual method for bringing to the 
attention of the motorist informa- 
tion regarding roads, camping 
places, manufacturers’ advertising 
literature and booklets of all kinds. 
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By Saunders Norvell 


Chapter IX (Continued)—Selling New Stocks 


D’Aumale, crossing the Mediterranean Sea from 

Marseilles to Algiers. It is very rough and the 
ship is small. Almost all the passengers have been 
violently seasick. One of my friends calls the ship 
the Duck de Smell! The entire steerage deck is 
crowded with dirty Moors in their picturesque cos- 
tumes and curious fezzes and head dresses. They 
snuggle together under their tattered blankets and 
look for all the world like a lot of monkeys on a raw 
day in the Zoo. If this article is rather spotty, re- 
member it is written under anything but comfortable 
circumstances. 

We were always very much interested in the sale of 
new stocks, not only because of the immediate profit 
involved, but because it meant the establishment of a 
complete line of our “special brands” and with care 
and good service the forming of a connection that 
meant a regular and steady business with the buyer 
of the new stock. 


T HIS part of the story is written on the S. S. Duc 


Keen Competition on New Stocks 


There was frequently very keen competition for 
these stocks, not only in St. Louis, but from neighbor- 
ing cities. We often—in fact, usually—paid the cus- 
tomers’ expenses to St. Louis. Sometimes the sale 
was consummated by giving away showcases and other 
store fixtures. 

When the salesman located a “prospect” for a new 
stock he would try to “land” 
it at once, but if this was 
not possible he would in- 
vite the dealer to come to 
St. Louis avith him. If this 
did not bring results, then 
our salesman would write 
me, giving me all the facts, 
and I would ask E. C. Sim- 
mons to write a letter to 
the purchaser. These let- 
ters were always very well 
written and were good 
“pullers.” When the mer- 
chant arrived I would take 
him in to Mr. Simmons for 
one of his good talks and 
usually we landed the com- 
plete order without much 
further trouble. 

As we sold several] new ” 





, 
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“The entire steerage deck is crowded with dirty Moors” 








stocks every week, I had a good opportunity to study 
the mental slant of most new merchants going into 
business. From these studies I deduced certain form- 
ule in the selling of new stocks. I also soon learned 
the things to do and say and the things to avoid. 

After leaving the Simmons Hardware Company and 
becoming a competitor in the same city, naturally we 
had some “battles royal” over new stock sales. We 
were fairly successful in getting our share and the 
contest for new stocks always intensely interested me 
because I was in direct competition with E. C. Sim- 
mons himself and I liked to show him that I had not 
been a poor scholar in his hands, 


Mr. Simmons Seeks Information 


After I retired from the hardware business, one day 
I met Mr. Simmons at the Noonday Club in St. Louis. 


’ He took a seat at my table and said—“Norvell, you are 


now out of the hardware business and I have one favor 
I wish to ask of you.” His keen gray eyes looked 
quizzically into mine. ‘What I want to know is the 
talk you gave to merchants about to buy a new stock. 
Time after time you took stocks right out of my 
hands. I have heard parts of your talk, but I want 
you to give it to me direct.” I grinned and answered 
that my new stock talk was worth $50,000 in cash— 
that it had taken years of study and experience to 
learn it. ‘You owe me a lot more than $50,000”—he 
shot back, and when I told him my formula on new 
stocks he was good enough 
to remark it was not only 
worth $50,000, but several 
times that amount simply 
because it was based on 
truth and the actual facts. 

How well I remember his 
saying that, after all, most 
great things were very sim- 
ple in their final statement, | 
but what a world cf experi- 
ence—of success and fail- 
ure—it took before men 
worked out these simple 
formule that tell the whole 
story. Then, too, he re- 
marked that many men 
wanted something compll- 
cated when the right road 
before them was as clear as 
the path to school if they 
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“When the merchant arrived I would take him in to Mr. Simmons” 


would just use a little common sense and follow it. 

Now, what follows is briefly the new stock story I 
told to Mr. Simmons. After all these years’ active 
business experience, I am convinced that the prin- 
ciples I laid down then are just as true today and that 
the merchant who will grasp them and be guided by 
them will be more prosperous. 

First of all I asked myself, “What is the state of 
mind of the man who goes to a wholesale house to buy 
his first stock of goods?” He may be a clerk starting 
in for himself; he may be a farmer’s boy who has de- 
cided to try his hand at business; he may be a sales- 
man who has decided to settle down at home in a 
business for himself. After selling hundreds of new 
stock orders and studying the buyers, I decided that 
almost every man who bought his first new stock was 
afraid! What did he fear? Being overcharged— 
paying too much for his goods. This I believed was 
the general feeling of most new stock buyers. I 
tested this belief and found it was true in most cases. 
Our new merchant was afraid of prices. When I 
had firmly grasped this idea I went on thinking—“Is 
he justified in his fears?” Then I thought of all the 
new men I had known to go into business. I thought 
of what had happened to them and why it had hap- 
pened. 

Assortment More Important Than Price 


From these thoughts I concluded that few men ever 
failed because they paid too much for goods, but 
many failed because they bought the wrong quantities 
or the wrong sizes or kinds of goods. Thinking along 
these lines, I evolved the idea that in buying the 


assortment purchased was far more important than_ 


the price. 

Next, to prove this conclusion, I looked around and 
considered the value of stocks of hardware, and I was 
confronted with the fact that while the closest buyer 
could not average as much as 5 per cent saving in the 
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buying of his entire stock, by reason of careless buying 
in assortment, some hardware stocks were worth 
25 per cent less than others. It therefore appeared 
clear to me that in all lines, big and little, wholesale or 
retail, the fundamental thing for a buyer to have in 
his mind first, last and all the time was not so much 
the price as the salability of the goods he bought. 

The next stage in my thinking was what chance a 
retailer or even a wholesaler had to buy very cheap. 
Roughly speaking, I found the average retailer in the 
country bought 25 per: cent of his goods in jobbers’ 
brands—no chance for a cut here. Then 25 per cent 
more were manufacturers’ brands where resale prices 
were controlled—no cut here. Then fully 25 per cent 
of the line consisted of goods on which no competitive 
comparison could be made, so there was no cut here. 
Therefore it seemed to me that on about 75 per cent of 
the goods sold in a new stock prices were all controlled 
and only on about 25 per cent was there any real com- 
petition and any chance for the retailer or wholesaler 
to make any money by inside prices. 


Competitive Stock Relatively Small 


If any retailer or wholesaler of hardware today will 
frankly study his buying, he will be surprised to see 
how small a part of his line is really competitive. 

Take builders’ hardware, for instances Once the 
manufacturers decided to standardize the line, and I 
am told it took twelve experts over a year to compare 
samples and prices of one line with another so as to 
figure out some standard of price. If this is true, 
how is it possible for one wholesale or retail buyer to 
actually figure out and know that one line of builders’ 
hardware is cheaper than another? 

So, having thought out these things, I plainly told 
the situation to the new stock buyer who was so fear- 
ful of being overcharged. I told him frankly that 
PRICE was not his danger—that his real danger was 
getting a poor, carelessly selected ASSORTMENT. I 
illustrated this by asking him what assortment of 
screws he would select. I have seen new stocks sold— 
“ten gross each”—and when the goods were received 
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“One day I met Mr. Simmons at the Nooday Club in St. Louis” 


60 per cent of the screws were dead stock or slow 
sellers. It is the same with bolts and other innumer- 
able lines. 

Every salesman—even the greenest—is guided by 
the prices in his catalog, but when it comes to assort- 
ment it takes an experienced hardware man to know 
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the ratio or proportion in which goods sell. Today in 
this country fully one-third of all the capital in busi- 
ness is tied up in dead stock and in slow sellers in the 
small sizes and the large sizes in the various lines. 

Suppose, for instance, that a merchant in a small 
town allows a salesman to send him a half-dozen 
shears each, 6, 6144, 7, 8, 9, 10 and 12 in. What has he 
done? He is sadly overstocked on the ends of the 
line—has tied up his capital—has prevented quick 
turnover and has bought odd sizes he does not need 
at all. 

None Were Returned 

So, in talking to the new stock prospect, I would out- 
line these facts. 1 would advise him not to think so 
much about price, but to find some salesman to sell 
him his stock who knew the needs of his town—one 
who knew the kind of hardware that sold and was 
honest enough to give him the benefit of his knowledge. 
Then I would add—“If you trust us to pick out your 
assortment, I will agree that if you find any slow 
sellers in the stock we send you, they may be returned 
for full credit within one year from the date of the 
new stock invoice.” I made this offer hundreds of 
times and I do not remember a single lot of goods be- 
ing returned. 

This was the simple new stock talk that sold dozens 
of new stocks for us. This was the talk that Mr. 
Simmons said was worth a fortune. 

Not long ago I happened to go over a wholesale 
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found one of the main reasons was that on many 
items the manufacturers gave 5 per cent or 10 per 
cent in gross lots. Now this house would sell, say, 
one-half gross of an item in a year and in order to get 
the extra 5 per cent the buyer would buy enough 
goods to last two years. He more than lost in interest, 
insurance, rent and handling the extra 5 per cent he 
gained. Some buyers never see this point. 


Careless Buying 


The hardware business is made up of such an in- 
finity of items that it is peculiarly susceptible to care- 
less buying, especially in SIZES. 

I have often wondered why some enterprising hard- 
ware house did not get out a catalog with the best 
sellers in a line, so marked that almost any tyro in 
the business would be comparatively safe in buying. 
Such markings in the catalog would concentrate sell- 
ing on these sizes and very much help to carry out the 
present idea of simplification. 

I hope this article will reach HARDWARE AGE in time 
so that there will not be a break in the series. The 
first part was written on a rolling ship out of Mar- 
seilles and the last part in an hotel in Algiers. As I 
write now, past midnight, dancing is in full blast in 
this “Oasis” hotel, as it is carnival time and all the 
town is celebrating. 

Tomorrow morning early I take a dash into the 


stock that was sold for cash. 
and overstocks. 


It was full of dead goods 
When we looked into the reasons we 


Sahara Desert. 


(To be continued) 


Here’s a Line to Feature This Spring! 


‘io is an obvious reason why 
clothes baskets and galvanized 
tubs sell particularly well during the 
spring months. It is true that they 
are used all the year, but there is an 
added impetus to sales around house 
cleaning time in the spring. 

The accompanying _ illustration 
from the Oster Hardware Co., 
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This shows the Oster Hardware Co., Minneapolis, 


Minneapolis, Minn., shows how this 
firm goes after the early spring 
business in these lines. Attractive 
signs at the tops of the windows 
serve to catch the attention and act 
as reminders of one’s needs. 

Right now would be a good time to 
try out a similar window display in 
your own store. You will find that 


Minn., 


most families are in need of items 
such as are shown, and will buy 
when the fact is called to their at- 
tention. The display should not be 
kept in too long as it will lose its 
drawing power, but is very effective 
if run for a short time, particularly 
with some one of the items as a 
leader, 
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plays up two spring essentials—galvaniced tubs and wash baskets 
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Boxed sets of garage hardware make selling easy and they never fail to interest car owners. Note pw way 
in which the larger items are placed on the counter for display so that they will catch the eyes of the 
prospective customers 
. 
Tie Up Your Garage Hardware Sales 
a * * 
With the Home Building Program 
a technical study. The manufac- home building activity. Look up 


IME was when the selling of 
ta hardware involved a 

difficult and technical study of 
blueprints. When track was sold it 
had to be figured, cut, joined and 
worried over. The keeping of stock 
was a science in itself and the dealer 
frequently found himself over-sup- 
plied with certain sizes and types 
and short on many of the more popu- 
lar assortments. Whenever a hinge, 
piece of track, hasp or catch was 
called for he had to take time to fit 
screws to it. These screws were 
taken from his own screw bin and 
were included in the sale with his 
compliments — actually with his 
curses. When this had all been done 
‘the dealer reviewed the sale and fre- 
quently found that his profit had 
been reduced to a minimum. 

Today neatly boxed garage hard- 
ware assortments maz be sold over 
the counter as merchandise. The 
box includes a working plan by 
means of which even a novice can 
make his own installation. The neces- 
sary screws of proper size and length 
are included, every piece of hard- 
ware essential to the fitting is there 
and in the case of track sets even 
lengths are designated. It has be- 
come a selling problem today and not 


turers have solved the technique and 
it is up to the dealer to carry out the 
merchandising, 


Garage Hardware Prospects 

Who are your prospects, did you 
say? Every carpenter in your 
county is one and should receive a 
special letter with a circular on the 
garage sets you handle. He prob- 
ably is using sets every other day in 
his work. Every private home that 
possesses a garage means a new 
prospect for you. 

You could easily conduct a survey 
of the possibilities to sell garage 
hardware sets in your immediate 
section or in your entire town, if it 
is not too large. Note the condition 
of garages in your community. Note 
the fine homes with the shabby look- 
ing garages—shabby through lack 
of paint and good hardware. Link 
up both lines. Visit the owners, tell 
them your story, show them the neat 
boxed sets and explain the ease with 
which they are installed. Bring 
your working model along and dem- 
onstrate the ease of operation, 


Get Ready for Business! 


Reports indicate that this spring 
and summer will witness exceptional 


your building bureau and make a 
list of homes to be built which are 
to have garages. Learn who the 
architects are and the contractors as 
well. Visit them and line yourself 
up to supply the garage hardware as 
well as the hardware for the homes. 
When soliciting hardware business 
on buildings, don’t forget the garage. 
When a builder asks for an order of 
builder’s hardware, see to it that 
your salesmen interest him in garage 
sets. 

The buyer appreciates the boxed 
sets, particularly the builder, carpen- 
ter and contractor who need many 
assortments every week. They will 
warm up to the plan which enables 
them to phone for a No. XXXXX 
garage set and merely give the set 
number or door size and state the 
quantity they desire, 

Instruction books for dealers are 
published by the majority of garage 
set manufacturers. These booklets 
tell the specifications of the sets. 
Charts are shown whereby the buyer 
states his dimensions and the dealer 
at a quick glance knows the proper 
set, secures it and sells it for cash 
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Upper left to 
right—Figs. 168 
and 169. Left 
—Fig. 170 























N our modern dwellings and public buildings the 
bathrooms and toilet rooms have grown in im- 
portance to such an extent that they are receiving 


rather outstanding attention from the owners, archi- 


tects and builders. They have, in fact, come into such 
prominence that there seems to be a sort of rivalry as 
to who can have the best appointed, not only in the 
planning, but in all the fittings to the finest detail. 
This brings us to the consideration of what is best in 
hardware for such rooms, what is best in construction, 
general usefulness and appearance. 

Usually these rooms are done either in white or in 
some light shade with all exposed metal work nickel- 
plated. Since there is more or less dampness in bath- 
rooms, the metal work should be of brass or bronze to 
receive the nickel plating, thereby insuring against 
rusting through as it would if the nickel plating were 
on steel or iron. So far as the item of hardware is 
concerned, the expense of using brass or bronze in- 
stead of steel or iron should not be seriously considered, 
as durability and lasting satisfaction are important 
and cannot be obtained without price. There is an- 
other composition of metal suitable for this sort of 
hardware which will be considered in a later article 
relating to metals and their finishes. 


The Entrance Doors 


The entrance doors to bathrooms and toilets in 
dwellings should have a knob latch with a dead bolt 
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Hardware for Bath 


By W. N. 


to be operated from the inside by a turn knob in- 
stead of a key. It is desirable to have this arranged 
so that the dead bolt may be opened from the outside 
by a key in case of an emergency. The inside knob 
operating the latch bolt may be of metal, but one of 
plain glass or opal glass, as may be seen in Fig. 168, 
is better looking, more in keeping with the other fit- 
tings as well as more durable in view of the fact that 
dampness has no effect upon it. The outside knob and 
escutcheon for all these doors should be of a design 
and finish to match the hardware in the hall or outer 
room when the door is closed. 


Closets and Medicine Chests 


Most bathrooms have a closet and a medicine cabinet. 
The closet door should have a simple knob lock of good 
quality with knobs and a small escutcheon to match 
the entrance door (Fig. 169). In these days many of 
the medicine closets are of white enameled metal and 
are equipped by the maker with a lock or catch. If, 
however, it is built in of wood with a small lock with 
key and latch bolt to be operated by a small glass knob 
matching, of course the large knob should be sup- 
plied. The windows of a bathroom will require the 
same sort of hardware as any other room in the house, 
but it should all harmonize in simple design and finish 
with the door hardware. 

Bathroom fixtures, such as towel rods, soap dish, 
sponge rack and paper holders, are often not thought 














Fig. 171 
Right—Fig. 172 








Fig. 174 
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and Toilet Rooms 


THOMAS 


of as a part of the “hardware,” but they are quite 
necessary and may well be considered as an important 
item for the complete fitting out of the new bathroom 
and toilet. It is a line of considerable assortment and 
should be made profitable. Effort should be exerted 
toward selling substantial articles of good quality. 
Most of this line is made of heavily nickel-plated 
brass. However, there are towel rods of plain and 
opal glass and quite a complete line of articles made in 
heavy white porcelain enamel. When the home- 
builder is considering the door and window hardware 
for the new bathroom his mind will no doubt be re- 
ceptive to the suggestion that the job be completed by 
selecting the proper fixtures to put on the final finish- 
ing touch. 


Toilet Room Hardware 


The doors of toilet rooms in public buildings should 
be supplied with cylinder locks having key arrange- 
ments suited to the control desired. Sometimes the 

entrance doors to such rooms are not kept locked, but 
' there are conditions where it is desirable that only the 
tenants of such buildings should have access, and in 
either case a lock having stops in the face to set the 
outside knob when required will usually be satisfac- 
tory. If the outside knob is set by the stop, entrance 
must be had by the key, or the stop may be “left off,” 
and free access may be had by the knob—the inside 
knob operating the lock at all times. 
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Upner left to 
right—Figs. 179 
and 180. Right 
—Fig. 181 























As these doors get considerable use, the knobs and 
escutcheons are better when they are made of brass or 
bronze of strong construction but simple design. 

The small toilet compartments partitioned off by 
wood or marble are usually called water closet stalls, 
although in at least one of our large cities they are 
often referred to as “cubicles’”—from the word “cub” 
—meaning small. The doors to these small enclosures 
are commonly hung with spring hinges about 4 in. 
high, either to open in or to open out. Usually 
these hinges have the spring wound to the right which 
serves to close the door after it has been opened, but 
sometimes they are made with the spring wound to 
the left, or “reverse spring,” so that the door will re- 
main open. In this arrangement the doors open into 
the stall. 


Hanging Doors to Marble 


When these compartments are partitioned off with 
marble the doors must be hung to the marble and 
hinges especially made for this purpose, such as Fig. 
170, must be used. They are made with the regular 
flap to be secured to the wood of the door. The flap 
for the marble is made to clamp around the edge of the 
marble and is secured in position by bolts passing 
through the marble as well as the metal on each side. 
The marble to which the doors are hung is usually 
about 1% in. in thickness, but often varies con- 
siderably from this so that the “clamp flap” is made 











Fig. 176 








Fig. 177 
Right—Fig. 178 
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that it may be adjusted to several thicknesses. If it 
were not for this adjustment it would be rather im- 
practicable to carry the hinges in stock. 

For economy’s sake sometimes one small “blank’’ 
hinge (Fig. 171), that is one without the spring, and 
one spring hinge (Fig. 170) is used. If the door is 
very light this may give a degree of satisfaction, but 
do not recommend this sort of economy unless you 
actually know that the doors are light. It usually 
requires the full pair of spring hinges to give lasting 
satisfaction. If it is desired to have the doors “double 
acting” (open in or out) hinges with a spring in each 
knuckle (Fig. 172) must be used. If the partitions 
are of wood, then the hinges and fasteners need not be 
of the “clamp” sort, but can be made to simply screw 
to the wood. 

There are several fastenings for doors of this sort. 
The simplest is what is known as a “throw over” latch 
(Fig. 173). This is simple in construction and is very 
effective and easy to apply, all of which serve to 
recommend it. Then there is a mortise bolt (Fig. 174) 
which is turned by means of a small knob on the in- 
side. The same general sort of bolt is made in rim 
form to be screwed to the surface of the door (Fig. 
175). Both of these bolts may be had with or with- 
out an indicator (Fig. 176) which turns with the 
action of the bolts and shows whether the stall is 
occupied. This is a very convenient device. 

The keeper or strike of each of the above is made 
to clamp to the edge of the marble in the same manner 
as the hinge (Fig. 177). The part against which the 
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door strikes is covered with heavy rubber in order to 
kill the slam of the door. These strikes must have 
the proper opening, loop or hook to receive the par- 
ticular fastener you have selected to use. It requires 
careful attention to the catalog description in order to 
be sure that the proper combination of fastener and 
strike is selected to meet the requirements of the 
door arrangement. 

For stall doors opening out a suitable door pull, such 
as is shown in Fig. 178, should be supplied for the 
outside of the door. 


Clothes Hooks Needed 


Bath and toilet rooms should have a liberal supply 
of good clothes hooks (Fig. 179) and at least one 
should be furnished for each stall. This may have a 
rubber in the long hook (Fig. 180) so that it may be 
screwed on the inside of the door, the rubber to take 
the slam if the door is pushed back against the 
marble. If the hook is to be secured to the marble, 
then one must be selected that is made so that it can 
be put on with a bolt through the marble. Fig. 181 is 
a good example of this type. 

The metal work used in setting the marble, such as 
clamps, legs and rods, is usually furnished by the 
contractor who does the marble work and is not com- 
monly considered as a part of the hardware. All 
doors to toilet rooms should be supplied with a door 
closer of suitable size and these may be had in 
aluminum—bronzed or white enamel finish. 


Handling Clevises the Clean Way 


¢<¢ PF HAVE never seen the stock 
of clevises in a hardware store 

that was not kept in ammunition 
boxes back in the rear of the store 
under a counter, where they con- 
tinually gather more dirt than the 
manufacturers put on them at the 
factory,” says George O. Roberts, of 
the Roberts-Dearborne Hardware 
Co., Clovis, N. M. Without doubt, 
the sale of clevises is one of the 
dirtiest jobs in the store, for it is 
usually necessary to handle three or 
four in order to find the one wanted. 
“We happened to have a lot of red 
rod extra in the windmill stock, but 


any strong 2 by 2 will do,” continued 
Mr. Roberts. “We built a rack about 
6 ft. long, 4 ft. high, with five paral- 
lel horizontal bars. We hooked the 
largest clevises over the top one, the 
next largest on the next, and so on. 
Then by putting rows of nails in the 
other bars, we hung on the smaller 
numbers and included lap-links, cold- 
shuts, singletree clips, harrow hooks, 
etc., all arranged according to size. 

“The purpose was more speed and 
less dirt in handling the stock, and 
it works. But the most noticeable 
thing about it are the frequencies 
of entries on the want book for more 





stock for the home made clevis rack.” 

The accompanying illustration 
shows the rack constructed by this 
firm. It was moved out of the store 
so a clear picture could be given 
HARDWARE AGE readers. The 2 by 2 
lumber is braced at the top with shelf 
brackets and the uprights are mor- 
tised into the foot pieces, giving it a 
rigid construction which will support 
about 200 lb. of stock. The nails, on 
which the smaller items are hung, 
are 4d casing, and one can see from 
the illustration that such a rack could 
be built to serve one aisle or nails 
could be driven on both sides and in 
this way two aisles could be served. 
Of course, local conditions will de- 
termine the shape of the rack and in 
some stores it may not be practical 
to construct such a stand but the 
stock could be put up against the 
wall or on display boards. In other 
stores casters on the foot pieces 
vould make it easy to move the rack 
around. 

Some 2 by 2 lumber, a saw, ham- 
mer, chisel and some nails are all 
that is required: Remember what 
Mr. Roberts says, “The most notice- 
able thing about it is the frequency 
of entries on the want book for more 
stock.” 
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From Paris. 
to the Garden 
of Allah 


By “THE SALES MANAGER” 




















Paris, Feb. 26, 1924 bankers. Place crowded with fashionable people. 
AW and cold. Next meeting two weeks. Tired Beautifully dressed women. This is where the high 

of business. Went to Cook’s. Figured out trip class “cocottes” come. 
to Biskara. Francs almost twenty-three to the Billy says the best spenders coming to Paris now 
dollar—about 414 cents each—par 19 cents. Never are department store buyers—men and women. They 
was such a time to take a dash into the Garden of study the styles. Betty and Ann who run a shop on 
Allah. Decided to do it. Cabled home. 57th St., New York, were pointed out. They were 

Tried on gray golf suit. Material good—fit so-so. - dressed in the latest mode. Over for ideas. 

Price 375 francs—made to order—$16.87—$60 in I said, “Bankers should not come here. It must be 
U. S. Where does it come in?—heavy woolen golf embarrassing for their customers who owe them 
stockings, $1.50. Cap to match, $1.50. French prices money to be seen with their expensive girls.” “Not 
will be advanced next month. Cost of living increas- at all’—replied Billy. ‘“‘Bankers should come here 
ing as franc goes down. French believe English are because these girls are the best judges of credit in the 
responsible for decline in franc. Sore on English. world.” Not bad, I think! 

Will only take dress suit case with me. Left trunk Felt bully. Bought a Very handsome wrist watch. 
and “carry all’ at hotel. Carry heavy overcoat and Square face, beautiful open work hands. Always 
raincoat and new Zeiss 8 by 40 Delactis field glasses. wanted a good one. I won’t give this one away as 
Wonderful glasses. soon as I get home. 

Luncheon at Ciro’s with George and Billy. Both Called at Cook’s and got book of trip. Good system. 


TUMEUR Ue ee Hi ftte 


CUTE HE UP TUM eR Me 








La Ghouat, Algeria, 
In the Desert of Sahara, 
March 4, 1924 
To the Editor :— 

I have just made a dash from Paris into the Garden of Allah. There was 
a business meeting there and the next meeting was to be in two weeks. It was 
cold and saowing. HERE WAS MY CHANCE. I came by way of Marseilles— 
ship to Algiers—then a motor trip 250 miles straight south into the Sahara Desert 

In my diary I made daily notes. I haven’t time to re-write the story so I am 
sending these notes. 

I am so enchanted with this country that I feel I am doing the hardware 
trade a service to tell them where many of them can spend a vacation amid sur- 
roundings that are so different from our everyday life that they will get a real 
thrill. It is a different world. It is not at all as I imagined. 

I am writing in a garden in the Oasis of La Ghouat (La-Gwatt). The sky 
is as blue as turquoise, palm trees tower upwards fifty feet, strange flowers scent 
the clear desert air, blossoms fall like snow on the paper as I write! 

Yours in Allah, 
“THE SALES MANAGER.” 
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A page for each hotel. Tickets for train and slip. 
All tips included—pages for buses. 


along and tear out pages as you go. 


Algiers is a French province, so there are no cus- 


toms or transports—great relief. 


I wonder how I ever got along without a wrist: 
watch. Look at it every ten minutes—very attractive! 


Like the square face. 
Drew money on letter of credit. 


Very easy. Too 
bad one can’t arrange a letter of credit for life. Too 
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priced. Best bargains in department stores where all 
prices are in plain figures. Secret cost mark always 


suspicious. Note: Secret marks should be cut out— 


belong to dark ages of trade. 


Farewell dinner at Drouant’s. Good place, good 


cooking, prices moderate. They put the nicest people 
downstairs and send roughnecks to the second floor. 


Do it very politely. Come in dinner coat, downstairs; 


in sports suit, upstairs. Birds of a feather get to- 
gether, but some birds don’t like it. 


bad they will run out. Note for “SALES MAN- Note: Every French room has a fancy clock, but 
AGER?” article: You can increase sales by making none of them ever keeps time—ornamental, but not 
the spending of money as easy and pleasant as pos- useful. Like some people I know. 

sible. Some merchants have never learned this. It Note: French cinemas mostly American Wild West 


is hard to buy in some stores. Good idea. 
Bought some linen collars—10 francs—50 cents— 


highest item in Paris. 


Note: Stores where Americans buy in Paris high 


pictures. French eat ’em up. French audiences very 
quiet and very smelly. Will cut out cinemas in future. 


They also like acrobats. It’s nice to see other people 


working hard. 





A Convenient Rack for Lawn Mowers 


RACY Brothers Hardware Co., 

Little Rock, Ark., uses a lawn 
mower rack that is very simple in 
construction. It was made in the 
store out of fittings carried regularly 
in stock. This particular rack holds 
six machines, but could be made dou- 
ble so that it could serve both sides 
of an aisle. However, for ordinary 
purposes, six mowers is ample stock 
of samples to carry on the floor. 

The width of the rack is only 38 
in., which permits the showing of 
the entire lawn mower line in prac- 
tically 3 ft. of aisle space. Many 
dealers display the mowers along the 
aisle and take up a great deal of un- 
necessary space which might be de- 
voted to other spring merchandise. 
This rack puts the mowers right up 


OMbaseri 


Coming Hardware Conventions 


NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, Indianapolis, Ind. 


AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION, in conjunction with the South- 
ern Hardware Jobbers Association Conven- 
tion, New Orleans, La.,. April 8, 9, 10, 11, 
1924. Headquarters, Roosevelt Hotel. F. D. 
Mitchell, secretary-treasurer, 1819 Broad- 
way, New York, N. Y. 

ARKANSAS RETAIL HARDWARE ASSOCIATION 
CONVENTION, Little Rock, May 20, 21, 22, 
1924. L. P. Biggs, secretary, 815-816 
Southern Trust Building, Little Rock. 

LOUISIANA RETAIL HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Roosevelt Hotel, New Orleans, June 
3, 4, 5, 1924. R. D. Nibert, secretary- 
treasurer, Bunkie. 





where they can be examined without 
any discomfort on the part of the 
customer and where they attract 
more attention than they do on the 
floor. 


The entire frame work is made of 
114-in. galvanized pipe. The hooks 
on which the mowers are hung are 
made of 1%-in. material and consist 
of one %-in. by 1%%-in. nipple, one 
14-in. street ell, one 4-in. cap screw- 
ing into 14-in. to %4-in. reducing tee. 
The height is 8 ft. and the width 38 
in. The rack is fastened to the floor 
by means of flanges. The idea is not 
patented, as far as is known, and it 
can be constructed at a nominal cost. 
This is particularly adaptable to 
stores having little aisle space or 
extra display room. 


POUOECOOUUOOCRERERAEER EAT ONCE TS 








HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Wrightsville Beach, 
N. C., June 17, 18, 19, 1924. T. W. Dixon, 
secretary-treasurer, 717-718 Commercial 
Bank Building, Charlotte, N. C. 

MISSISSIPPI RETAIL HARDWARE AND ImM- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 


June 9, 10, 11, 1924. Guy Nason, secretary, 


Starkville. 

New YorK STATE RETAIL HARDWARE AS- 
SOCIATION CONVENTION AND EXPOSITION, 
juffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 

PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Hotel Amarillo, 
Amarillo, Tex., May 12, 13, 14, 1924. C. L. 
Thompson, secretary-treasurer, Canyon, 
Tex. 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARB ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial 
Museum, Feb. 16, 17, 18, 19, 20, 1925. 
Sharon E. Jones, secretary, 604 Wesley 
Building, Philadelphia, Pa. 


SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION, in conjunction with the American 
Hardware Manufacturers Association Con- 
vention, New Orleans, La., April 8, 9, 10, 
11, 1924. Headquarters, Roosevelt Hotel. 
John Donnan, secretary, Richmond, Va. 


SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 
bama, Florida, Georgia and Tennessee. 
Convention and Exhibition, Atlanta, Ga., 
May 27, 28, 29, 1924. Walter Harlan, sec- 
retary, 701 Grand Theater Building, At- 
lanta, Ga. 
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When the Customer Crake Questions 


OTHING is more aggravating to a customer than 
to bump up against a blank wall of ignorance or 
evasiveness when he asks a perfectly natural and 

logical question about some article in which he is 
interested. 

A friend of mine recently went to a large hardware 
and sporting goods store to look at a certain late 
model rifle. He was greeted pleasantly and the rifle 
was brought out for inspection. It looked good, but 
my friend was a sportsman and naturally asked ques- 
tions. 

“What is its velocity?” he inquired. ‘“Well— it’s 
greater than that of the old models,” was the evasive 
answer, and-the salesman launched into a talk along 
other lines. My friend tried again. “How many 
cartridges does the magazine hold?” The answer was 
a knock out, “Darned if I know,” said the salesman, 
“but I guess it holds all you need for any ordinary 
shooting.” 

Right there my friend lost interest. “I guess I 
won’t buy it now,” he said, “I just wanted to see what 
it was like.” I happen to know that he bought another 
type of rifle from another type of salesman the next 
day. 

Now it was perfectly natural for the customer to 
want to know the velocity of that rifle and the capacity 
of the magazine. His questions were logical and he 
had a perfect right to expect the salesman to know the 
‘answers or at least to get them for him quickly. The 
failure to do so made him lose confidence in both the 
salesman and the rifle. 

One of the vital elements of retail selling is ability 
of the salesman to answer questions concerning the 
merchandise he sells. A properly handled sales talk 
will answer many questions before the customer asks 
them but some direct queries are bound to arise. 
Usually they deal with size, use, method of operation, 
wearing quality, care, etc. Occasionally they are 


purely technical, furnishing a real alibi for the sales- 
man’s inability to answer, but even then there is no 
excuse for not finding out the proper answer for the 
customer. 


“But,” said a salesman to whom I broached this 
subject, “how is a fellow to know what the customer 
will ask?” That is a logical question also. The 
answer is that while the retail salesman cannot fore- 
cast all the questions which may arise concerning the 
merchandise he sells, he can easily forecast the ones 
which should logically come up. In studying an article 
from the selling angle, he should look at it from the 
customer’s viewpoint. He should ask himself: “What 
would I naturally want to know about it if I were on 
the other side of the counter?” 


Take a washing machine for example. We will pre- 
sume that the salesman has gained the customer’s 
interest and favorable attention. What is more natural 
than for that customer to ask “How much will it 
wash at one time?” It would undoubtedly help in re- 
taining her confidence and closing the sale if he could 
reply: “I’m glad you asked that because I had over- 
looked telling you. The capacity of the tub is eight 
full sheets or any similar bulk of the family washing.” 

By such an answer he would certainly create more 
confidence than if he should say “Well, it will .hold 
an average washing, but, of course, you should never 
crowd the machine, etc.” 

When customers ask questions they want and are 
entitled to definite accurate replies. Nine times out 
of ten their questions are natural and logical ones, 
and sales will flow to the salesman who can intelligently 
answer them. 
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Hardware Speeches 


Broadcast at Banquet 
in Philadelphia 


Hamp Williams, Llew S. Soule and 
Others Talk at Supplee-Biddle 
Q. Q. M. Club 


The broadcasting of addresses 
through Station WIP was an innova- 
tion introduced at the banquet and en- 
tertainment of the Q. Q. M. Club of 
the Supplee-Biddle Hardware _ Co., 
wholesale hardware, Philadelphia, held 
in that city March 25. The list of 
speakers included the following: Hamp 
Williams, president National Retail 
Hardware Association; Rivers Peter- 
son, editor The Hardware Retailer; B. 
Frank Antrim, president Pennsylvania 
and Atlantic Seaboard Hardware Asso- 
ciation; Roy F. Soule, editor Hardware 
Dealer’s Magazine; Sharon E. Jones, 
secretary-treasurer Pennsylvania and 
Atlantic Seaboard Hardware Associa- 
tion; Harry D. Kaiser, president Retail 
Hardware Association of Philadelphia; 
Llew S. Soule, editor HARDWARE AGE. 

The principal address of the even- 
ing was delivered by Hamp Williams, 
president of the National Retail Hard- 
ware Association, on the subject, “Why 
the Wholesaler Is a Necessity in the 
Distribution of Hardware.” Mr. Wil- 
liams said in part: “Had it not been 
for the hardware wholesalers of this 
country I could not have started in 
business. What we, as retailers, needed 
then, and what we need now, is a great 
variety of merchandise, instead of great 
quantities. Rapid turnover is best de- 
scribed by telling you of my own ex- 
perience that from a capital of less 
than $800 my sales the first year were 
more than $6,000—turned my capital 
nearly eight times. The wholesalers 
made it possible for me to do this, and 
throughout the entire 28 years of my 
continuous retail hardware business the 
wholesalers have stood by me with well- 
assorted stocks of hardware, running 
into the millions of dollars for me to 
select from. When my entire stock 
of hardware was entirely destroyed in 
a general conflagration in the years 
1905 and 1913, they came to my assist- 
ance unsolicited, and offered me mer- 
chandise without limit as to time or 
quantity. 

“We are all, more or less, dependent 
one upon the other—the consumer is 
dependent upon the retailer, and not the 
catalog houses, if you please, for our 
daily supplies issued to us in small 
quantities; and in many cases, on week- 
ly or monthly payments. 

“The retail stores in this country 
would be in a bad way if they had to 
pay cash for all their merchandise, 
and buy in large quantities. Wonder 
what would have become of this coun- 
try if the wholesalers had demanded 
full and complete payments from the 
retailers during the years 1920 and 
1921? In fact, what would become of 








this country if all of us had to settle 
up today? We live off one another. 
“Merchandise must be distributed to 
the consumer in small quantities and 
at short intervals. It takes the retailer 
to do that and it requires a great num- 
ber of them, located at the most con- 
venient places, distributed throughout 
this country to supply us. We all use 
them, and in order for them to func- 
tion properly they must have the whole- 
saler, who buys in great varieties and 


| great quantities from the manufacturer, 


and stores in commercial centers where 
it is accessible to the retailer—one 
just as essential as the other.” 

In an inspirational talk, Llew S. 
Soule, editor of HARDWARE AGE, said 
that “the greatest problem any of us 
has to face this spring or any other 
spring is ourselves. Ninety per cent of 
us are lazy. We have chronic spring 
fever. Fifty per cent are living from 
day to day only, and forty per cent of 
us lack the courage to act on our con- 
victions. 

“The trouble is that the average man 

finds it the hardest thing in the world 
to take an inventory of himself,” Mr. 
Soule said, “to set down in plain words 
and cold figures the facts which directly 
affect his own progress and then face 
those facts squarely and act accord- 
ingly. 
“Too many of us spend our time 
facing serious world problems, when we 
should be facing personal and com- 
munity problems. We rely altogether 
too much on what a period of depres- 
sion can do to us, or a general wave 
of prosperity can do for us, and we 
pay too little attention to what we can 
do personally to make our own condi- 
tion and general conditions better. 

Business men, Mr. Soule said, now 
realize that adverse conditions in 
Europe are not reacting unfavorably on 
business here, and that many of the 
happenings prophesied for Europe have 
come and gone without wataveenate re- 
action. 

“The. Vital point of it all,” said Mr. 
Soule, “so far as you and I are con- 
cerned, is this: General prosperity 
will mean much or little to us indi- 
vidually according to how we solve the 
problem of self.” 


Wolverine Mfg. & Supply 
to Make Additions 
The Wolverine Mfg. & Supply Co., 


whose works devoted to the manufac- 
ture of toys and other specialties are 
located in Pittsburgh, Pa., will make a 
large addition to its manufacturing 
facilities in the near future. The com- 
pany will add a large new factory of 
steel, brick and concrete construction, 
which will give it about 38,000 sq. ft. 
additional storage and manufacturing 
space. The company will have, when 
this new building is finished, a total of 
about 120,000 sq. ft. of space, all used 
in the manufacture of automatic toys. 
Several new automatic toys are being 
developed, which will be put on the 
market in a short time. 





Accessory Sales $47,774,600 
in February 


Although the sales of automobile ac- 
cessory manufacturers show a slight 
drop for February, this is accounted for, 
it is said, by the lower prevailing prices. 
The total sales in February: of 300 
motor accessory manufacturers were 
$47,774,600 as against $51,028,000 in 
a and $48,518,700 in February, 
1922. 


The trade believes the decline is ac- 
counted for largely by lower prices and 
that the actual volume represented was 
somewhat larger than in 1923. Manu- 
facturers attach no particular signifi- 
cance to the decline as indicating any 
marked curtailment of automobile out- 
put. 

Credit conditions in the industry con- 
tinue satisfactory. 





U.S. Chain & Forging Co. 
to Expand York, Pa., Plant 


Within thirty days theUnited States 
Chain & Forging Co. will break ground 
for an addition to its York, Pa., plant. 
Additional! manufacturing facilities are 
necessary to fulfill the increasing de- 
mand for the company’s line of com- 
mercia! chain ‘and the McKay tire 
chains. 


Globe Mfg. Co. Now 
the Morgan Co. 


As a result of the recent retirement 
of Elwood R. Kroos from active partici- 
pation in the affairs of the Globe Mfg. 
Co., paint manufacturers, Peoria, IIl., . 
the name of the company will be 
changed to the Morgan Co. The Globe 
company has been a manufacturer for 
the Morgan stores as well as making 
a line of industrial products. E. L. 
Fritz is secretary and factory manager 
for the Morgan Co. 





Ohio Hardware Mutual 
Dedicates New Home 


The new building of the Ohio Hard- 
ware Mutual Insurance Co., Coshocton, 
Ohio, was dedicated at a banquet held 
recently at the Country Club. The com- 

pany was organized in 1902 with $10,- 
600 worth of insurance in force, $522,700 
in risks and $2,244 of a surplus. The 
company grew rapidly until in 1923 it 
had assets of $377,850, $27,252,600 in 
force, and a surplus of $179,250. This 
gain was made despite the fact that 
during the 1913 flood losses were in- 
curred so heavy that an assessment al- 
most became necessary. 

e greatest gain was made in the 
five-year period from 1917 to 1922, when 
there was an increase of over $15, 000,- 
000 in risks, almost a quarter of a 
=_— in assets, and $112,000 in sur- 
plus. 
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W. B. Allen, President | ,, The, list, of speakers included Sam | Buffym Hools, Inc., 


California Hardware 


Association 


The adoption of the simplification 
program outlined by Secretary Hoover 
and the election of officers were features 








Fred T. Duhring 
retiring president 


of convention and exposition of the 
California Retail Hardware and Im- 
plement Association, held at San Fran- 
cisco, March 18-22. The new officers 

















Le Roy R. Smith, 
secretary 


are W. B. Allen, president; A. D. Ket- 
terlin, first vice-president; Frank 
Smith, second vice-president and M. 
M. Brown, treasurer, and Le Roy 
Smith, secretary. 





Instrument Co., San Francisco; Wal- 
ter W. Cribbins, ex-president of the 
Pacific Coast Advertising Men’s Asso- 
ciation and manager of Young & Mc- 
Callister, Inc., San Francisco and Los 
Angeles; Walter Mariani, of S. Mari- 
ani & Sons, San Francisco; Arthur 
Perkins, president Barrett Hicks Co., 
Fresno, Cal.; John D. Turner, presi- 
dent Turner Hardware & Implement 
Co., Modesto, Cal.; George H. Eber- 
hard, president The George H. Eber- 
hard Co., San Francisco, and vice-pres- 
ident Evans & Barnhill, Inc.; T. M. 
Shearman, editor of Hardware World, 
San Francisco; T. M. George, Ott Hard- 
ware Co., Santa Barbara; Frank Smith, 
president Fisher Glassford Hardware 
Co., Fresno; B. J. Williams, director of 
sales, The Paraffine Co., San Francisco. 





Gilliam Heads N. Y. Office 
of Wood Shovel & Tool Co. 


The Wood Shovel & Tool Co., manu- 
facturer of shovels, spades, scoops and 
drainage tools, Piqua, Ohio, has recently 
placed H. L. Gilliam, formerly district 
sales manager at Norfolk, Va., in charge 
of its office at 50 Church Street, New 
York City. Mr. Gilliam will have charge 
of sales, both to the hardware and rail- 
road trade, in that district. In the past 
the hardware trade was served by J. C. 
McCarty & Co., while the railroad trade 
was in charge of H. H. French. 





Malloy Representing du Pont 
in Connecticut 


P. J. Malloy has been appointed sales 
representative in Connecticut for the 
paint and varnish division of E. I. du 
Pont de Nemours & Co., Inc., Philadel- 
phia. Mr. Malloy has previously been 
connected with the sales division in 
Brooklyn, N. Y 





Cleveland Holds Radio Show 


Cleveland held its first radio show, 
March 10-15, in a vacant show room at 
425 Euclid Avenue. The exposition was 
fostered by the Cleveland Times-Com- 
mercial, with the cooperation of the 
Cleveland Radio Dealers’ Association. 
About 25 exhibits of factory agents and 
jobbers interested many thousands of 
people. Davis-Hunt-Collister Co., hard- 
ware merchants, had a booth for its 
radio department, and reports indicate 
that this hardware firm found the show 
a success. 





Indiana Firms Rearrange 


Stores 
Reidel Bros., Madison, Ind., and 
Hawks-Kauffman Hardware Co., Go- 


shen, Ind., are rearranging their stores 
with the assistance of C. W. Helgerson, 
field secretary, Indiana Retail Hard- 
ware Association. 











Reorganzed Under 


New Management 


William G. Marqua Heads New 
Concern—James F. Caslin 
General Manager 


The Buffum Tools, Inc., was recently 
incorporated as successor to the Buf- 
fum Tool Co., Louisiana, Mo., and the 
new management has formally taken 
over the factory and business of the 
old concern. The officers and owners of 
the new company are: William G. 
Marqua, president; James F. Caslin, 
vice-president and general manager; 
John W. Porter, secretary and treas- 
urer; Mrs. Ethelyne Tinsley Reineking; 
assistant treasurer; Marion Crabtree 
and E. C. Cooper, directors; J. W. Mat- 
son, attorney. 

The Buffum Tool Co. was an old and 
firmly established concern, and one that 
had been esteemed in the hardware 
trade for many years. The new man- 
agement is comprised of men who have 
had broad experience as manufacturing 
specialists in kindred lines. 

The president, William G. Marqua, 
was for a number of years with the 
American Steel Foundries, Granite City, 
Ill. James F. Caslin, vice-president and 
general manager, who will be in charge 
of the plant at Louisiana, Mo., has been 
superintendent of the heat-treating de- 
partment of the American Steel Foun- 
dries and has the reputation of being 
one of the foremost heat-treating ex- 
perts in the country. 

John W. Porter, secretary and treas- 
urer of the new company, has been 
metallurgist and department head with 
the American Steel Foundries. Marion 
Crabtree, one of the directors, has been 
superintendent of the cold hearth steel 
furnace department of the American 
Steel Foundries, and E. C. Cooper, an- 
other director, is the chief chemist of 
the same institution, and in that capac- 
ity analyzes all the material that is 
used in all the manufacturing depart- 
ments of that company. He will occupy 
the same position with the Buffum. 
Tools, Inc. 

Mr. Marqua, upon leaving Granite 
City to assume his duties as president 
of the Buffum Tools, Inc., was presented 
with a gold watch and chain by his fel- 
low workers of the American Steel 
Foundries. The presentation was made 
by H. R. McCoy, assistant to works 
manager. 


H. E. Winans Rejoins 
Western Cartridge Co. 


H. E. Winans, who was connected 
with the Marlin Firearms Corporation, 
New Haven, Conn., as district sales 
manager in the Middle West, has re- 
cently rejoined the Western Cartridge 
Co., East Alton, III. 
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CURRENT NEWS 








Brush Mfrs. Appoint 
Committee to Help 


Save-the-Surface 


The responsibility of the paint and 
varnish brush manufacturers as a 
group allied to the paint and varnish 
industry was the subject of a talk by 
Arthur M, East, manager of the Save- 
the-Surface Campaign before the an- 
nual meeting of the paint and varnish 
brush division of the American Brush 
Manufacturers Association in Atlantic 
City, March 13. 

The benefits derived by the brush 
manufacturers through Save-the-Sur- 
face Campaign activities were pre- 
sented and resulted in the appointment 
of a Save-the-Surface Committee of the 
Brush Manufacturers composed of Wal- 
ter R. Foss, chairman of the paint and 
varnish brush division, as chairman, 
with George Barth, Bigelow Brush Co., 
Baltimore, and T. B. Denton, Rubberset 
Co., Newark, N. J. 

At a meeting of the paint and var- 
nish brush division on the following 
day they discussed the proposed con- 
test to decide the all-American cham- 


pion painter, resulting in the hearty’ 


erdorsement of the contest by the brush 
manufacturers who pledged their co- 
operation to the local, State and inter- 
national master painters’ associations 
in the carrying out of this contest. 

It was unanimously agreed that out- 
side of publicity that might come from 
offering prizes for the various local, 
State and international contests that 
no individual brush manufacturer would 
seek to gain favorable publicity for the 
brand name of his brushes which might 
be used by winners of the contest. 





Shelby Spring Hinge Co. 
Adds to Plant 


The Shelby Spring Hinge Co., Shelby, 
Ohio, has recently built an additional 
wing to its factory equipment. The 
new section is modern in every respect, 


provides 44,000 sq. ft. of floor space,’ 


and will enable the company to meet 
the growing demand for hinges and 
other builders’ hardware. 

Officers of the company are H. W. 
Steele, president and manager; J. A. 
Seltzer, vice-president and secretary, 
and L. D. Malone, treasurer and gen- 
eral superintendent. The officers, H. E. 
Hubbs, superintendent, and R. J. Sny- 
der, assistant superintendent, compose 
the board of directors. 


Franklin Hardware Co. 
Elects Officers 


The annual meeting of the Franklin 
Hardware Co. of Philadelphia was held 
at the office of the company, 17 North 
Fifth Street, a short time ago. The 
report of its fiscal year showed an in- 
crease of 25 per cent in the volume of 
business over any preceding year, and 








the present activity of its business in- 
dicates an even greater increase for the 
coming year. 

The officers elected for ensuing year 
were Harry D. Kaiser, president; 
Nathan C. Engle, vice-president; B. 
Frank Antrim, secretary; Frank 
Mitchell, treasurer; Walter Hewes, 
Caleb Kugel and Theodore C. Ulmer, 
directors, and J. W. Brainard, manager. 


National Standard Horseshoe 
Officers Elected 


The National Standard Horseshoe 
Co., Akron, Ohio, has taken office 
manufacturing space in the J. K. Wil- 
liams building, 56 South Cherry Street. 
An exhibition horseshoe court has been 
built at this address to demonstrate 
pitching to interested dealers and vis- 
itors. 

At the annual meeting held recently 
the following officers were elected: Capt. 
Austian Stair, president; George W. 
May, treasurer, and A. L. Headlough, 
advertising and sales manager. These 
three, with Ted O’Neil, Sadie C. Head- 
lough and Bessie M. Stair, compose the 
board of directons. 

George W. May, the treasurer, is also 
national horseshoe pitching champion. 
Others in the company hold county, 
city and State championships. 

The company reports that 1923 busi- 
ness volume was three times the size 





'of the previous year’s sales. 





Indiana Group Meeting 
Schedule 


The group meeting schedule of the 
Indiana Retail Hardware Association 
has been announced as follows: 


APRIL 29 Tipton 
1 Evansville 30 Lafayette 
2 Washington 
3 Mitchell MAY 
8 New Albany 1 Logansport 
9 Seymour 6 Warsaw 
10 Milan 7 Marion 
15 Liberty 8 Muncie 


13 Fort Wayne 
14 Ligonier 
15 Mishawaka 


16 Rushville 
17 Indianapolis 
22 Spencer 
24 Terre Haute 


iM Cleveland Hdwe. Co. 
Denies Rumors 


Rumors to the effect that the J. W. 
Cleveland Hardware Co., wholesalers 
and retailers, Paterson, N. J., were re- 
tiring from business are entirely un- 
founded, according to a statement re- 
cently made by an official of the com- 
pany. The rumors originated in the 
fact that the company is removing 
from its present location to larger 
quarters. 








Pitts Bros. Store Opens 


Pitts Bros., Richmond, Ind., have 
opened a new hardware store. Formal 


opening was Feb. 23, 1924. 











Automotive Equipment Assn. 
Now Meeting at New Orleans 


The discussion of a wide range of 
topics affecting the interests of the 
automotive equipment field will be a 
feature of the spring meeting of the 
Automotive Equipment Association, held 
at New Orleans, March 31-April 4. 

It is expected. that jobbers and manu- 
facturers of automotive equipment from 
all parts of the United States and Can- 
ada will be present, and an estimated 
attendance of 1000 is expected. 

A subject of particular interest to 
retailers, as well as to manufacturers 
and wholesalers, will be the merchan- 
dising campaign, now going into its 
third year, and in connection with which 
a film, suggesting ways to profit in the 
servicing of cars and trucks, with spe- 
cial attention to the profits in the sale 
and installation of replacement parts, 
will be shown. The new film will start 
on the road soon after the convention 
and will be shown at dealers’ and ser- 
vice men’s meetings. The convention 
will consider affairs of the A. E. A. and 
the equipment industry generally, with 
special attention to the survey now 
under way of the cost of te business 
in the jobbing field. 





Snap-On Convention 
Held in Chicago 


The Motor Tool Specialty Co., 14 East 


Jackson Boulevard, Chicago, sole dis- 


tributors of the Snap-On wrenches 
held its third annual convention in Chi- 
cago, March 17 to 21. The total at- 
tendance numbered close to sixty, with 
representation from seventeen branches 
and consisted of executives and sales- 
men. Some time was spent in the in- 
spection of the factory at Milwaukee, 
Wis., and various plans were worked 
out for standardization of some of the 
products. 





“Tin Can Club” Organized in 
Pittsburgh 


For the purpose of furthering the 
interests of the can manufacturing in- 
dustry, an organization, to be known 
as the “Tin Can Club,” was recently 
formed in Pittsburgh by thirty manu- 
facturers. The officers are: President, 
W. D. Trabue, Federal Can Co., Nash- 
ville, Tenn.; vice-president, H. S. Gille, 
Gille Can Co., Kansas City, Mo.; vice- 
president, J. W. England, Passaic 
Metalware Co., Passaic, N. J.; secre- 
tary-treasurer, W. T. Johnson, 1001 
Union Bank Building, Pittsburgh. 

The office of the secretary and head- 
quarters for the association is located 
at 1001 Union Bank Building, Pitts- 
burgh. 

The last meeting of the club, on Feb. 
27, was devoted to a consideration of 
cost accounting. 
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Obituary 





William A. Kruse 


William A. Kruse, vice-president of 
the Kruse Hardware Co., Cincinnati, 
died at his home in that city recently, 
aged 59 years. 

Mr. Kruse had been prominent in the 
wholesale hardware business for the 
past forty years. He entered the busi- 
ness at the age of nineteen, with his 
father, who was one of the founders of 
the Kruse & Bahlman Hardware Co. 
With his brothers, Charles and Louis, 
he was instrumental in making this 
company one of the leading houses of 
the West. In 1900 Mr. Kruse, with his 
brothers, severed his connection with 
the Kruse & Bahlman Co., and in 1902 
founded the Kruse Hardware Co. 

He is survived by his widow and two 
children, William Kruse, Jr., and Do- 
rette Kruse. 





Edwin C. Goshorn 


Edwin C. Goshorn, manager of the 
Cincinnati division of the National 
Lead Co., died at his home in that city 
recently, aged 79. He was born in Cin- 
cinnati, and served during the Civil 
War, and his first business connection 
was with his brothers, A. T. and A. O. 
Goshorn, who operated the . Anchor 
White Lead Co. This company later 
was consolidated into the National Lead 
Co., Mr. Goshorn assuming the man- 
agement of the Cincinnati district. He 
was a director of many of the leading 
industries of the city, and also a mem- 
ber of the larger social clubs. 





Israel Louis Lafleur 


Following an illness of three weeks’ 
duration, Israel Louis Lafleur, head of 
the firm of I. L. Lafleur, Ltd., whole- 
sale and retail hardware, Notre Dame 
Street, Montreal, died March 26. Mr. 
Lafleur, who was in his sixty-fourth 
year, was proprietor of the Compagnie 
de Produits de Mines et Manufactures, 
at Notre Dame de Grace. 

He was very active in various finan- 
cial and industrial enterprises, and was 
the president of the British Colonial 
Fire Insurance Co., the Compagnie Hy- 
draulique de St. Francois and the 
Beauce Electric & Power Co. He was 
vice-president of the D’Israeli Box Co., 
D’Israeli, Que., and was interested in a 
number of other organizations. 





W. P. Whitlock 


W. P. Whitlock, prominent in the 
cordage trade for many years, died at 
his home at Elizabeth, N. J., March 3, 
aged 67. Mr. Whitlock was president 
of the Whitlock Cordage Co., which was 
formerly a factor in the binder twine 
trade, but in recent years has confined 
its activities to the manufacture of 


rope. 





Cleveland Paint Club Holds 
**Presidential’’ Dinner 


The Cleveland Paint, Oil and Varnish 
Club held its annual “presidential din- 
ner” at the Cleveland Athletic Club, 
Cleveland, March 11, in honor of Norris 
B. Gregg, president of the National 
Paint, Oil and Varnish Association. 
Mr. Gregg is vice-president of the Na- 
tional Lead Co. Work of the national 
association was covered by its presi- 
dent and secretary, George V. Horgan, 
at the close of dinner. 


Century Glass & Paint Co. to 
Represent Martin Varnish Co. 


The Century Glass & Paint Co., 
Cleveland, will be wholesale distributors 
in northern Ohio for the Martin Var- 
nish Co., Chicago. 

The Century Glass & Paint Co. re- 
cently put on two new city salesmen. 





Weed & Co. in New Store 


The new retail hardware store of 
Weed & Co., Buffalo, N. Y., was re- 
cently opened in the new Genesee Build- 
ing, at Genesee and Main Streets, north 
of its former location at 292 Main 
Street. The new store has fully four 
times the amount of floor space occu- 
pied at 292 Main Street, and is in the 
heart of the present retail shopping 
district of Buffalo, which has moved 
farther north during the last few years. 
The floor space being used at present 
is approximately 25,000 sq. ft., includ- 
ing basement, main floor, mezzanine 
and second floor. 

The scope of the sporting goods de- 
partment has been considerably en- 
larged, so that the line carried is much 
more complete. This department has 
space by itself directly off the main 
floor on the Pearl Street side of the 
building, and also a large amount of 
space on the second floor for the dis- 
play of camping equipment. 


Try These Suggestions in Your Store 





Margin Piss aims ets 
Eypense........ 40 
Proriv’... 


50 


0 




















One per cent saved on Expense Account 
/S eQual to five per Cent on Twenty 


per cent Increased Sales 


Sales tr 1923 - $60,000 
One per Cent Saved.... 86.00,00 


204, Increase - 12.000 
I4 Profit or $12.000...$ 6.00, | 











Wi therspeon 


Sales Yor Vear.. .B50,000 
Average Inventory at Seling Price $7500 


How 7o Fievre lrnover 


$ 30000-7500 | 


TURNOVER ..4 TIMES 


figures by W.G. Pearce, field Secy,PASHA A53N 
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Red Star Timer Overcomes 


Usual Timer Troubles 
The Red Star Timer, sold to the 
wholesale trade by Auto Components, 
Inc. division of Advance Automobile 
Accessories Corp., 1721 Prairie Avenue, 





Chicago, is a tool steel roller with fiber 
ends. This new roller represents the 
greatest forward step in timer manu- 
facture in years. The principle of the 
tool steel roller with fiber ends appeals 
to everyone. With this new roller one 
of the worst of all timer troubles has 
been overcome—worn and bumpy race. 

The fiber ended roller prevents the 
roller from chattering and dragging 
against the carrier arm. It was found 
that by eliminating this drag and slip- 
page the roller would roll true and 
eliminate wear on race and roller. 

The new Red Star Timer retains all 
the well known Red Star qualities: 
finest material and workmanship, wide, 
tough race of bone-hard fiber and extra 
thick contact segments. 


Windshield Attachment 
Will Appeal to Autoists 


The D. & R. double wipe attachment, 
made by the D. & R. Auto Products 
Co., Inc., and distributed through the 
Arkay Sales Co., manufacturers’ repre- 
sentatives, 5 Columbus Circle, New 
York City, is operated directly from 
the automatic cleaner by means of a 
connecting link, which is a simple and 
effective method of cleaning both sides 
of the windshield in the same operation. 
Under thorough tests the average semi- 
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The D. & R. wiper adjuster, made 
by this company, may be attached in- 
stantly without removing the wiper, 
and can be moved up or down on the 
wiper arm to obtain tension anywhere 
desired. With this device, the finest ad- 
justment may be obtained on the rub- 
ber, which may be backed off the glass 
when not in use, prolonging the life of 
the rubber and keeping the same in 
good condition. 





Focusing Spotlight Has Unique 
Features 


The Eveready No. 2671 Flashlight, 
made by the National Carbon Co., Long 
Island City, Long Island, N. Y., is a 
two-cell focusing spotlight with a 200- 
ft. range. The case is made to endure. 
The ribbon-patterned fiber gives confi- 
dence to the hand holding it. It rests 
firm in the palm. Moisture on the hand 
will not cause it to slip. The new safety 
locking switch remains under the thumb 
while the flashlight is being held. The 





fiber case is water-proof and warp re- 
sisting. 

_Another asset is the octagonal lens 
ring. When No. 2671 is laid upon a ta- 
ble or any flat surface it stays where it 
is put. It does not roll. The octagonal 
lens ring has also an asset in the ease 
with which it unscrews. The octagonal 
segments give a purchase to the hand. 
_ Achief attribute of Eveready No. 2671 
is its focusing feature. When properly 
focused it will concentrate the light in 
a long, brilliant shaft which will shoot 
200 feet through the darkness. 





Ford Timing Brush Embodies 
New Principle 


A timing brush for Fords 
that is based on a new prin- 
ciple has recently been placed 
on the market by the Balti- 
more Engineering Co., 314 St. 
Paul Street, Baltimore, Md. 
The idea of a wipe contact to 
do away with the necessity for 
oiling is, of course, not new, 
but the principle here adopted 
is that of a lamination of flex- 
ible springs riveted to an arm 
extending from the body in 
such a way as to run parallel 
with the raceway almost up to 
the point of contact. In this 
way no harm is done to the 
brush in case of backfiring. 














circular automatic cleaner has shown 
ample power to operate this attach- 
ment. The quality, economy end effi- 
cient results of this attachment has 
made it a very popular :tem. 





The lightness of the contact 
springs and the manner in 
which they are held in position 
makes it impossible to “jump” 
contact points and there is al- 
ways a metal to metal contact, 
without oil to impede the free 
flow of current. This new de- 
vice is called the Goebel Tim- 
ing Brush, and is named after 
the well-known _ inventor, 
George Goebel. 

The brush is sturdy in construction, 
with few parts to get out of order 
and should prove popular with Ford 
owners. 
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New Popular Priced Clock 
for Auto Dash 


The Minute Meter, made by the Lux 
Clock Mfg. Co., Inc., Waterbury, Conn., 
is an attractive well designed automo- 
bile clock, which is designed to give 





long, accurate service and which can 
yet be retailed at a low price. It is 
provided with an effective vibration ab- 
sorber and fits flush on any dash, wood 
or steel—of any thickness. A radium 
treated etched metal dial with extra 
large hands may be secured at extra 
cost. The outer casing of the meter is 
secured to the dash by means of three 
small bolts and is provided with a knob, 
a turn of which permits the instant re- 
moval of the clock for winding, setting 
and regulating. 


Display Cabinet for Flashlights, 
Batteries and Bulbs 


The French Battery & Carbon Co., 
Madison, Wis., has recently placed upon 
the market a complete cabinet for the 
merchandising of flashlights, batteries 
and bulbs. Ample space is provided for 
a complete stock and when the cabi- 
net is opened the entire contents are 
readily accessible. A _ slide arrange- 
ment keeps the battery bins full at all 
times and just as soon as one is taken 
out another drops in its place. One of 
the other features of the cabinet is the 
arrangement and labeling of the vari- 
ous bulbs. Arrangements are also 
made for the adequate testing of all 
bulbs and batteries in front of the cus- 





tomer as the sale is being made. It is 
claimed that due to the length of life 
of flashlight batteries that stock must 
be rotated to keep the freshest on 
hand and the cabinet has been designed 
so this is automatically accomplished. 
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New Combination Wrench Does 
Work of Many Tools 


The Code Universal Wrench, made 
by the Universal Wrench & Acces- 
9-11 West Kinzie 
Chicago, is a 


sories Mfg. Co., 


Street, combination 





wrench and hand tool with a very wide 
field of usefulness. The new tool is the 
result of the growing demand for com- 
bination tools, which enable the user to 
perform various operations and elimi- 
nates the necessity for a large assort- 
ment of individual tools. The tool is 
suitable for use in connection with auto- 
mobiles, trucks, tractors, domestic and 
farm implements, etc., and will appeal 
to mechanics engaged in all classes of 
work. It consists of only five parts and 
each part can be applied in 14 different 
combinations, as conditions may re- 
quire. All parts of the Code Universal 
Wrench and attachments are made 
from special chrome nickel drop forge 
steel, heat treated and tempered so as 
to give them the greatest possible ten- 
sile strength and wearing qualities, with 
Parkerized—rustproof finish. It is fully 
guaranteed against defective workman- 
ship and material. 

All combinations are made with 5 
interchangeable parts, which are con- 
tained in a strong, durable case, and 
weigh 6 lb. All interchangeable parts 
snap and lock automatically with a pat- 
ented button device. Through its vari- 
ous combinations it has a range of sizes 
from 2% to 21 in. 





New Line of Automobile 
Bumpers 


_ The Eaton Axle & Spring Co. has 
just announced a new line of “Eaton 





. ator. The metal of which this 
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‘Bumpers” (formerly Cox Bumpers), in 
even new styles. An outstanding item 
of the new line is the Eaton “Excalibur” 
model, being a three-rail bumper with 
a medallion of King Arthur holding the 
sword Excalibur mounted at the cen- 
ter of the three rails. This new line 
is being widely advertised in national 
magazines and business papers and will 
be sold through jobbers and dealers 
in the usual way. The “Excalibur” 
model and one of the other distinctive 
models of the Eaton line are shown 
in the accompanying illustrations. 
These new Eaton bumpers are made 
of a special analysis of molybdenum 
steel, like the Cox line which they su- 
persede, combining a high degree of 
impact resistance with lightness and 
grace. Several car manufacturers 
have adopted them as standard equip- 
ment on certain models, and they have 
been distributed through jobbing and 
retail channels, as well as through di- 
rect factory branches of the Eaton Co. 


Simmons Stop Signal Now Made 
by Fernald Mfg. Co. 


The Fernald Stop Light, formerly the 
Simmons Stop Signal, and now manu- 
factured by the Fernald Mfg. Co., Inc., 
North East, Pa., is a practical device 
which can be depended upon to flash its 
message instantly and automatically. 





The bulb, reflector and lens are very 
accurately aligned for correct focus and, 
consequently, the signal has high visi- 
bility. The light is handsome in ap- 
pearance and is beautifully finished 
with a high gloss enamel, nickel trim- 
mings and red and gold name plate. 
The Fernald stop light switch used in 
connection with the ‘light is positive 
in action and absolutely reliable. It is 
built for enduring service with phos- 
phor bronze contact springs and is rust 
and dust proof. 


Radiator Caps for Chevrolet 
and Star Cars 


The No. 51 Peerless Bar-type radi- 
ator cap is the most recent addition to 
the line of Peerless Products for Ford 
cars, made by The Corcoran 
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Pressure Gage for Balloon Tires 


A. Schrader’s Son, Inc., Brooklyn, 
N. Y., which for many years has been 
making straight and angle foot gages 
for testing regular tire pressures, has 
recently perfected for use in connection 





with “balloon” tires a gage that will 
register low pressures in one-pound 
graduations. This low pressure balloon 
tire gage is the successful result of 
many experiments. In appearance it re- 
sembles the regular No. 2789 Schrader 
angle foot gage. It is fitted with the 
angle foot which makes possible its use 
with disc and wire wheels and wheels 
with thick spokes or with large brake 
drums. 


New Attachments for Ohio 
Self-Starting Cleaners 


The United Electric Co., Canton, 
Ohio, has recently placed a set of new 
model attachments on the market for 
use in connection with its Model 4 Ohio 
or Model 5 Ohio Self-starting Cleaner. 
The new set, which represents no in- 
crease in price, is comprised ‘of nine 
practical cleaning tools as compared 
to seven tools in the set displaced. 
These new attachments include nozzle 
attachment, hose, fiber connector tube, 
two-piece fiber extension tube, suction 
tool, brush tool, blower attachment and 
rubber crevice tool. Hose and tools 
have been reduced from 1% in. diame- 
ter to 1% in. diameter. The hose is 
more pliable, yet withstands hard usage 
and will not crush easily. Other im- 
provements aim at greater utility and 
convenience of use, the fiber connector 
linking the various cleaning tools direct 
to the hose, while one part of the two- 
piece extension tube can be used to 
eliminate stooping and bending in 
cleaning furniture, etc. Introducing 
separate suction alone and combined 
suction and brushing tools is an added 
convenience. A wide range of practical 
uses for the new attachments is assured 
by their ready adaptability, ease of 
eonnection, lightness with strength, 
flexibility of use and their practicabil- 
ity for nearly every cleaning job. The 
company is distributing to its dealers a 
full color folder, descriptive of and il- 
lustrating the new model Ohio attach- 
ments and a number of their various 
uses. 





Mfg. Co., Cincinnati, Ohio. 
The radiator cap fits, in addi- 
tion, all Chevrolet cars made 
during the past six years and 
also the Star cars. This cap 
is 6% in. long and of a very 
sturdy and beautiful design. 
The diamond shaped top re- 
flects light rays and lends a 
finishing touch to the radi- 


cap is made is a non-rust- 
ing alloy of great tensile 
strength, heavily nickel-plat- 
ed. Deep, strong threads 
hold the cap firmly in posi- 














tion. 
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Camp Stoves Will Appeal 
to Autoists 


The Basford Camp Stove, No. 1, 
made by the Hugo Mfg. Co., Duluth, 
Minn., is a portable stove designed for 
camping and outdoor use, and has a 
number of unique features which should 
recommend it to automobilists, camp- 
ers, etc. The assembly is of the stand- 





ard Basford type made up in a single 
unit consisting. of tank, brackets, gener- 
ator, manifold and burners, all held rig- 
idly together. This does away with fit- 
ting of the tank to the burner manifold. 
The generator is permanently and truly 
fitted to the burner manifold. This in- 
sures a straight flow of gas into the 
manifold and also prevents the dam- 
aging of the generator needle point. 
When in use the tank rests on the out- 
side. The air space between the front 
of the stove and the tank keeps the 
tank cool. The assembly .is removed 
from the case for the purpose of filling 
the tank and also for cleaning the tank 
and burners. The heavy duty burners 
are 25% in. in diameter and are cen- 
tered at 9% in. apart. A key is pro- 
vided to turn the left-hand burner off 
or on. The cooking top is 11 x 19 in. 
The strong metal grate is hinged at 
both sides. 

The Basford Camp Stove, No. 2, made 
by this company is of a larger size. 
The large cooking surface holds two 11- 
in. utensils, which center perfectly over 
the burners. Burners have wide spread- 
ing flames—no cool centers. The wind- 
shield equipped with plate rack pro- 
vides a large warming compartment. 
All cooked articles can be served pip- 
ing hot at one time. The over-sized 
tank is provided with a pressure gage. 
The rigid assembly consists of tank, 
manifold, burners, generator, supply 
pipe and brackets—no fitting of parts 
required of the user. The complete as- 
sembly is removable in one unit for set- 
ting up stove, filling tank or cleaning 
case. 

When closed the legs function as 
locks holding the lid firmly in place. 





Inner Tubes Have Great Strength 
and Durability 


Airotanks, made by the K & W Rub- 
ber Co., Delaware, Ohio, were origi- 


HARDWARE AGE 


nally designed for use in heavy truck 
tires, but because of their extreme 
durability they are now being used 
widely in pleasure cars. Airotanks 
are manufactured from high grade 
rubber and pure chemicals, only 
enough of the latter being used to prop- 
erly vulcanize and toughen the stock 
used. The inside diameter of a 30x 
3% tube is 25/16 in. and the wall 


135/1000 in., as against the usual 
75/1000 in. Unlike the usual inner- 
tube, the Airotank when inflated 


stretches only slightly to fill the casing. 
The pores of the rubber are not unduly 
extended and consequently it is said to 
be impossible for the air to seep out. 
This constant air pressure is said to 
eliminate rim-cut and stone bruised 
tires, pinched and chafed inner tubes 
and other tire trouble and expense. 

Airotanks are equipped with quick 
detachable dust caps, and in packing is 
not folded but rolled in a circle and 
wrapped in tough paper. The tubes 
are packed in durable boxes, and, it 
is said, will keep fresh indefinitely, 
each tube being air tested for twenty- 
four hours before being packed. In 
order to test the strength of this tube, 
the company greatly over inflated a 
30x3% Airotank, thus causing it to 
bulge or balloon at one point to many 
times its original size, when. it sup- 
ported a weight of 461 lbs. without 
manifesting any signs of weakness. 
The company also draws attention to 
the fact that bits of the material from 
which the tube is constructed will float 
in water, thus demonstrating the purity 
of the rubber used. © 





Unique Display for the 
Milwaukee “Grip Rack” 


Milwaukee Motor Products, Inc., 760 
Thirtieth Street, Milwaukee, Wis., has 
developed a unique and serviceable dis- 
play stand which enables dealers to 
demonstrate the Milwaukee Grip Rack 
with as much realism as though this 
disappearing luggage holder were actu- 
ally installed on the running board of 
an automobile. The new stand is called 
the Grip Rack “Sale-Maker.” It is an 
all-steel stand 46% in. long,’a little 
over a foot wide and stands about knee 
high. It includes an attractive four- 
color display sign lithographed on steel. 

The top of the stand is actually a 
steel running board and along its edge 
is securely bolted the Grip Rack. This 
enables a prospective customer to open 
and close this carry-all while the dealer 
points. out to him its distinctive fea- 
tures. Dealers who are using this Grip 
Rack “sale-maker” report that it is 
helping to make many sales, and are 
very enthusiastic about it. This stand 
is furnished free to dealers by jobbers 
who handle the Milwaukee Grip Rack, 
and is shipped knocked-down. 








Position of Holder when door is wide ‘open, showing lateh engaged, holding door fast. 
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Display. Board for Crescent 
Motor Kit Pliers 


The most recent addition to the line of 
display boards developed by the Cres- 
cent Tool Co., Jamestown, N. Y., with 
a view of assisting retailers in their 
tool sales, is the DB8. It contains 
three 6 in. and three 5 in. Crescent 
MoToR KiT pliers, which are mounted 
on the board by means of nickel plated 
clips and held by small screws. It is 
impossible for them to fall off or be 
stolen from the board. In the shipping 
carton which contains the assortment 
are three more pliers of each size, mak- 
ing a total of one dozen tools in all. 
The pliers retail at a popular price. 
The board is 8% x 11 inches and is 
printed in a very attractive shade of 
blue, with the lettering outlined in 
black. It presents a very neat appear- 
ance with the nickel plated pliers 
mounted upon it. The board is equipped 
with a lock easel back which prevents it 
from falling over on a glass counter or 
case, 





Addition to Hovey Auto 
Accessories 


The Hovey Horn Button and the 
Hovey Steering Port Brace for Ford 
cars are new numbers recently added 
to the line of automobile accessories, 
manufactured by J. H. Whetstone & 
Co., Inc., Lapeer, Mich. The horn 
button, made by this company, is sup- 
plied for Ford, Chevrolet and Dodge 
cars, and is designed for installation 
in the center of the steering wheel 
where it may be easily reached. 

The steering post brace eliminates 
the vibration of the steering column 
of the Ford car. 

For assisting the retailer in his 
sales, the orders of horn buttons are 
accompanied with attractive display 
easels and the steering post braces are 
supplied in attractive display cartons. 





Automatic Door Holders 
Ideal: for Garages 


The Ann Arbor Automatic Door Hold- 
ers, made by Knowlson-Stevenson Co., 
Ann Arbor, Mich., will automatically 
hold garage and other doors open. Its 
action is quick and certain and unaf- 
fected by heavy winds. In closing the 
doors they are opened a little wider— 
an inch or two—thus releasing the 
gravity latch which causes them to close 
on the instant. They are sturdy, effi- 
cient and may be quickly and easily 
installed. They are of excellent work- 
manship and finished in an attractive 
black luster. An idea of their construc- 
tion may be gained from the accom- 
panying illustration. 


eq 


| 


Position when door is about to.be closed. Spring na been compressed, releasing lateh, 





Position when door is closed, the channel! rod lying about parallel and close to door. | ) 
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When You Sell Bumpers 





Sell Protection 


HE desire for safety and pro- 

tection is the basic factor in 

auto bumper demand. Your sales 
arguments must be based on these 
two points. There are no contrary 
arguments. Collision insurance rates 
are substantially reduced on all cars 
equipped with front and rear bump- 
ers of an approved type and you can 
easily learn which bumpers are ap- 
proved by the Underwriters’ Labora- 
tories. In many cases the reduced 
insurance premium will go a long 
way toward the purchase of the 
bumpers, a point worth emphasizing. 


The Field for Sales 


*Consider the market possibilities 
for bumpers. In 1923 cars selling 
at less than $1,000 constituted 81.6 
per cent of passenger car distribu- 
tion in this country. Production in 
passenger cars for 1923 totalled 
3,636,599. Export distribution on 
both cars and trucks was 300,000; 
therefore it is a conservative esti- 
mate that 3,300,000 new passenger 
cars were put into domestic service 
last year, Roughly, 81 per cent would 
give a total of 2,673,000 prospects 
for front and rear bumpers—plenty 
to keep every hardware dealer on his 
toes. Some of these car owners have 
bumpers by this time, but a great 
many have not. 


*Figures from Automotive Industries. 


These figures apply only to the 
cars under $1,000 bought in 1928. 
There are thousands of cars on the 
road today, bought previously or in 
a higher price classification, which 
have not been equipped with bump- 
ers. 

Increasing congestion on the high- 
ways and in city streets, coupled with 
the ever-increasing difficulty of find- 
ing adequate parking facilities in 
towns and cities, are factors which 
make the average motorist a live 
prospect for investment in safety 
and protection via a bumper pur- 
chase. 

Today there are thousands of 
women driving cars. It is a much 
discussed subject—whether women 
are inclined to careless or very care- 
ful driving, whether or not they are 
nervous drivers. Regardless of their 
status as drivers, women generally 
are susceptible to safety measures 
and to sales appeals based on greater 
safety in motoring. The fact that 
bumpers will protect the passengers 
and the body and finish of the car 
furnishes a sure appeal to women, 
as well as to men. 

In the smaller cities the hardware 
dealer might find it profitable to 
work with collision insurance agents 
to the extent of mutual exchange of 
prospects. He certainly should ob- 


Se ee 


tain a list of car owners, through the 
license bureau, to serve as the foun- 
dation for a mailing list. A concen- 
trated two weeks’ drive on bumpers 
would help. Ask every motorist if 
he is protected against injury to him- 
self, passengers, and car. Don’t ask 
him if he wants to buy a bumper— 
sell him the service of protection and 
safety that a bumper would afford. 


How One Firm Sells ’Em 


The foregoing method is used by 
Jas. Woodwell Co. of Pittsburgh, 
Pa., which has found it a successful 
sales plan. This company does both 
a retail and wholesale business in 
hardware and auto accessories. The 
firm’s business in bumpers is suffi- 
cient to influence the display man 
to create frequent window displays 
devoted exclusively to the line. In 
the Woodwell bumper window shown 
in connection with this story boxes 
were used to form a stepped display 
stand. The stand was covered with 
a plaid auto robe, offering a pleasing 
contrast to the shiny nickel finish of 
the several styles of bumpers on dis- 
play. 

“Sell a rear bumper when selling 
one for the front,” is another sales 
thought utilized by this Pittsburgh 
firm. Bear this in mind in selling 
bumper campaigns and you will get 
two sales instead of one. 
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President Working for Adjournment 
of Congress by June | 


Believes All Necessary Legislation Can Be Enacted—Senate 
Speeds Up on Tax Reduction Bill—Hoover 


(WASHINGTON, D. C., March 31, 1924) 


RESIDENT COOLIDGE has put 
P:: a drive to bring about the ad- 

journment of Congress soon after 
June 1. For more than a fortnight he 
has been making guarded inquiries of 
the Senate and House leaders and he is 
now satisfied that if the two houses will 
do their duty all essential legislation 
can be enacted within the next two 
months. 

Of course, this means that scores of 
bills of genuine importance will have 
to be put over until the short session 
beginning next December—which, by 
the way, may be summoned three weeks 
ahead of time if the President desires. 
Certain legislation must be put through 
before the recess, however, and both 
houses will have to speed up in almost 
unprecedented fashion if the Presi- 
dent’s plan is to be carried out. 


Must Pass Budget Bills 


Of course, the appropriation bills will 
have to be enacted to prevent the sus- 
pension of Government activities on 
July 1 next when the new fiscal year 
begins. Some of the big budget meas- 
ures are well advanced, but a number 
are decidedly behind the schedule and 
will have to be expedited at a rate that 
will leave very little time for their 
serious consideration. 

The Budget Bureau is affording great 
assistance in the preparation of the 
annual appropriation bills, as practi- 
cally every item going into them has 
had the scrutiny of the Budget Direc- 
tor; hence it is not necessary to debate 
the measures at great length, either in 
committee or on the floor. It is safe to 
say the budget bills will all be disposed 
of before adjournment. 

Beside the tax bill and the bonus bill 
the leaders are very anxious to enact 
some legislation for the relief of the 
farmers before a recess is taken. Three 
or four comprehensive measures are 
under consideration by the committee 
on agriculture of the two houses and 
both majority and minority leaders are 
competing to see who shall secure the 
largest measure of the farmers’ favor. 
Perhaps the most popular of these is 
the McNary-Haugen bill, an interesting 
legislative proposition that goes several 
steps in advance of anything the Gov- 


Hits Back at Untermyer 


By W. L. CROUNSE 


ernment has undertaken to do in the in- 
terest of a single class of citizens. 


Farm Bloc for McNary-Haugen Bill 


By the terms of this extraordinary 
measure an agency would be created 
that would be able to absorb the sur- 
plus products of the farm and export 
and sell them at favorable junctures. 
The bill is a complicated one and the 
functions delegated to the agency in 
question are as comprehensive as they 
are important. 

The McNary-Haugen bill has a pow- 
erful backing of farmers’ organizations 
in almost every section of the country 
and the agricultural bloc in both 
houses of Congress is pushing is vigor- 
ously. The big argument in favor of 
this measure is that it will prevent 
gluts in the market for farm produce 
and will greatly increase the farmers’ 
purchasing power which has been at a 
substantial discount for the past year 
or so. 

The fate of the soldiers’ bonus bill 
is shrouded in much doubt but it is not 
believed that this measure will inter- 
fere with the early adjournment plans 
of the President and the Congressional 
leaders. The bill, as recently passed by 
the House, is almost certain to be 
amended in the Senate and it is gen- 
erally believed that the House will ac- 
cept the Senate amendments. 

Nobody knows whether Mr. Coolidge 
will veto the bill or not, much depend- 
ing upon the form in which it reaches 
the White House. ‘Assuming that he 
returns it without his approval it will 
surely be repassed over the veto by the 
House where there is a comfortable ma- 
jority for this purpose. In the Senate, 
however, it will be much more difficult 
to muster the necessary two-thirds vote 
and the measure may die in that body, 
although the promoters of this legisla- 
tion appear to be prepared to make al- 
most any sacrifice in the provisions of 
the bill to put it on the statute books 
at the present session. 


Finance Committee Pushes Revenue 
Bill 

The Senate Finance Committee has 

put lots of steam behind the tax reduc- 

tion bill and at this writing the leaders 

express great confidence in their abil- 


ity to pass it before adjournment, even 
should Congress quit on or before June 
1. Sweeping changes in the measure 
as it passed the House have been made, 
however, and the diverse provisions of 
the House and Senate draft will call 
for protracted consideration at the 
hands of the Conference Committee to 
which it will go after passing the Sen- 
ate. 

Senator Smoot and his majority col- 
leagues who follow the lead of Secre- 
tary of the Treasury Mellon put over 
a little strong-arm work a few days 
ago, forcing the Mellon surtax rates 
back into the measure. This action 
was taken at a sort of rump meeting 
of the committee to which it is alleged 
two Senators known to oppose the Mel- 
lon rates were not invited. As the ac- 
tion was taken by the narrow margin 
of eight to seven it is obvious that if 
the two Senators referred to get an- 
other chance to vote, the Mellon sched- 
ule may be rejected. 

One of the most important changes in 
the House bill made by the Finance 
Committee has been the rejection of the 
provision taxing stock dividends as in- 
come. The Senate committee has pro- 
vided that such dividends, if sold at a 
profit, shall be subject to the capital 
gain tax of 12% per cent which is cer- 
tainly the logical way of handling the 
matter. 


No Limit on Capital Losses 


Another important change made by 
the Senate committee has been the 
elimination of the House provision un- 
der which capital losses were limited to 
12% per cent, the same as capital 
gains. Senator Smoot and his col- 
leagues struck out this provision leav- 
ing the law as at present with capital 
gains taxable at.12% per cent and with 
no limit on capital losses. 

The House provision allowing a 25 
per cent reduction in the tax on earned 
incomes limited to $20,000 has been 
amended by the Senate, the maximum 
reduction being cut to $10,000. All in- 
comes of $5,000 will be treated as 
earned by the provisions of both House 
and Senate bills. 

A joint resolution has been prepared 





(Continued on page 116) 
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General Market News 





General Demands Consistent— 
Stocks Well Balanced— 


Most Prices Firm 


Consistent demands continue throughout the hardware market, with 
special attention being shown such lines as builders’ hardware, con- 


tractors’ supplies and tools. 


Increased retail sales are contingent on 


warmer weather, although activity is reported in several sections. 
Jobbers stocks are said to be well balanced, although most of them 


are showing caution and restraint in placing future orders. 


Collec- 


tions by jobbers are reported somewhat slow. 


Price conditions are generally firm. Few changes were announced 
during the past week. Jobbers say that they do not anticipate lower 
costs in the present market, although some authorities incline to the 
belief that the general price situation is slightly easier than it has 


been for some time. 


Among the important price changes announced during the past 


week were the following: 


The Union Hardware Co., Torrington, Conn., has advanced prices 
of ice skates from 5 to 10 per cent for fall delivery. 


Landers, Frary & Clark, New Britain, Conn., has issued new prices 
on some of its kitchen specialties which show several! declines. 





New York Pick-Up Business 
Increasing Daily 


No price changes of any importance 
were announced by New York jobbers 
during the past week. Pick-up business 
in the general market is increasing 
daily, and suburban dealers are order- 
ing in larger quantities. Weather con- 
ditions, however, are not yet favorable 
for good retail business. The demand 
for builders’ hardware and tools con- 
tinues. Jobbers’ stocks are well bal- 
anced, although most of them are buy- 
ing with caution and restraint. 





Boston Market Active 
—Three Lines Lower 


Another week has passed in the Bos- 
ton market without price changes of 
great importance. Special numbers of 
kitchen knives have been reduced 10 to 
possibly 15 per cent and ice skates 10 
per cent. ithout having any bearing 
on mill quotations, the market for wire 
nails is easier. General buying is fairly 
large. Paint sales are exceptionally 
good and both electrical merchandise 
and builders’ hardware are strongly ac- 
tive. 





Important Price Changes 
Made in Cleveland 


Jobbers announce new ice skate prices 
showing advances of from 5 to 10 per 
cent. Reports indicate that competitive 
reductions are possible in tubular 
skates. Sash cord has been advanced 
2 cents per pound, with mills well sold. 
Sash weights have been reduced to $45. 
Sponges and chamois have been ad- 
vanced 10 per cent. Practically all 
makes of butts and hinges are reported 





to have been advanced to a point aver- 
aging 10 per cent higher than the old 
prices. Cleveland jobbers do not expect 
any material declines, believing that 
adjustments will be of upward tendency. 
Consequently their recommendations 
are to consider spring and summer 
needs promptly. 





Chicago Has Faith in Price 
Situation—Orders Good 


Rubber covered electrical wire has 
been generally advanced from 2% to 5 
per cent, but local prices have not yet 
been changed. A manufacturer’s ad- 
vance of 5 per cent on galvanized tubs 
and pails has been announced, but local 
houses have not yet passed it on to re- 
tailers. Sash cord declined from 25 to 
30c. per dozen hanks during the week 
and turpentine advanced one cent per 
gallon. Linseed oil held firm, although 
demand was quiet. 

Warmer weather has helped to in- 
crease retail sales, especially in sea- 
sonal lines. Carload orders for staple 
hardware are said to be increasing, 
which is regarded by many as an indi- 
cation of faith in present prices. 





Car Loadings 9,771,077 
Since January 


Railroad loadings of revenue —— 
during the week ended March 15 totaled 
916,953 cars, the greatest number for. 
any corresponding week on record, ac- 
cording to the American Railway Asso- 
ciation. 

Loadings since Jan. 1 have been 
9,771,077 cars, compared with 9,463,684 
cars in the same period last year, and 
8,242,088 cars in the corresponding 1922 
period. 





February Auto Output 
Largest on Records 
of Industry 


Production of passenger automobiles 
rose to 336,363 vehicles in February, es- 
tablishing a new seasonal record for 
the industry, according to an announce- 
ment by the U. S. Department of Com- 
merce. In no other February in his- 
tory has production been as high. In 
only two other months has output been 
greater—May, 1923, when production 
was the largest ever known for any 
month, 350,410 cars; and in June of the 
same year, when 337,362 cars were 
turned out. 

Auto manufacturers this year will 
turn out at least 5,000,000 vehicles, 
trade reports indicate, or about 1,000,- 
000 more than in 1923, the record year. 

The auto industry has been increas- 
ing production in the last two years 
more rapidly, probably, than any other 
industry in the United States. 

Output began to soar early in 1922, 
almost before other industries were 
well out of the depression of the pre- 
ceding year. In June, 1922, production 
of passenger cars jumped to 263,053 
vehicles, which then became the record 
for production. This record, however, 
was almost equaled in February, 1923, 
which marks the beginning of the busy 
season for auto manufacturing plants. 
From February to July, and sometimes 
extending into August, the auto indus- 
try speeds up its activities. 





Pittsburgh Expects Quicker 
Demands in April 


Price changes in the Pittsburgh mar- 
ket during the past week were few and 
unimportant. The whole price struc- 
ture is weaker than it was a month 
ago, but any radical declines are not 
looked for as long as manufacturing 
costs remain as high as they are now. 
Jobbers and consumers are confining 
their orders more than ever to current 
needs, and the mills are getting more 
anxious for business. Deliveries by the 
mills are very prompt, and there are 
rs signs of any higher prices for some 
ime. 





Small Price Readjustments 
Made in Twin Cities 


Few price changes are being made on 
the general line of hardware. 

There has been an increase in price 
on No. 8 braided sash cord of common 
grades to 56 cents. 

There has been a slight decrease on 
guaranteed half and half solder, which 
is now 38%4ce. per Ib. 

Galvanized steel sheets have made a 
slight decline, more in nature of price 
readjustment. Price on 28 gage now 
$5.95 per cwt. : 

White lead shows an increase to 
$13.53 per cwt. The last price $12.83 
per cwt. 
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Chicago Sales improve with Approach 
of Spring—Carload Orders Increasing 


(Chicago office of HARDWARE AGE) 
[ike turning point seems to have been reached. While 
the hardware business for the past few weeks has 
been somewhat quiet, both from retail and wholesale 
standpoint, the arrival of open weather has started some 


real activity. 


Although the inclement weather and backward season 
have been given as the logical cause of this quiet period, 
and it seems to be borne out in the increased activity now 
noted, yet certain other conditions have not been without 
The recent happenings at Washington have also 
had a certain effect upon the consuming public. 

Furthermore, there have been some poignant industrial 
Automobile production has 
been slowed down somewhat to equalize it with the de- 


influence. 


developments worthy of note. 


AMMUNITION AND FIRE 
I’uture order good; volume is heavy. 
AUTOMOBILE ACCESSORIES.—De- 
mand upon wholesaler not improved on 
secount of weather. 


We quote from jobbers’ 
f.o.b.. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Champion 
58c. each; lots of 100, 56c. each; A. 
Blue Box line, 53c. each; A. C. Titan, 
C. Special Ford, 44c. each. 


stocks, 


Spot Lights.—Anderson, No. 3280, 
$6.50 each: Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.—Reliable Jacks, No. 46, 
$2.50 each; in lots of 10, $2.25 each; 
Simplex, No. 36, $1.80 each: Ajax, 
No. 6, 90c. each; National Standard, 
No. 21, $1.20 each. 

Pu mps. — Rose, 1%-in. cylinder, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
23% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non- 
skid fabrics, $8.65 each: cord, $11.60 
each; gray inner tubes, 30 x 3%, 
$1.30 each; red inner tubes, 30 x 3%, 
$1.80 each. 


AXES.—Fall orders are commencing 
to arrive, but not in very active vol- 
ume, as the axe prices quoted by all 
manufacturers are considered too high, 
although the fall prices, recently an- 
nounced, are the same as those ruling 
during the past fall and winter. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-lb., $14 


doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base: single bitted handled 
axes, $15 to $22 per doz., according 
to quality and grade of handle. 


BASEBALL GOODS.—Considerable in- 
terest reflected in orders, although not 
as active as last season. 

BOLTS AND NUTS.—Sales are nor- 
mal in this line. 


We quote from 
f.o.b. Chicago: Carriage 
thread, 50 per cent discount; small 
earriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, 
cut thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
609 per cent discount; all stove bolts, 
70-10 per cent discount; lag screws, 
60 per cent discount. 


BUILDERS’ HARDW ARE.—Sales con- 
tinue to be very active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 


jobbers’ stocks, 
bolts, cut 





mand. 


although not to a marked degree. 
and prices are fairly stable, there is not a great pressure 
behind the business. 
cars have been ordered so far this year as during the 


There has been some lull in building schedules, 


While mills are busy 


On the other hand, as many railroad 


twelve months of 1923. 


old copper and =<dull brass finish, 
$3.66 per doz. pair; 4 x 4 steel butts, 
old copper and dull brass finish, $4.92 
per doz. pair; heavy bevel steel in- 
side sets, case lots, $7.80 doz.; steel 
bit-keyed front door sets, $1.90 per 
set; wrought brass bit-keyed front 
door sets, $3.25 per set: cylinder 
front door sets, $7.50 per set. 


CHAIN.—No change in prices since 


January. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.25 per 100 Ib.; American. coil 
chain, 40-10 per cent off list; No. 00 
4% electric welded cow ties, $2.75 
per doz. 


COPPER RIVETS AND BURRS.—De- 
mand unusually heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


DOOR SPRINGS.—Demand fair; prices 
steady. 





We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Perfect, No. 2, 35c. 
doz.: No. 3, 40c. doz.; No. 4, 44c. —_ 
doz.; No. 5, 52c,. per doz. : No. 
doz.; No.'7, 70c. doz.; Reliance, light, 
$1.80 doz.; medium, doz heavy, 
$3.75 doz.; Torrey’s, $3.60 dss. 


ELECTRICAL MERCHANDISE.—Gen- 
eral advance of 2% to 5 per cent on 
rubber-covered wire, but local prices 
still unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7.60 per 1000 ft.; in 1000-ft. 
lots, $7.35; No. 18 lamp cord, $15 per 
100 ft.; in 1000-ft. lots, $13.75; %-in. 
brush brass key sockets, 20c. each; 
two-way plugs, 60c. each; in lots of 
10, 52c. each; one-piece attachment 


plugs, 18c. each; two-piece attach- 
ment plugs, 12c. each; dry cells, 
boxes of 50, 30%c. each; less than 


case lots, 34c. each. 


EYE HAMMERS AND SLEDGES.— 
Prices continue attractively low. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-Ib. and heavier, 
10c. per Ib. 


FIELD FENCE.— Sales have been 
backward, but will soon begin to im- 
prove. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 604% per 
cent discount from lists. 


FILES.—Demand is normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60- 10 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50-10 
per cent off list; Black Seen files, 
40-10-5 per cent off 1 


The hardware business is not as heavy now as it was 
last year, but if good merchandising weather prevails, it 
is believed that the figures will equal those of 1923. There 
is one other thing noticed in this market, which would 
seem to indicate that merchants are getting back to more 
normal business, and that is the large number of carload 
orders of staple hardware which have been placed by 
retailers this year. 
two years and indicates some faith in present prices. 


The total is in excess of the previous 


FISHING TACKLE.—Jobbers predict 
shortages before long. 


FOOD CHOPPERS. — Prospects for 
good sales continue. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Food choppers, gt 
versal No. 0, $15 per doz.; Se. 2 
$18.20 per doz.: No. 2, $22.25 per doz.; 
No. 3, $28.35 per doz.; Enterprise No. 
501, $16. 65 per doz.: No. 602, $20.80 
per doz.; No. 703, $27 per doz. 


GALVANIZED AND TIN WARE.— 
One well-known manufacturer advanced 
galvanized tubs and pails 5 per cent 
last week, but local prices are un- 
changed as yet. 


We quote from jobbers’ 
f.o.b. Chicago: Competition, 
ized after made, water pails, 
$1.85 doz.; 10-qt., $2.10 doz.; 12-qt., 
$2.30 doz.; 14-qt., $2.57 doz.; galvan- 
ized wash tubs, No. 1, $6 doz. : No 
2, $6.75 doz.; No. 3, $8 doz.; >-gal. 
galvanized kerosene can (tin breast), 


stocks, 
galvan- 
8-qt., 


$4.25 doz.; 5-gal. 28-gage, soldered, 
not cemented seam, galvanized 
breast, $6.85 doz.; l1-bu. galvanized 


baskets, $7 doz. 
GARDEN HOSE.—The outlook is ex- 
ceptionally good for this line. 


We quote from jobbers’ stocks, 
f.o.b. Se ag Good quality, molded 
hose, %4-in., 10%c. per ft.; %-in., 12c. 
per ft.; %-in., 13c. per ft.; 3-ply, good 
quality, wrapped, %-in., 10c. per ft.; 
%-in., 12c. per ft.; 4-ply, good quality, 


wrapped, %-in., 12c. per ft.; %-in., 
l4c. per ft.; 5-ply, good quality, 
wrapped, %-in., 9c. per ft.; %-in., 
lic. per ft. 


GLASS AND PUTTY.—Demand is 
backward, due to season. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Single strength A and 
B, up to 40-in., 85 per cent discount; 
over 40-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Commercial put- 
ty, _i09- lb. kits, $3.20; glaziers’ points, 
ae 1, 2 and 3, one doz. packages, 
Se. 


HATCHETS.—Dealers consider present 
prices favorable. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2 extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $12.40 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
Senne a oy shingling hatchets, 
NO 


HANDLED HAMMERS. — Sales _re- 
ported as normal and prices attractive 
at the present low basis. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 per doz.; 12-02. 
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ball pein, $8.80 per doz.; competitive 
forged nail hammers, $9.60 per doz.; 
cast steel hammers, $4 per doz. 


HANDLES, TOOL.—Sales active; prices 


firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe WHandles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz. : special white 
second growth hickory, $5 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50 per doz. 


HANDLES, AGRICULTURAL.—Sales 


said to be as heavy as last year. 


We s eaeall from jobbers’ stocks, 
f.o.b. Chica 

Hay Pork Handles. — Straight, 
yea oe: and bored, best grade, 414- 

Ag 50 doz.; 5- at. $5.50 doz.; XX 
yee _—= doz - 5-ft., $4.80 doz.: x 
414-ft., $2.40 doz.; 5- ft., $2.80 doz. 

Hay Fork Handles. —Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and can 4-ft., $5.50 doz.; 4%- 
ft., $5.75 doz.; XX bent, 4%-ft., $4.50 
doz.; 5-ft., $5.50 doz.; X bent, 414-ft., 
$3 doz.: 5-ft., $3.40 doz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%4-ft., %. 10 
doz.; XX bent, 4-ft., $4. 15 doz.; 414- 
ft., $4.40 doz.; X bent, 4-ft., $2.60 
doz.;: 414-ft., $2.95 doz. 

Garden Hoe Handles.—XxX 4%-ft., 
$3.45 doz.; X 4%-ft., $2.40 doz. 

Garden Rake Handles.—XxX 5'-ft., 
$5.25 doz.; X 5%4-ft., $3.25 doz. 

Shovel Handles.—Regular pattern, 
XX. 41%-ft., $5.90 doz.; X 4%4-ft., $3.90 

z.; D handle, best grade, $7.95 doz.; 
X grade, $6 doz. 

Spade WHandiles.—D handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—Good demand reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74; 
6-in., $2.12; 8-in., $3.54; 10-in., $5.43 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.90; 5-in., $2.0 
6-in., $2.52; 8-in., $4.30; 10-in., $6.13 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales have 


not improved greatly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 
1- -qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list; 4-qt., $8.25 list; 6-qt., $10.45 
list; 8- at., $1 3.50 list; 10- qt., $18 list; 
12-qt., $21. 55 list; 15- -qt., $25. 60 list; 
20-qt., $33.20 list: 25-qt., $42.60 list; 
Arctic, 1-qt., $4 list; 2-qt., $4.60 list : 
‘3-qt., $5.55 list: 4-qt., $6. 80 list; 6-qt., 
$8.60 list; 8- -qt., $11. 10 list. All the 
above less 50 per cent discount. 


INCUBATORS.—Heavy business still 


coming in. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per 
cent discount; brooder stoves, 30 per 
cent discount; insulated chicken 
waterers, $3.25 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Good prospects for heavy 


orders. 


We quote from _ jobbers’ . stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in., ball bearing, 
5-knife, 1ll-in. wheels, $13.75 each; 
16-in., ball bearing, 4-Knife, 10%-in. 


wheels, $10.95 each; 16-in. plain bear- . 


ing, 4-knife, 10%-in. -wheels, $9.50 
each; 16-in., ball bearing, 4- -knife, 
9-in. wheels, $9.50 each; 16-in., plain 
bearing, 4- knife, 9-in. ‘wheels, $8.10 
each; 16-in., ball bearing, 4-knife, 
8-in. wheels, $8.60 each; 16-in., plain 
bearing, 3-knife, 8-in. wheels, $6.40 
each. 

Grass Catchers.—Galvanized  bot- 
tom for 14 to 16-in. mowers, full 
packages, YY 80 doz.; galvanized bot- 
tom for 18 to 21- in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 12 to 16- in. mowers, $5. 90 
doz.; plain bottom, — for 18 to 
21-in. mowers, $7. 60 
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NAILS.—Sales seem to be improving, 
but better weather is needed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base; cement coated, 
$3.25 per keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 
aa longer, $2.50 for shorter than 
-in. 


OIL STOVES.—Better interest expected 
shortly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3- burner, $22 each list; 4- burner, $28 
each list; new improved New Perfec- 
tion, 2- burn er, $22 each list; 3- 
burner, $28.50 each list: 4- burner, $35 
each list: Superfex 2- burner, $36 each 
list; 3- burner, $45 each list; 4-burner, 
$58.50 each list. All subject to a 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—Sales are said 
to be very good at this time. Linseed 
oil declined 4 cents per gal., turpentine 
1 cent per gal. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil. —Raw, barrel lots, $1.06 
per gal.; 5-barrel lots, $1.01 per gal. 

Linseed Oil.—Boiled, barrel lots, 
$1.08 per gal.; 5-gal. barrel lots, $1.03 
per gal. 

aca nine spieditinnmemen lots, $1.14 per 
gal. 

Denatured Alcohol.—Barrel lots, 
55c. per gal. 

White Lead.—100-Ib. kegs, $15 per 
keg: 50-lb. kegs, $7.75 per keg; 25-Ib. 
kegs, $3.95 per keg; 12%-lb. kegs, 
$2.05 per keg. 

Dry Paste.—Barrel lots, 6c. per Ib. 

Shellac. — (4-lb. goods) white, 
$3.50 per gal.; orange, $3.25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ibs. 


PYREX WARE.—Good business re- 
ported for spring. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Pilates.—No. 202, $6 doz.;: No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility } meade 231, $8 doz.; No. 
232, $14 doz 


RADIO.—Demand still good; tube situ-_ 


ation unchanged. 


REFRIGERATORS.—Late orders are 
liable to disappointment. 


ROLLER SKATES.—Demand big ac- 
count of better weather. ~- 


We quote from seen J stocks, 
f.o.b. Chicago: Chicago boys, ball 
bearing, $1. 45 pair; Girls’ ball bear- 
ing. $1.55 pair. Union boys’ ball 
bearing, $1.55 pair; girls’ ball bear- 
ing, $1.65 pair. 


ROOFING PAPER.—Prices are very 
firm after the recent advances except 
for occasional “leaders” on unguaran- 
teed factory grades. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2 per square; 
best tale surfaced, $2.35 per square; 
me “e 3 talc surfaced, $1.65 per 
squa light tale surfaced; $1.05 per 
= red rosin sheathing, $70 per 
on. 


SASH CORD.—Prices are slightly re- 
duced. Good business reported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.75 per doz. hanks; No. 8, $12.30 
per doz. hanks. 
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SASH PULLEYS.—Demand is ssatis- 
factory in sash pulleys. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 45c. doz. Common 
Sense, 2-in., 60c. doz.; barrels, 54c. 
doz. No. 105, 52c. doz.; barrels, 48c. 
doz. 


SCREEN DOORS.—Future orders have 
been shipped now. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 9 00» 2-8 x 6-8, 
$23.15 doz.; No. 296, 2-8 x 6- 8, $28.20 
doz.; No. 311, 2-8 x 6- 8, $40 doz. 

Window Screens.—No. 1833, $5.30 
doz.; No. 2433, $6.50 doz. 


SCREWS.— Demand is healthy and 


stocks are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $36 per 100 Ib.; medium, 45- 
55 solder, $35 per 100 Ib.; tinners, 
40-60 solder, $34 per 100 Ib.; high 
speed babbitt metal, $25 per 100 Ib.; 
Standard No. 4, babbitt metal, $14 
per 100 Ib 


STEEL SHEETS.—Demand is fair and 
prices are still quoted for shipment up 
to July 1 without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 26-gage 6-in. pipe, 
$17.50 per 100 joints; 28-gage 6-in. 
pipe, $15.50 per 100 joints; 30-gage 
6-in. pipe, $13.50 per 100 joints; 28- 
gage 6-in. elbows, $1.60 doz. 


WHEELBARROWS. — Sales are _in- 
creasing, as prices are considered very 
favorable. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bDbar- 
rows, $3.50 each: common steel trav 
barrows, $5.50 each: steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Prices holding firm; 
improved demand reported. 


We ‘quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 Ib.; catch weight 
spool galvanized cattle or hog wire, 
$4.60 per 100 Ib.; 80-rod spool galvan- 
ized hog wire, $3.98 per spool; No. 9 
galvanized plain wire, $4.15 per 100 
lb.: polished fence ‘staples, $4.25 per 
100 lb.; catch weight spools painted 
barb wire, $4.30 per 100 Ib.; 12-mesh 
black wire cloth, $2.10 per 100 sq. ft.; 
12-mesh galvanized wire cloth, $2.45 
per 100 sq. ft.: 14-mesh bronze wire 
cloth, $6.70 per 100 sq. ft. in 50-ft. 
rolls; galvanized before poultry net- 
ting, 45-10 per cent discount: gal- 
vanized after poultry netting, 45 per 
cent discount. 


WRENCHES.—Steady demand with 
firm prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off; engineers’ 
wrenches, 25 per cent off; Knife han- 
dle wrenches, 40-10 per cent off; 
Stillson, 60-10 per cent off; Trimo, 
60-71% per cent off. 

We quote f.o.b. factory: 

Snap-On Wrenches.—No. 101, Mas- 
ter Service set, $15.25; No. 202, Heavy 
Duty set, $8; No. 404, Universal 
Socket set, $7; No. 505B Screw 
Driver set, $3.40. All Snap-On 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 
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HARDWARE AGE 


April 3, 1924 


Substantial Builders’ Hardware Demand 
Continues in Minneapolis and St. Paul 


(Minneapolis office of HARDWARE AGB) 
LTHOUGH weather conditions have been favorable, 
A spring trade seems to be a little slow in getting 
under way. General conditions are sound, however, 
and much better conditions are expected to prevail within 


BOLTS.—Steady improvement noted in 
sales; stocks good; prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts 50-5 per cent; large 
and small machine bolts, 55-5 per 
cent; stove bolts, 70 per cent; lag 
eowe, 60 per cent from standard 
ists. 


BRADS.—Retail and wholesale demand 
considered satisfactory; stocks good; 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 
25-Ib. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.—A great 
deal of interest is being shown by 
contractors in prices and stocks of build- 
ers’ hardware. Dealers’ and jobbers’ 
stocks are in good condition and a very 
substantial demand is in sight. 


COASTER WAGONS. — Retail sales 
opening up well; heavy demand ex- 
pected; stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Apto wheel coaster 
wagons, No. 60, $5.50 each: No. 61, 
$6.44 each; No. 62, $7.03 each: No. 
63, $7.72 each: Overland and Awl- 
steel coaster wagons, 50 per cent 
from lists. 


COPPER RIVETS AND BURRS.—Good 
demand from garage trade; stocks 
ample; prices steady. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Copper rivets and 
burrs, 40 per cent from list. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS. — Sales beginning to 
develop rapidly; stocks good; prices 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, la 
joint, single bead, 5-in., $5.25 per 1 
ft.; 3-in., 28-gage conductor pipe, 
$5.40 per 100 ft.; 3-in., conductor el- 
bows, $1.73 per doz. 

FIELD FENCE.—Early for any active 
demand; prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field fence, 56% 
per cent from lists. 

FILES.—Retail and wholesale demand 
considered good; stocks ample; prices 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files, 


50-10 per cent; second grade files, 
65-10 per cent. 


GALVANIZED WARE.—Sales show 
steady improvement; stocks good; 
prices steady. 

We quote from jobbers’ igpets, 


f.o.b. Twin Cities: Standard 

galvanized tubs, $6.85; No. 2, sv 15: 
No. 8, $8.95; Heavy galvanized tubs, 
No. i, $12; No. 2, $13.25; No. 3, 
$14. 50; Standard galvanized pails, 10- 
at., $2.55: 12-qt., $2.90; 14-qt., $3.20; 
oy stock pails, $5; 18-qt., $5. 15 


GLASS AND PUTTY.—Fair demand; 
stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices 
single strength glass, 83 per cent; 
double strength glass, 85 per cent 
from lists. Putty, strictly pure, 50- 
Ib. steel drums, $5; 25-lb. drums, 
$5.20 per cwt. 


HAMMERS AND HATCHETS.—Much 
better demand for this line; stocks 
good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; Plumb 
HF81, $12; Riverside, No. 6 11%. $12; 
Plumb Broad Hatchet, No. 2, $17.15: 
Plumb shingling, No. 3, $13.15; Plumb 
Claw, No, 2, $14.40 per doz. 


LANTERNS.—Sales continue in fair 
volume; stocks ample; prices un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular, long 
or short globe, $13 per doz.; engeage So 
lanterns, No. 210, $7.75 per ‘doz.: 

240, $12.75 per doz.; No, 130, Midget 

vehicle lanterns, $17 per doz. 
NAILS.—Steady demand for nails de- 
veloping; stocks at present good; prices 
steady. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg, base: cement 
coated nails, $3.60 per keg, base. 


PAINTS.—Sales picking up rapidly; 
total sales good; prices unchanged with 
exception of increase in price on white 
lead. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First quality house 
paints $2.80 per gallon: second quality 
of house paints $2.10; white lead 
$13.53 per cwt. 

PYREX OVEN WARE.—Sales good; 
demand steady; stocks good; prices 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware, 
No. 101 casseroles, $1.33 each: No. 
197 casseroles, $1.11 each: No. 202 pie 
plates, 50c.: No. 210 pie plates, 67c.: 
No. 212 bread pans, 60c.; No. 231 
utility pans 67c.: No. 12 tea pots, 
2-cup, $1.67 each: No. 24 tea pots, 
4-cup, $2 each ; No. 36 tea pots, 6- 
cup, $2.33. 


ROPE.—Sales continue to show a 
steady improvement; jobbers’ stocks 
good; prices very firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades manila 
rope, 1914c. = Ib.; best grades sisal 
rope, 17%c. r Ib. 

SANDPAPER .__Sales both in whole- 
sale and retail way are improving rap- 
idly; stocks good; prices stationary. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
gy per ream, $5.85; Second 


1, per ream, $5.25; Garnet 
No. 1 per ream, $16.50. 


SCREWS.—Good demand, especially 
from the larger users, such as manu- 
facturers; stocks ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Plat head bright 
screws, 75-5 per cent: round h 
blued screws, 72% per cent: flat 


a couple of weeks when building operations get under way. 

Both retailers and wholesalers report a steady im- 
provement in sales. Sales of automobile tires and acces- 
sories are reported as very good. Radio supplies and 
equipment are in good demand. 


head, japanned, 67% per cent; flat 
head, brass screws, 70 per cent; 
round head brass, 67% per cent. 


SASH CORD.—Contractors very much 
interested in spring requirements and 
some orders are being placed. There 
has been a slight advance or rather 
price readjustment on the common 
— 


quote from jobbers’ stocks, 
Lob > Twin Cities: Best grades No. 8 
86 cents per lb.; Ordinary grades No. 
8, 56 cents per ‘lb. 


SASH WEIGHTS.— Jobbing demand 
good; too early in building season for 
retail sales; stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, 
$2.50 per cwt. 


SOLDER.—Sales good; stocks good; 
prices have shown a slight decline. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed Half 
and Solder 38% cents per Ib. 


TACKS.—Sales fairly good; stocks 
ample; prices as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: American cut 
tacks, 6, 8, and 10 oz., 60c., 55c., and 
50c. per doz. 2-0z. packages, respec- 
tively; 8-oz. blued carpet, 3lc. per 
doz. packages; No. 11, double pointed, 
35c. per doz. packages; 8 oz. cut 
tacks in bulk, 15%c. per Ib.; 6 oz., 
16%c. per Ib. 


WASHERS.—Sales to manufacturers 
good; stocks ample; prices as last 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: %™ in. wrought 
steel washers, $6.15 per cwt.; 1 in., 
$5.60 per cwt. 


WHEELBARROWS.—Demand for bar- 
rows shows steady improvement with 
the approach of building season; stocks 
good; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz. 
Tubular steel, No. 1, $6.75 each; 
wood garden barrows, $6.25 each. 


WIRE.—Sales rather quiet, but consid- 
erable more interest is being shown in 
this line; prices stationary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80-rod spools, $3.70; 
galvanized cattle, $3.97; painted hog 
wire, $3.96; Ivanized hog wire, 
4.25; smooth lack annealed, No. 9, 
4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt 


WRENCHES.—Both retail and jobbing 
demand very good; stocks fair; prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches 65 per cent; Coes wrenches, 
40-10 per cent; engineers’ wrenches, 
62% per cent from new lists; knife 
handle wrenches, 40-10 per cent 
Stillson and Trimo wrenches, 60 per 
cent; Snap-on wrenches a. Ras 
Master Service, No. 101, $15 
202, $8; No. 404, $7; No. ayn Py 40 
less 40 per cent f.0.b. Milwaukee. 
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New York Prices Continue Firm; Lawn Mowers Attracting 


Interest 


Pick-up Trade Increasing; Interest is being shown in lawn mow- 


ers, but no real buying vigor has shown 


itself as yet. It is not expected until 
Mareh Sales U 35% later in the spring. Inquiries about 
Pp prices, however, are frequent. 
Jobbers’ quotations to retailers 





Price conditions in the New York | for tools, builders’ hardware,: contrac- ae 
market continue fundamentally firm.| tors’ supplies and house furnishing Lawn Mowers.—Plain bearing, 8-in. 
N drive wheels, 5-in. reel, 3 steel knives, 
0 major changes were announced by | goods. cae screw adjusting, 12-in., $5.60 each: 
jobbers during the past week. Buying Stocks in jobbers’ warehouses are 14 in., $5.85 each; 16-in., $6.25 each: 
on the part of retailers is improving. | said to be well balanced. They are or- 18-tn., $8.65 cach. IO 
Pick-up business is increasing and su-| dering regularly, although in placing adjusting, 8-in. drive wheels, 514-in. 
burban dealers are ordering in larger} future orders they are exercising no- diameter reel, screw-adjusting cutter 
volume. ticeable caution and restraint. bar, 3 steel knives, 12-in., $7.25 each; 
. . ‘ . - 14-in., $7.60 each; 16-in., $7.95 each; 

_Good seasonal retail business is con- Some of the leading jobbers in the 18-in.. $8.30 each. 

tingent on better weather conditions, | local market report a substantial in- Ball-bearing lawn mower, self- 
which so far have not been favorable | crease in their sales for March, some ggg ee yg —® Baer sone et. 
for the sale of strictly seasonal goods. | averaging as high as 35 per cent bet- - on hg . ein 
y £ . ging £ s p knives, 14-in., $9.15 each; 16-in., 
Dealers have been compensated, how-/| ter than for March of last year. Col- $9. 50 each; A8- in. $9.85 each. i" 
: : a earing lawn mowers, self- 
ever, by strong and consistent demands | lections, however, are reported as slow. oftaian tabéinel samen 26% ia. 


open drive wheels, 4 self-sharpening 
knives, 6-in. diameter reel, 14-in., 
10.35 each; 16-in., $10.90 each; 18-in., 
11.45 each; 20-in., $12.10 each. 











° each: sprinkler, 20% in. high, 3 brass Self-adjusting, ball-bearing lawn 
Early Interest Shown in arms, $2.25 each. mower, i0%-in. wheels, 6-in. diam- 
ag : Sprayer Tin, will spray all kings = | eter Ped egy CUNT cat ana 
ose an CCESSOFIES Se, eet nene ak $14.65 each; 30-in., $15.30 each. 
, ; length 14 in., 3lc. eac 
Early interest continues for garden Junler Gneavyer. ~ Galvanised steel 
hose and garden hose accessories. tank, 20 in. long, 7% in. diameter, 
Prices are firm and stocks are ample. riveted and penered, brass pump and Ord f R 1 
. 4% . valve, capacity 4 gal., shoulder strap 
Jobbers anticipate good spring sales.| jeayy rubber tube, automatic shut rders tor holiers 
Jobbers’ quotations to _ retailers, off nozzle, $5.25 each: bucket pump, i 
f.o.b. New York: working parts all brass, handle and New York jobbers report a number 
‘ Sent, it wy, 8i4c. per ft.; foot rest muaticatie iron, eauipped of suburban orders for lawn rollers. 
; ’ pe wit S n. ose wit spray ’ 

ft. Good Luck brand, llc. per ft. nozzle, $3 each; continuous sprayers, Jobbers’ stocks are moderate, but are 

Milo brand, 12%c. per ft. Bull Dog galvanized, 90c. each; brass, $1.15 reported as ample. Prices are firm. 

brand, 13%4c. per ft. each. Jobbers’ quotations to _ retailers, 

to Nozzles —S3e. each; less 5 per cent os a f.o.b. New York: 
. filled with 
Couplings.—Brase, %, % and % in., ‘a Lawn Rollers—-Can be 
. ater or sand, diameter 14 in., length 
, . e ‘wit water, eac 
nr fh in., $2, $2.05. $2.15 re pectively Slowly Growing same, diameter 18 in., iength 24 in., 
$3.20 respectively per 100. , : ; : , weight po eee 14 Ib., = ee 
Hose Menders.—(Cooper’s), Increasing interest is being mani- — AE > 
% in., 6c. each; (Perfect Clinch). | fested for awning hardware by re- as 2 ih Mel’ wits ites, U0 
2 % and % in., 7%c. each. tailers. Prices are firm, stocks ample Ib., $17.17 
and jobbers expect an increase in this 
year’s demands. 
: Jobbers’ quotations to. retailers, . . 
Reels Starting Well f.0.b. New York: Barrows Firm and Active 
. Awning Tips.—With eyes, galvan- 

Among the items suburban dealers ized iron for use with omg and paid Continued interest is being shown 
are designating for early shipment are fe ng Boman % ty a 4% — 4A wheelbarrows by both retailers and 
hose reels. Stocks are good and prices} i276 % pipe or % iron, $7.75 per 100. contractors. Stocks are fair, prices 
firm. oo —. on gg gg mage firm. 

’ rod, galvanized iron, size % pipe or : 3 

ae: ULC i iron, $6 per 100: same % pipe or _ Jobbers’ quotations to retailers 

Hose Reels.—All metal, 9 in. cor- % iron, $7.10 per 100; same % pipe gpg iE 
rugated steel drum, cast iron wheels, or % iron, $8.50 per 100. nt” Gama and ton at Se 
capacity 100 ft. % in., hose, $2.05 Awning Hinges. — Galvanized iron oited, a me 
each. with jaws and machine screws, $3.75 maple wood, tray 18 in. wide on bot- 

Hose Reel.—Of steel rods, elec- per 100 to $4.50 per 100; awning rod tom, steel wheél, 16 in., $3.25 each. 
trically welded together, japanned, sockets, galvanized iron, 36 in. round Same, full bolted, extra strong, 
galvanized steel drum, diameter of slide rods, $4.50 per 100; awning nut larger tray, $3.65 each. 

wheels 21% in., length of handle, 28 slides, galvanized iron for % in. rod, Wheelbarrows.—Steel tray, 33 x 27 

in., capacity 100 ft. of garden hose, $6 per 100; cotter slides, galvanized in., depth 11% x 7% in., holds 3 cu. 

$2.05 each. iron, % in. rod, galvanized _ cotter pin, ft., strong bolted wood frame, steel 
Hose Reel.— All metal, tubular $4.50 per 100; awning slide rods, % wheel, $5.25 each. All steel tubular 
frame, corrugated galvanized steel in. round galvanized iron, 2 ft., 10%c. wheelbarrow for coal, cement, sand, 
drum, tubular steel wheels, height of each; 2% ft., 12%c. each; 3 ft., 16c. etc., width of tray 29 in., length of 
reel, 21 in., capacity 100 ft., $3.90 each. tray on top 32 in., weight 70 Ib., $8 
each; same height of reel, 24 in., Line Cleats.—Malleable iron, gal- each. Same, vith tray 30 in. wide, 
capacity 150 ft. of hose, $4.40 each. vanized, 4% in., $2.75 per 100; 6 in. length of on top 38% in., 
$4 per 100; 8 in., $6.75 per 100; gal- weight 80 Ib. "33. 75 each. Same, with 
vanized awning rings, % in., 65c. tray 33 in. wide, 41% in. length on 

“a a ———_ ag Se top, weight 100 Ib., $11.50 each. 
ee ‘ - ggg Pannen gael ee Mortar Barrows.—Angle steel legs 

wire galvanized, oblong, 26c. per 

Inquiries for Sprinklers 100: awning eyes, steel wire. galvan- and braces, tray measures at top 26 
ized, 63 to 78c. per 100. x 34 in., bottom 15 x 19 in., —— 

Inquiries are being received by local wheel end, 16 in., handle end 7% in., 

bb f ] kl d tray ee rolled over steel rod, capac- 
jo ers tor iawn sprin ers and spray- —_—__——— ity 3% — a oe. steel wheel, 
ers. Stocks are ample.. handwood handle, $7.30 each. 

Jobbers’ gnetetiens to retailers, ; Garden Barrows.—Bolted, well fin- 

19. New Fore rams, tm. 1 smpesieommestne oaneerie erie erate Be 

inkler. —fhect rass, n. in . of bo n., len oO n., 
dindeaber, 59c. each; sprinkler, cres- No change was made during the past width ‘of body 17x 1 12% im. $4.90 
cent shape, top polished wrought week in the sash cord situation. De- each. Same, height of body 10 in., 

brass, bottom galvanized steel, mands are fair in quantities, and more length 28 in., width 19% by 15%, 

throws all water to the front and . $5.60 each. Same, height of ates 10, 

sides, 8% in. base, 58c. each; or less consistent. length 28 in., width 21% x 19, 36. 30 

sprinkler, 11 in. high, mounted on Sash Cord.—First grade, 48c. to 55c. each. Same, height of body 14 in., 

heavy malleable iron sleds, 3 brass base per lb. Prices vary in different length 29% in., width 24% x “or 1%, 

arms, other parts japanned, $1.38 sections of the city. $7.25 each. 
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STEEL GOODS MORE ACTIVE IN NEW YORK 


Steel goods are moving more briskly. 
Pick-up orders are increasing. Subur- 
ban dealers are reported to be making 
sales, although real activity in this line 
is contingent on warmer weather. 
Stocks are ample and prices firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Manure Forks.—Drop ferrule, ~~ 
drop-forged tines, selected D ash 
handle, 4 12-in. times, $1.58 each; 5 
13-in. tines, $1.76 each: 6 13-in. tines, 
$2.05 each; 5 13-in. tines, 4-ft. handle, 
$1.50 each; 6 13-in. tines, 4-ft. handle, 
=) each. (Lots of six, 5 per cent 
off. 

Hay Forks.—3 oval 12-in. drop- 

forged tines, bronzed and polished: 
select ash handle, strapped ferrule 
5-ft. bent handle, $1.12 each; 6-ft. 
bent handle, $1.35 each. (Lots of six, 
5 per cent off.) 
Spading Forks.—Malleable D han- 
dies, strapped ferrule; angular drop- 
forged tines; 4 tines, 76c. each; spad- 
ing forks, wood D handle, strappe a 
ferrule, 4 heavy tines, $1.64 each; 5 
heavy ‘tines, $2.08 each. 

Wooden Rakes. —Wooden hay rake, 
12 teeth, two bows, 40c. each: same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 





20-in. head, malleable socket, securely 
fastened to head, pinned teeth and 
head, 55c. each. 

Genuine Yamada lawn rake, 95c. 


ach. 

eaSteel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 
514-ft. ash handle, 12 teeth, 77c. each; 
14 teeth, 8lc. each; 16 teeth, 89c. 
each. Malleable, 12 teeth, 32c. each; 
14 teeth, 36c. each; 16 teeth, 40c. 
each. 

Garden WHoes.—7-in. steel blades, 
black finish, 44%4-ft. ash handle, solid 
shank, 36c. ‘each: 7-in. blade, bronze 
finish, 7lc. each; 6-in. blade, bronze 
finish, 77c. each. Mortar hoe, forged 
steel blade, bronze finish, solid shank, 
6-ft. ash handle, 9-in blade, 95c. 
each. (Lots of six, 5 per cent off.) 

Trowels. — Garden trowels,  6-in. 
blued steel blades, black-enameled 
handle, riveted tang, 7c. each; heavy 
solid steel 6-in. blade, half polished, 
riveted shank, hardwood handle, 10c. 
each; Il- piece socket, 6-in. forged 
steel blades, polished and enameled 
red, length over all, 13% in., 29c. 
each. All steel trowel, 17c. each. 
Socket pattern solid forged one-piece 
blade and socket, wood-grip handle, 
60c. each. 

Hand Spading Forks.—Three heavy 
flat tines, polished and japanned, 
black-enameled handle, 10 in. over 
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Tool Handles Active 


Tool handles of all kinds, especially 
for agricultural implements, are in 
strong demand. Jobbers’ stocks are 
adequate to meet all requirements, it 
is said. Prices are firm. 


Jobbers’ quotations to _ retailers 
f.o.b. New York: 

Tool Handles (Agricultural).—Hay 
fork handles, bent, 5-ft., 33c. each; 
6-ft., 51c. each. 

Manure fork handles, bent, 4%-ft., 
29c. each. 

Spading fork handle, 4%-ft., 36c. 
each, 

Hoe handle, shank or socket style, 
414-ft., 22c. each. Mortar style, 6-ft., 
15c. each. 

Long shovel handle, bent, 4%-ft., 
37c. each. 

Lome spade handle, 4%-ft., 37c. 
each 

Bent D handle, manure fork style, 
46c. each. Spading fork style, 46c. 
each. Shovel style, 50c. each. Spade 
style, 50c. each. 

Malleable D fork handle, manure 
fork style, with strap ferrule and cap, 
58e. each. Spading style, 40c. each. 

Spading style, with strap ferrule 
and cap, 63c. each. 


Lawn Rakes.—Three ‘wood bows, 24 all, 10c. each; 4%4-in., malleable tines, ° ° 
teeth, 55c. each; same with 3 alumi- half polished, brass ferrule, polished Wire Goods In Better 
num steel bows, 24 teeth, 72c. each handle, 10%c. each. 
Ladies’ Lawn Rake.—Two wood Lawn Weeder.—3 steel spring | Local Demand 
tnt 18 oe. anaes head, 5-ft. ge tinned wen eg ey a 
andle, 50c. each. 10c. each; 4 steel tines, 42-in. handle, re . : 
Wire Lawn Rake.—24 wire teeth, 44c. each. | Wire goods are moving well. Stocks 
are good and prices firm. Pick-up de- 
eee ee mands have accelerated local business. 
Jobbers’ quotations to retailers, 
’ " = . . 
Bolts and Screws Steady work that is being done, and also the | _ f.o.b. New Yor 
/ demands in rural and suburban dis- | Poultry Netting.—From New York 
. : : stocks, 40-2% per cent; f.o.b. Pitts- 
Bolts and nuts continue consistently _ tricts. | burgh, 45-5 per cent. 
active. Stocks are ample; prices Jobbers’ quotations to retailers, | Wire Cloth. — Jobbers’ quotations, 
steady. f.o.b. New York: 0.b. New York: 9 
: ‘7. 9 Black wire cloth, 12-mesh, $2.30 


Jobbers’ quotations to retailers Shoveils.—(Baldwin) No. 2, both D per 100 sq. 


- , ; “ . ft. 
f.o.b. New York and long handle, and both round and yalvanized wire cloth, 12-mesh, 


> a square points, and also D and long | : 
Bolts and Nuts.—Common carriag handle spades are all, $13.25 a doz.: $2.75 per 100 sq. ft.; 14-mesh, $3.25 





bolts, small, 35-10 to 40-10 per cent; - me ; ver 100 8s 
large, 35-10 to 40 per cent. same as above, Ames brand, all ' Copper “wire cloth, 14-mesh, $7.25 
Machine bolts, small, 45-10 to 50 per tenn a Re _o as above, Fox per 100 sq. 
cent; large, 45 to 45-10 per cent. rand, $13.50 a doz. Bronze, 4 ah $7.50 per 100 sq. 
Lag screws, 45-10 to 50 per cent. ct. ¢ bronze, 16- mesh, $8.95 per 100 
Stove bolts, 75 to 75-5 per cent, ate aceon sq. ft.’ 
= ~_~ ty round head. Wire cloth, gee ae anaes 
Sink bolts, 75 to 75-5 per cent. a 2 ge cloth, %-in. mesh per 10 
Tire bolts, 45 to 50 per cent. Nail Sales Brisk sq. ; %-in. mesh, $5.25 per 100 sq. 
Step bolts, 40-5 per cent. se : , : ft.; %4- ‘in. mesh, $5.50 per 100 sq. ft. 
Screw anchors, 75-10 per cent. _ Activity continues in the nail mar- 
Lag screw shields, 80 per cent. ket. Prices are unchanged; stocks ap- 
Machine bolt shields, 65 per cent. ears | ] , 
Screws.—Flat head steel machine parently ample. P . 2 
screws, 66% to 70-5 per cent. | Jobbers’ quotations to retailers Linseed Oil Quiet 
Round head steel machine screws, | fo0.b. New York: ' 
va gs a brass eclitlien. ncsindiide | Nails.—Wire nails, $4 base per keg. Conditions are unchanged in the lin- 
a ea as cnine Ss Cut nails, $4.50 base per keg. P d oil ket S lati 50a% 
60 to 60-10-5 per cent. :' Wire nails and brads in small lots, a ere _ snares Alea Cn 
plat head steel Sa ae Nyanga 70-10 per cent off list in 1 lb. papers fluctuate from day to day, but the basic 
Galvanized iron, 60-20-5-5 to 70-20- heen eer cheke 05.58. Ib., $8.20: market is comparatively firm. Interest 
5-5 per cent. | ee a oe is mild. 
Flat head brass, 70-20-5-5 per cent. | | , : eee 
Round head blued, 7214-20-5-5 per —— — Jobbers’ quotations to retailers 
cent. <> a a , e% . 
‘ icke ate 9 11, -90)- inseed Oil.—In lots of less than 5 
Jone ee | Rope Sales Steady bbl., 98c. per gal.; in lots of 5 bbl. 
Round head brass, 6714-20-5-5 per | or more, 95c. per gal. Calcutta lin- 
cent. | No change has been made in the rope seed oil in bbl., $1.07 per gal. Boiled 
Cap screws, 80 per cent. market, although rumors are still heard a ee ere eae eee ee 
Prices varv in different sections of hen ; z extra; oil in half bbl., 5c. per gal. 
mas. that prices are likely to advance in the additional. 


near future. Jobbers say, however, that 
they do not expect any radical change. 
Stocks are good. 


Jobbers’ quotations to _ retailers, 


Hods in Demand Batteries in Strong Demand 


Brick and mortar hods are at present f.o.b. New York: |. The demand for batteries of ali kinds 
. : Rope.—First grade Manila _ rope, ° : 
very active in the New York market. | 1s8%e. base per lb.; hardware grade, at the present time is large. The sun- 
The supply is ample and prices firm. 1Giec. base per Ib. ; ~— srade ~ ply is apparently adequate, and the 
Jobbers’ quotations to retailers, we cer Ib. ee a ee prices firm. 


f.o.b. New York 


Brick Hods.—W ood, $2 each; motor Red Seal ~ 2 pliiaee each, in 
v0 





. we a aes cases of 50 an 
hods, wood, $2.35 each. gfadio materi Fe ay mg vo ly a. 
763, voltage b, ; or less an 
Frequent Calls for Bulbs 10; $1 for quantities of from 10 to 49; 
. . 90c. for more than 50; No. 764, volt- 
Heav Call for Shovels _ Flashlight bulbs were in good de- age 22%, less than 10, $1.35; 10 to 
y mand during the past week in the local 49, $1.27; 50 and more, $1.13; No. 766. 
, . : ket voltage 22%, less than 10, $1.75; 10 
Among the more active items in the Market. aiid Alig em to 49, $1.67: 50 and more, $1.50; No. 
current market are shovels. One of the Bulbs.—Jobbers are quoting in lots 767, voltage 45, less than 10, 50° 
_ - ‘ | of 50 or more, 35 per cent discount; 10 to 49, $3.34: 50 and more, $3; No 
reasons for this is said to be because | in lots of less than 50, 30 per cent 771, voltame 4%. less than 1¢, 48c.: 
of the large amount of construction | discount. 10 to 49, 40c.; 50 and more, 36c. 
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Sales Increasing in New England 
— Prices Remain Comparatively Unchanged 


(Boston office of HARDWARE AGE) 

\ N J HEN books and accounts have been balanced 
it will be found that March, after all, will be a bet- 
ter month than the average New England retail 

hardware dealer had anticipated. The blizzard early in 

the month and unusually cool weather attended by snow 
later assuredly put a damper on business as it did on other 
lines. But between shivers and chills public buying gath- 


ered considerable momentum. 


Invariably retail dealers have all the necessary enthusi- 
asm as regards current and future business. 
little difficulty in selling goods when weather conditions 
Many are of the opinion that never before 
within their memory has it been as easy to sell merchan- 
Even in the most prosperous war boom 
In several instances March 
over-the-counter sales will run about 25 per cent ahead of 


are favorable. 


dise as it is today. 
days it was more difficult. 


BARBED WIRE.—A sizable tonnage of 
barbed wire has been sold by jobbers on 
direct shipments, and most of it deliv- 
ered. Sales from stock have slowed up 
somewhat, as might be expected just 
now. 


We quote jobbers’ 
stocks: 


Barbed Wire.—From store, galvan- 
ized, Waukegan, 80-rod reels, com- 
mon, $4.30 per reel; two-ply, $3.78 pa 

10 


from Boston 


reel; catch-weigh ts, common, $5. 
per 100- lb.; two-ply, $5. 
From the mill, f.o.b. Pittsburgh, 


galvanized catch-weight, in car lots, 
$3.90 per 100-lb.; in less than‘car lots, 
$4.15, two-ply is quoted the same; 80- 
rod reels, galvanized four- point in 
car lots, $3.30 per reel; in less than 
car lots, $3.55; Lyman, four-point, in 
car lots, $3.40: in less than car lots, 
$3.65; two-ply, twisted, in car lots, 
$2.84; in less than car lots, $3.09. 


BICYCLES.—The bicycle situation ap- 
pears to be shaping up in a satisfactory 
manner. Pleasing sales already have 
been made by jobbers and new business 
is constantly coming forward. So far 
little trouble has been experienced in 
deliveries. 
We quote 
stocks: 
Bicycles.—Men’s, $30 to $32.50 each 
net; boys’, $29; women’s, $32.50; 
girls’, $29.50. 
Boycycles.—No. 1, $9 net; No. 2, 
$10; No. 3, $18; No. 4, $15. 
BRUSHES.—tThe anticipated advance 
in paint brushes has not matured. The 
market is on a decidedly firm founda- 
tion, however, and new lists may come 


out any day. 


BUILDERS’ HARDWARE.—Builders’ 
hardware continues one of the brightest 
spots in the hardware market. Manu- 
facturers are rushed to capacity on 
bookings, while retailers are enjoying 
an excellent call for goods and are con- 
stantly placing reorders. Judging from 
reports all over the country, 1924 is to 
be one of the greatest construction and 
home building years on record. Any 
easing in the builders’ hardware sup- 
ply situation seems rather remote. 

CHAIN.—Machine and proof coil self- 


colored chain are moving in somewhat 
larger volume. There is still room for 


from Boston jobbers’ 


. of the year. 


There is 


business. 


improvement, nevertheless. 
wholesale stocks are ample for require- 
ments. 


We quote from Boston jobbers’ 
stocks: 

Tire Chains. — McKay and Weed 
makes, 1 to 11 sets, 25 per cent dis- 
count; 12 to 49 sets, 334% per cent 
discount; 50 sets and more, 40 per 
cent discount. 

Skid Chain.—/{;-in., 
net; %-in., 15c.; ,;-in., 
13%c. 

Machine Chains. — Twist lengths, 
Ye-in., Ra per lb.; % -in., 13c. per 
Ib.; ye- 12\%c. per lb.; long or open 
length Tink chains, fs -in., 16%c. per 
Ib.; %4-in., 15c. per Ib.; 2-in., 14c. 
per Ib.; ;-in., 1214c. per lb.; %-in., 


lic. per Ib. 
Proof Coil Self-Colored i oe 
per 100 Ib. - ~in., 


t--in., $14.65 
$12.85: -in., ; 
yr -in., $9. 45; ¥ -in., "$9 9.10: 
% -in., $9.40; %-in., $9. 10; 1- -in., 


For less than 100 lb. about 2c. per 
lb. additional is charged. 


16c. 
l4c.; 


per Ib., 
14 -in. os 


Cable.—,-in., $13. 65 per 100 Ib. 
net; %-in., $11.90; j;-in., $10.40: %- 
in:, $8.75: -in., $8.20; 


¥s-in., $8.65; 14 
56-in., $9.05. 
CLIPPERS.—An 
of all kinds of clippers out of jobbers 
stocks is noted. Retail sales apparent- 
ly are up to the average for this time 
Retail stocks are not very 
well assorted, however. 

We quote from Boston jobbers’ 


improved movement 
’ 


stocks: 

Toilet ewe —Khedive, w each: 
Plymouth, No. 00, $1.10; No. $1.20; 
Mayflower, No. 00, <r 25: No. ° $1.25; 
Success, No. 1, $1.50: ‘No. 0, $1.65: 
No. 00, $1.88; ‘Capital, No. 1 $2.35; 
No. 00, $2.60. 


Stewart No. 1 Ball Bearing Clipping 
Machine, $12.75; No. 360, Top Plate, 
$1.25: No. 361 Bottom Plate, $1.75. 
Discount, "3314 per cent. 

Stewart Electric Clipping Machine, 
all standard voltages, hanging type, 
$80 f.0.b. Chicago; pedestal type, $85 
f.o.b. Chicago. Discount, 25 per cent. 


CROQUET SETS.—Little better than 
normal bookings of croquet sets are re- 
ported by jobbers, who feel that retail 
stocks must have been down to a mini- 
mum. 


We 
stocks: 
Croquet Sets.— No. G, four ball, 
$1.40 per set net; No. O, five ball, 
$1.90; No. H, eight ball, $2. 35; No. B, 


quote from Boston jobbers’ 


eight ball, $2.75; No. N, eight ball, 
$3.75: No. AA, four ball, $4.25; No. 
AA, eight ball, $5.5 50 


those for the like month last year, and charge accounts 
about 35 per cent. 
showing will be made and in still others not as good. 

The comparative stability of prices is helping a lot. In 
addition, the wholesaler and retailer both have learned to 
eliminate slow selling merchandise, and consequently are 
getting a greater monthly turnover percentage. 
England textile situation is no better and shoe towns are 
going stale once more. 
merchandising therefore appears all the more remarkable. 
Outside the textile and shoe industries there is a slow yet 
steady improvement in business in this territory. Credits 
are easing up a bit and the banks have more ready loan- 
able cash than they really know what to do with. Money 
rates are working downward. Cheap money means good 


In other cases even a still better 


The New 


The activity in retail hardware 


Local CUTLERY.—Landers, Frary & Clark, 


New Britain, are out with new prices on 
some of their kitchen specialties, which 
show quite sizable declines in certain 
instances. For example, jobbers are 
now selling No. 283 slicers that for- 
merly were $6 at $5.25 net. Following 
are some of the items involved in the 
new price changes. 


We quote from Boston jobbers’ 
stocks: 

Knives.—Kitchen, No. 303, 80c. per 
doz. net; No. 333A, $2.50. Slicers, No. 
283, $5.25; No. 283A, $6; No. 2017, 
$5.25. ewe No. 200, 5-in., 
6-in., $3.25; 8- $4.75; 9-in., $6: io- 
in., $7; tu iy $16: 14-in., $12. Ebony 
handles, 8- in., $7.75; 10- -in., $10.75; 
12-in., $14.25 Grapefruit, No. 342, $2. 

Straight Shears. — Universal line, 
japanned, 6-in., $8 per <a net; 61% 
=. Sawer ¢ $9; 7%- $9. 55: 8- 
in., $12. Nickel- plated, 
6-in., -in., $9.55; T-in., 
10; 7% ,-in., $10. 75: 8-in., $11.15; 

$14. * Left hand, 71%4-in., $13.80. 

Bent Trimmers. — Japanned, 7- in., 
$9.5 5D: 8-in., $10.75; 9-in., $13.55; 10- 

"$16.90. 


in., 

Barbers’ Shears. — Nickel - plated, 
7\,-in., $12 per doz., net; 8-in., $12.80. 

Scissors.—Pocket, 4-in., $8.35 per 
doz. net; 4%-in., $8.65. Embroidery, 
31%%-in.. $7.65; 4-in., $8.35. Ladies’ 
4-in., $8.35: 41%4-in., $8.70; 5-in., $9; 
6-in., $10.35. 


ELECTRICAL GOODS.—The market 
for electrical goods is quite active. 
Competition between municipal electric 
light companies and retail hardware 
dealers in certain localities is unusual- 
ly keen. Quite a few interested firms 
are making house to house canvasses 
and getting wonderful results. 


We from Boston jobbers’ 
stocks: 

iron.—Demanco, No. 5, $3.50 a doz. 
net: in lots of five, $3.25. Domestic, 
$5 list, in less, 30 per cent discount; 
in lots of six to 23, 30 and 10 per cent 
discount: in lots of 24 and more, 40 


quote 


per cent discount. Thermax, _ $3. 30 
net. Quality line, Nos. 902, 905 and 
909, $6.75 list; Nos. 9091 and 9191, 
$7.70; in lots up to five, 25 and 10 per 


cent discount; in lots of six or more, 
35 per cent discount. ; 

Toasters.—Star, $3.50 net each; in 
lots of 12, $3.35 each; in lots of 25, 
$3.25 each: in gross lots, $3_ each. 
Universal line, No. 946, $6.75 list; 
No. 945, $7.50; No. 947 (reversible), 
$8. Discount in lots up to five, 25 
and 10 per cent; in lots of six or 
more, 35 per cent. 








108 


FENCING.—Recent cold weather put a 
damper on the fencing business. Job- 
bers’ stocks are ample for the big retail 
trade that is expected to develop within 
the next month or so. 
We 
stocks: 
Fencing.—Keystone Steel & Wire 
Co. line, Blue Ribbon from store, 50 
per cent discount; factory shipments. 
No. 832, $6.10 per roll, net; No. 636, 
$3.80; No. 846, $4.90: No. 1047, 6-in. 
stays, $7.90; No. 1047, 12-in., stays, 
$5.70. 
Staples, Blue Ribbon wire, $5.10 per 
100 lb., in full packages. 
FREEZERS.—Ice cream freezers are 
coming in for their share of forward 
bookings being made by the wholesale 


firms here and elsewhere. 


quote from Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 

Freezers.— White Mountain, 1-qat., 
he 4 list; 2-qt., $5.65; 3-qt., $6.75; 

$8. 25: 6-qt., $10.45: 8-qt., $13.50; 
10° te $18; 12-qt., $21.50: 15-at., $25; 
20-qt., $33.20; 25-qt., $42.60. 

Arctic, 1-qt., $4 list; 2-qt., $4.60; 
3-qt., $5.55; 4-qt., $6.80; 6-qt., $8.66; 
8-qt., $11.10; 10-qt., $14.80; 12-qt., 
$16.65; 15-qt., $23.30; 20-qt., $30. 


Jobbers’ discount, 50 per cent from 
store or factory. 


Alaska, 1-qt., $2.95 list; 2-qt., 50° 
oo. $4. 10: 4- -qt., $5; 6-qt.,, $6.30; 
8-qt., $8.20; 10-qt., $10.75; 12- at., $14; 
15-at., $17. Discount, 20 and 10 per 
cent. Alaska special, 2-qt., only, 
$2.25 less one-third off. 

Auto Vacuum, 1-qt., $5 list; 2-qt., 
$6; 3-qt., $8: 4-qt., $10. Discount, 


33% per cent. 


HANGERS.—In connection with the 
building boom that already has started 
in New England, a better demand for 
timber hangers is reported. Jobbers’ 
stocks are in excellent condition and de- 
liveries are prompt when requested. 


nod quote from Boston jobbers’ 


stock 
ennere. —Timber or joist, No. 300, 
for 2 x 6-in. timber, 18c. each, net: 


No. 301, for 2 x 8-in. timber, 20c. 
each, net; No. 302, for 2 x 10-in. tim- 
ber, 28c. each, net; No. 403, for 2 x 
12-in. timber, 56c. each, net; No. 213, 
for 3 x 8-in. timber, 23c. each net; 
No. 214, for 3 x 10-in. timber, 3l1c. 
each, net; No. 315, for 3 x 12-in. tim- 
ber, 60c. each, net; No. 319, for 4 x 
8-in. timber 36c. each, net; No. 320, 
for 4 x 10-in. timber, 46c. each, net; 
No. 321, for 4 x 12-in. timber, 64c. 
each, net. 


HOSE ACCESSORIES.—Bulldog fric- 
tion tape, which jobs out at 45 cents per 
lb. net and Good Luck washers at 60 
cents per gross, are attracting a lot of 
attention in the retail trade. In fact, 
all kinds of hose accessories are selling 
well. 


We quote from Boston jobbers’ 


stocks: 
Reels.—Hose, Reel-Ezy, $18 per doz. 
net; Victor, $2 each net: Wirt & 


Knox, $3.75 each net. 
yam —Bulldog friction, 45c. 
ne 


ER — Good Luck, 60c. 
gross net. 

LAMPS.—Quite an extensive lamp busi- 
ness is being built up by some of the 
New England retail dealers. The lamp 
proposition is an attractive one for the 
dealer. He does not have to put up any 
money until the goods are sold; his 
goods are insured by the manufacturer, 
so that in the event of breakage lamps 
are replaced without cost; and the more 
business he does the greater discount 
is allowed. Discounts are figured 
monthly on an annual basis, and if set- 
tlements are made before the 7th of 


per Ib. 


per 
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each month an extra 5 per cent is al- 
lowed regardless of quantities. 


We quote from Boston jobbers’ 
stocks: 

Lamps—Mazda, Sterling, sales “ 
less than $150 per annum, 20: pe 
cent discount; sales of $150. to $300, 
23 per cent: sales of $300 to $600, 
25 per cent; sales of $600 to $1,200, 
27 per cent; sales of $1,200 or more 
29 per cent. An extra 5 per cent is 
allowed on settlements made before 
the 7th of each month. 





My Ma Tells 
My Pa Sumpin’ 


y Ma’s just so nice you can *t help 
iin’ what she says ’n’even when 
you don’t like to hear it. And My 
Pa’s different. He just says it and 
you can like it or not. And My Pa 
talkin’ at breakfast says how this 
spring He’s gone to get a builder to 
come put in new doors cause he’s 
downright done with the rattlebang 
squeaking what a man can’t sleep 
ever’ time a little wind blows. And 
My Ma says she was down to the 
hardware man’s and talkin’ ‘bout 
doors, and the hardware man told 
her door hinges wear like ever’thing 
else, door locks too, and he said 
get some new hinges—and locks if 
you need ’em, and your doors will 
set right tight and fine. And you 
can depend on what the hardware 
man says and she’s gone to get ’em 
and what with spring in the air if 
a man’s got the right spirit all our 
door’ll fit quiet for when My Ma 
tells My Pa, My Ma tells My Pa 
sumpin’. 














LAWN SPRINKLERS.—Sales so far 

this season run well in excess of those 

for the corresponding period last year. 
po! quote from Boston jobbers’ 


stoc 
Sprinklers. —Lawn, fountain, $7.75 
per doz. net; fountain half circle, 


$6.65; Brooks, $8; Rain King, $244. 
NAILS.—Wire nails are being offered 
at price reductions by some of the trade. 
The cut has nothing to do with manu- 
facturers’ ideas of prices, being a pure- 
ly individual action not taken by all 
jobbers. 


We quote from Boston jobbers’ 
stocks: 

Nails. — Wire, $4.10 per keg, base, 
from store; from mi in less than 
carload lots, $3.35 per keg, base, 
and in carload lots, $3.10 per Keg, 
base, f.o.b. Pittsburgh. Galvanized 
wire nails, 1-in. and longer, add $2.50 
per keg; shorter than l-in., $2.75; 
cut nails from store, $4.55 per keg, 


base; direct shipments, car lots, 
$3. 60 per keg, base; in less than car 
lots, $3.75; Tremont, cut nails, from 


store, $4. 35 per keg, except hardened 
steel, which are $8.10; from mill 
$4. 05, f.o.b. Wareham, Mass., except 
hardened steel which are $7.60; West- 
ern cut nails, direct shipments only, 


$3.75 base, f.o.b. Pittsburgh; gal- 
vanized, four penny- -weight and 
smaller, $6.30 f.o.b. factory base, 


larger $7. 05; from store, four penny- 
weight and ‘smaller, $6. 80 base, larger 
$7.55; cement coated nails from mill, 
in less than carloads, $3. 75 per keg. 
base; in carloads, $3.45; hard steel 
nails, from store, $8. 10 ) per keg, base; 
from factory, $7.60; blued 3-penny- 
— light ‘seed lath, $2.05 per 
eg. 
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PAINTS.—About 85 per cent of the re- 
tail dealers seen since last reports say 
paint sales for the first three months of 
this year will beat all previous first 
quarter records. 


PERCOLATORS.—Jobbers have _ re- 
duced prices on Landers, Frary & Clark 
percolators about 10 per cent, as whole- 
sale firms have done elsewhere follow- 
ing new lists issued by the manufactur- 
ers. Nos. 54 and 56 percolators and No. 
200 teaball teapots are exceptions to the 
general rule, being unchanged in price. 
We quote from Boston jobbers’ 


stocks: 

Percolators.—Landers, Frary & 
Clark line, No. 54, $4 each list. No. 
56, $4.50; No. 64, $4; No. 66, $4.50; 

o. 69, : 74, $4.50; o. 76, 
$5: No. 79, $5.50; No. 174, $4.75; No. 
176, $5.25; No. 179, $5. 75; No. ron 
$5; No. 469, $5.50; No. 476, $5.5 
No. 614, $5.50. 

Teaball Teapots, No. 154, $4 each 
list: No. 200, $4.50. 


Discount—25 and 10 per cent. 
REFRIGERATORS. — Bookings are 
running a little ahead of jobbers’ ex- 
pectations and they anticipate cleaning 
up stocks earlier than usual. 


ae quote from Boston jobbers’ 
stocks: 

Refrigerators.—Eddy line, in lots of 
less than five, per cent discount. 
Prices range from $24.50 to $170.50 
each list. 


RIVETS.— With the gathering momen- 
tum of spring construction work comes 
an increasing demand for structural 


rivets. Small rivets also are selling 
well. 
We quote from Boston jobbers’ 
stocks: 


Rivets.—Structural, button head, 
in 200-lb. kegs, $4.60 per 100-Ib. base: 
for lots of less than 200 lIb., but not 
less than 100 lb. an extra charge of 
40c. per 100 lb. is made. Iron rivets, 
small, 40 per cent discount. 


ROOFING MATERIAL.—Sales are still 
remarkably good. All indications point 
to a banner movement out of retail and 
wholesale stocks this year. Prices are 
very firm throughout the list of mate- 
rial, and as far as jobbers can ascertain 


will probably remain so. 


We quote from Boston jobbers’ 
stocks: 
Roofing a — line, slate 


surface, imprinted, $ per roll; 
plain standard, $2.40 and $2.65; 
a light (35 lbs.), $1.70; medium 
(45 lbs.), $2.15; heavy (55 Ibs. ), $2.65; 
Rockroid, light, $1.05; medium, $1.45: 
heavy, $1. 60. 

Shingles.—Japroid line, lock top, 
$5.25 per square; super giant, 12%- 

, $9; individual, 


$6.25; super strip, 
6.35. 


aper.—Bermico sheathing, $85 
ton; Japroid sheathing, = 50; carved 
felt, larger rolls, $64.50 a ton. 


ROPE.—While not brisk, the movement 
of rope out of jobbers’ stocks is on the 
increase. 


We quote from Boston jobbers’ 
stocks: 

Rope.—Manila, 19c. per Ib. base; 
sisal rope, 1744c.; hay rope, 16c., cot- 
ton rope, 52c. 

Yarn. — Sisal, C130, 15c; 

D200, 16c. per Ib 
SASH CORD.—Orders are coming 
along nicely, say wholesale firms. If 
the New England home building pro- 
gram pans out as well as anticipated a 
lot of sash cord will be needed. 

We quote from Boston jobbers’ 
stocks: 
Sash Cord.—Acme, No. 6, 59c. per 

lb.; No. 7, 57c.; Nos. 8, 9, 10 and 12, 

56c.: Sachem No. 7, 55c.; No. 8, + ay . 


Sampson spot cord, No. ”", 85c.; 
8, 9 and 10, 84c. 
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SCREWS.—Machine screws are in bet- 
ter demand. Wood screws have sold 
freely for some time. A year ago job- 
bers experienced some difficulty in get- 
ting supplies. They say they have 
plenty of stock on hand today, however. 


We quote from Boston jobbers’ 
stocks: 

Wood Screws.—Flat head, bright, 
75 per cent discount, flat head, blued, 
75 and 5 per cent discount; round 
head blued, 72% per cent discount; 
flat head, brass, 70 per cent discount; 
round head, brass, 7% per cent dis- 
count; flat head, galvanized, 57% per 
cent discount; flat head, nickeled, 6214 
per cent discount; round head nickel, 
62% per cent discount. 

Machine Screws, Etc.—Machine 
screws, flat and round, hex., Nos. 1, 
2 and 3, 45 per cent discount; No. 4 
and larger, 50 and 10 per cent dis- 
count; fillister iron, Nos. 2 and 3, 
40 per cent discount; No. 4 and 
larger, 45 per cent discount; flat and 
round head, brass, Nos. 2 and 3, 40 
per cent discount; No. 4 and larger, 
45 per cent discount; fillister brass, 
Nos. 2, 3, 4 and larger, 35 per cent 
discount; coach screws, 45 per cent 
discount; set screws, including head- 
less, 65 and 5 per cent discount; cap 
screws, square and hexagon, 65 and 5 
per cent discount; lag screws, 40 per 
cent discount. 


SCYTHES AND SNATHS.—New En- 
gland farmers have signified to the Gov- 
ernment they will produce more tame 
hay this year. That should help swell 
sales of scythes. 


We quote from Boston jobbers’ 
stocks: 
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Scythes. — Little Giant, $16 per 
doz.: bramble sizes, $16. 50 per doz.; 
bush sizes, $16.50 per doz. 

Snaths.—Ash, $13 per doz.; cherry, 
$14.75 per doz.; bush, $14.50 per doz. 
SKATES.—The Union Hardware Co. is 
out with next season’s prices on ice 
skates, which show an advance of 5 to 

10 per cent. 


We quote 
stocks: 
Rolier Skates.—No. 2, 70c. per pair 
net; No. 3, 75c; — 10, $1.20; No. 
D, $1. 65; No. 6, $1.6 


STEP LADDERS.—Things are moving 
along in a well defined manner. Indi- 
vidual retail purchases are not large, 
but well assorted. 


from Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 

Step Ladders.—Paris ae 3-ft., 
$2.70 each, list; 4-ft., $3. 5-ft., 

4.50; 6-ft., $5. 40: “tn ft., $6. 30. 8-ft., 


7.20; 10-ft., $9. Discount from store, 
33% per cent; from factory, 40 per 
cent. 


WALLBOARD.—In common with roof- 
ing material there is a big demand for 
wallboard. 


We quote from Boston jobbers’ 
stocks: 

Wallboard.—Regular, 3/16-in. thick, 
$32.25 per 1000 sq. ft. Super, _— in. 
thick, $36 per 1000 sq. ft. net. 

WATERGLASS.—The retail price of 
eggs is down to a basis where sales of 
waterglass by the retail hardware 


dealer should be pushed. 
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We quote trom Bostwn jobbers’ 
stocks: 

Waterglass.—Pint containers, $1.30 
per doz. net; quart containers, $2; 


gallon containers, $7. 
WINDOW GLASS.—Sales continue in 
sizable volume. Retailers are buying 
for both immediate and future require- 
ments. 


We quote from Boston jobbers’ 
stocks 

Window Glass. — Single <A, 25 
bracket, 85 per cent discount; 34 to 
40 bracket, 84 per cent discount; 
larger, 82 per cent discount. Double 
A, all sizes, 83 per cent discount. 
Single B, 25 bracket, 85 per cent dis- 
count; 34 to 40 bracket, 85 per cent 
discount; larger, 83 per cent discount. 
Double B, all sizes, 86 per cent dis- 
count. 


WINDOW WEIGHTS.—A gradual ex- 


pansion in window weight sales is 
noted. 
We quote from Boston jobbers’ 
stocks: 
Window Weights.—From _ stock, 


weights under 5 lIbs., 4c. per Ib.; 5 
lbs. and more, 3%c. 


WINDOW WIRE.—<Although not as 
brisk as jobbers would like to see, sales 
show a slow yet steady increase. An- 
other fortnight probably will see quite 
a boom to business. 


We quote from Boston jobbers’ 
stocks: 


Window Netting. — Galvanized, 
square mesh, from stock, $5.55 per 
100 sq. ft. From factory, $5.15 per 


100 sq. ft., f.o.b. Pittsburgh. 











PITTSBURGH: Steel Demands Heavy 


—Basic Hardware Market Firm 


(Pittsburgh office of HARDWARE AGB) 

’ NHE slowing down in operation of the steel mills so 
far has been slight, and is confined mostly to the 
smaller independent mills, the plants of the Steel 

Corporation in the Pittsburgh and Chicago districts now 

operating at close to 95 per cent of capacity, but as to 

how long this high rate of operations can be maintained 
is a question in view of the noticeable falling off in or- 
ders, and which in the past two weeks has become more 
pronounced. In the Pittsburgh district, the steel mills of 
the Carnegie Steel Co. are well filled with orders over the 
next couple of months, and this is also true of the Jones 
& Laughlin Steel Co., the leading independent competitor 
of the Steel Corporation here. In the Chicago district, the 
mills of the Steel Corporation are also well filled over 
the next two or three months, largely on steel rails and 
structural steel work, but in other districts conditions are 
not so good. In the Mahoning Valley, the leading steel 
mills are down to about an 85 per cent rate of operation 
and which will likely be lower before long. The indepen- 
dent steel mills are not nearly so well fixed with orders as 
the Steel Corporation mills, and as a result, these smaller 
mills are now going after business more aggressively and 
are shading prices to some extent to get them. This is 

. especially true of mills in the East. 

This shading in prices is being done more freely in 
plates, steel shapes and steel bars than in other products. 
Pittsburgh mills have been holding steel bars at 2.40 cents, 
Pittsburgh, for some months, but Eastern mills in some 
cases have gone as low as 2.25 cents in order to get busi- 
ness. The same figure has been named on plates and 
shapes, so that Pittsburgh mills are now down to 2.35 
cents on these products and would no doubt shade this 
price to regular customers. There is more tendency on 
the part of buyers to limit their orders to actual needs, 
and as a natural result, new business is now less in vol- 
ume than for some time. With a further falling off in 
orders such as is now the case, competition will be more 


= and prices will be more likely to move to a lower 
asis. 

With present very high costs of making steel, and they 
are not likely to be any lower for a long time, any radical 
reductions in prices are not likely, but the consumers 
know that there is not the slightest chance of higher 
prices, and they are certain to keep very close to shore 
in buying until conditions change. 

A disquieting feature is the slowing down in the auto- 
mobile trade. The Ford Motor Co. at Detroit has cut 
operations about 15 per cent, while other large makers 
of cars are also cutting operations to some extent. It is 
a fact that so far new cars are not moving out very freely, 
but the makers of cars say that just as soon as the good 
weather comes there will be a very noticeable increase in 
the new demand. 

There were no definite changes in conditions in the hard- 
ware market in the past week. Local jobbers report that 
volume of business has fallen off some, but look for rapid 
recovery just as soon as the country roads open up, these 
now being practically impassable. Prices are fairly firm 
but there is more inclination on the part of the retail 
trade to place orders only for such quantities of goods as 
are actually needed, practically no advance buying being 
done. In the last few days the weather has been ideal, 
and if it continues so, the country roads will soon open 
up, and this will help a great deal, as the roads for months 
have been tied up by the heavy snows. Retail merchants 
are looking forward to a good volume of spring business 
in practically all lines, and while they have been slow in 
placing their orders with the jobbers, they have been wait- 
ing on good weather. When this comes, and it looks now 
as though it were not very far away, there will be a very 
perceptible increase in both the retail and wholesale hard- 
ware trades. 

Price changes on hardware items in the past week were 
confined to a very few of the smaller items, and were un- 
important. Local jobbers report collections as rather low. 
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PITTSBURGH BASE RATES 


Note: It should be understood that prices given below are f.o.b. mill or warehouse, Pittsburgh, and are quoted only for carload 
shipments from mill or warehouse to retailers. For smaller lots, the usual advances apply. 


Annealed fence wire, base, No. 9 mage, Per 100 ID... ccccvccccccvecscccseccesccees $3.00 
Sree Hee Gere, DUR, WU BOS Tis cc cc cctccreccccc ct evecssccceseseeeeesivcaqemes 2.85 
NE SE EE OCT TT ETT TEC TU PERPE TITTLE TT TTT 6.00 
ee ee ee. BE Bi ccbecvcscccccecreeececesesereseeeses eae 3.90 
Geeeeeeees Tense Wie, BVO. BO, BASR, WOE BSS Wc occ ccc ccevcseccccsvcccesscccsevenses yen 
NN SS OS OT Tee ee eee, 
rr rr. Cn, Cy CE, cose es wee ee ee seceevdevceoesees 60 and 10 and 10 ont’ list 
rr ee i Ce, waco eed SN OPEN 9 Oe CHU E009 66 06 Oe Ree 60 and 10 off list 
rs rr eee Sr Ce Se ME Gee cei cccrsvcceeccovesropeceseuwe »0 and 10 off list 
a wees (belles we sennd sd dhaee Geauade . $3.15 
ee ine a cea GN Rae A Oe oe s10 eb oe ee ely 6 6 64 0ots kw 6 Oewaternee 3.10 
EE Tr res Torr TTTTrTTerTrrrrriirT Te ee eee a 
Plates, sheared, tank Es ee ee. ee ee ee ree 2. 
Sheets, blue annealed, NE ss 0:-an is Bae Ve eee oe oe he wae oe +n ee 2.90c. to 3. 00c. 
Sheets, black, 28 as PT cence baOh bbb ke db 66% 0 OO0Ss WHO ee dee 00 6a Ee 3.75c. to 3.85c. 
Sheets, galvanize i ee Lae oy wae eae bak ak See 4.90c. to 5.00c. 
i, i ae ke Sees 66 45.5 S 4H 8 OE 9.00 05.009 65066 0 CR. HOE ON eReE . -2.40¢c, 
Spikes, % and | nang go ac we a a bw Was oe oes 6 be See Rema secon 
Staples, polished fence, base, cee bo Ch NE SORES ORD AU En'ee aks +48 e 6 eee 3.55 
Staples, galvanized, base, per keg Lb hwae se hae she R08 45246 boos 4046 ee 3.90 
Steel pipe, black, butt welded, ek x vw sags ae eine 6 ew 4 © ee wee 60 per cent oft list 
Steel pipe, galvanized, butt aA. f A Mss cub bees od abe ie ene eee 48% per cent off list 
rr es on. eh es bet ib veces sg eu he ees beeene se ee ene 
eB Eee ee ee ee 65 ; per ‘cent. off list 
Were TOM WER, DEM, Bae. BO DHE... ccc ccc ccevesecvesecscsous 29 per cent off list 
Wrought iron pipe, galvanized, 1-in. to 1i-in. wa bak were ewes deena 12 per cent off list 


Freight Rates 


All rail freight rates from Pittsburgh on finished iron and steel products, carload lots, 36,000 lb. minimum 
carload, per 100 Ib 


Philadelphia, Somneatie. $0.32 0 ee eee $0.265 i ED °5 65:66 6 6m Hk ae $0.43 *Pacific Coast ....... $1.15 
Philadelphia, export. .235 ere 0.215 EE eee 0.735 *Pac. Coast, ship plates 1.20 
Baltimore, domestic... 0.31 Cleveland, Youngstown Kansas City (pipe)... 0.705 Birmingham ......... 0.58 
Baltimore, export..... 0.225 EP ee 19 i is & oo & mies 0 ol 0.60 EE 0.56 
New York, domestic... 0.34 DE, ossevcecces be 0.29 cll ie oa ae et ian 0.735 Jacksonville, all rail.. 0.70 
New York. export..... 0.255 CES ccccteucese 0.29 Omaha (pipe) ....... 0.705 Jacksonville, rail and 

Boston, domestic...... 0.365 Indianapolis ......... 0.31 DEY kn o-06 «0 o¢ateas 1.15 Se ° «:4e00% oo tH oe 0.415 
Boston, export........ 0.255 Chicago .........e00. 0.34 Denver (pipe) ...... 1.17 New Orleans ........ 0.67 





*Applies minimum carload 80,000 lb. tMinimum loading 46,000 Ib. 

Rates from Atlantic Coast ports (ie. New York, Philadelphia and Baltimore) to Pacific Coast ports of call on most 
steamship lines, via the Panama Canal, are as follows: Pig iron, 35c.; ship plates, 40¢. ; ingots and muck bars, structural 
steel, common wire products, including cut or wire nails, spikes, and wire hoops, 40c.; sheets and tin plates, 40c.; sheets, 
No. 12 gage — lighter, 50c.; rods, 40c.; wire rope cables and strands, 45c.; wire fencing, netting and stretcher, 40c.; pipes 
not over 12 in. in diameter, 55c.: over 12 in. in diameter, 2%c. per in. or fraction thereof additional. All rates per 100 Ib. in 
carload lots, minimum 36,000 Ib. 











AXES.—Demand remains quiet and _ that price, but refuse to enter contracts and 5 per cent off list. Turnbuckles, 
only for small lots to meet current below $2.75 per 100-lb. at works. De- ee a pg ge nod — 
needs. Prices, as reaffirmed lately by mand for structural rivets is better, due list. Washers, 5c. to 5.25¢. off list. 


the makers, are reported firm. largely to the great building activity all Rivets.—Large structural and ship 


rivets, base, per 100 Ib., $2.75; small 
We quote from jobbers’ stocks, over the country. rivets, 70 l 10 per ie off list. 
f.o.b. Pittsburgh, as follows: Prices and discounts in large lots 
rust grade, single bitted her are as follows: COLD ROLLED STRIPS.—Demand has 
handle 19 per doz.; unhandle Bolts and Nuts.—Machine bolts, ; “ 
per doz.; double bitted axes, handled, rolled threads, 60, 10 and 5 to 60, 10 slowed down especially from the auto 
$24 per doz. ;, unhandled, $20 per doz. and per cent oft list. Machine mobile trade, and prices are regarded 
secon grade axes, single itted, bolts, all sizes, cut threads, 60 and 5 j 
handled, $17.50 per doz.; unhandled, to 60 and 10 per cent off list. Car- as weaker. We quote cold rolled strip 
steel at 4.75 cents in large lots and 5 

cents in small lots at makers’ mills. 





$14.50 per doz.; double pitted, han- riage bolts, in., smaller and 
aan $21 per doz.; unhandled, $18 per shorter, rolled threads, 60 and 5 to 
doz. 60 and 10 per cent off list. Carriage 








—— 
we 4 he ae hie tym ge =e 
ee 


BOLTS AND NUTS.—Current demand 
is largely to meet actual needs, none of 
the large users buying for more than 
two or three weeks ahead. Efforts of 
the makers to get customers to con- 
tract for second quarter on the basis 
of prices in effect for first quarter have 
met with little success. The Ford Mo- 
tor Co. has lately placed orders with 
three or four makers for 28,000,000 
rim bolts and nuts, and this is said to 
be one of the largest orders of this 
kind ever placed. Deliveries run over 
a considerable time, and it is said low 
prices were made on this huge order. 
Structural rivets are holding at about 
$2.75 per 100-lb. and efforts lately to 
place contracts under that figure for 
second quarter delivery have been 
turned down. Several makers will sell 
for prompt shipment at a little under 


bolts, cut threads, all sizes, 50, 10 and 
5 to 50, 10 and 10 per cent off list. 
Lag bolts, 65 and 5 to 65 and 10 per 
cent off list. Plow bolts, Nos. 1, 2 
and 8 heads, 50 and 10 per cent off 
list; other style heads, 20 per cent 
extra. Machine bolts, c.p.c. and t. 
nuts, % x 4 in., 50 and 5 to 50 and 10 
per cent off list; larger and longer 
sizes, 50 and 5 to 50 and 10 per cent 
off list. Hot pressed squares or hex 
nuts, blank, 4.25c. to 4.50c. off list. 
Hot pressed nuts, tapped, 4.25c. to 
1.50c. off list. C.p.c. and t. square or 
hex. nuts, blank, 4c. off list. C.p.c. 
and t. square or hex. nuts, tapped, 
4c. off list. Semi-finished hex. nuts: 
9/16-in. and smaller, U. S. S., 80 and 5 
per cent off list: %-in. and larger, 
l. S. S., 75 and 5 per cent off list; 
small sizes, S. A. E., 80, 10 and 5 per 
cent off list; S. A. E., %-in. and 
larger, 75, 10 and 5 per cent off list. 
Stove bolts in packages, 75, 10 and 5 
per cent off list. Stove bolts in bulk, 
75,.10. 5 and 2% per cent off list. 
Tire bolts, 60 and 10 per cent off list, 
3olt ends with hot pressed nuts, 60 
and 5 per cent off list. Bolt ends 
with cold pressed nuts, 50 and 5 per 
cent off list. Turnbuckles, with 
ends, %-in. and smaller, 50 to 55 


IRON AND STEEL BARS.—Competi- 
tion among the mills for orders for 
steel bars is growing keener, and as a 
result some mills are inclined to shade 
prices from $1 to $2 per ton. Local 
makers say they are adhering to the 
long established price of 2.40 cents at 
mill, but at the same time it is a fact 
that most of the small amount of new 
business being placed is going below 
that figure. It is understood that a new 
ecard of extras on bars is under way, 
and that rivet rounds will carry an in- 
crease in price in this new card. De- 
mand for iron bars is slow, and prices 
are none too strong. 

We quote soft steel bars, rolled 
from billets, at 2.40c. base; bars for 
cold-finishing of screw stock analy- 
sis, $3 per ton over base; reinforcing 
bars, rolled from billets, 2.40c. base; 


refined iron bars, 3.15c. base, in car- 
load lots or more, f.o.b. Pittsburgh. 
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The above prices are for carloads or 
larger lots; jobbers and warehouses 
charging the usual advances for small 
lots from stock. 


LAWN MOWERS.—Orders for lawn 
mowers for spring delivery have been 
a little slow thus far, but with good 
weather here to stay, jobbers say the 
retail trade will no doubt get busy, as 
stocks of lawn mowers carried over 
from last year are very light. Prices 
are about the same as those put into 
effect in March of last year. 
SHEETS.—The demand for all grades 
of sheets is only fair, buyers placing 
orders only for current needs, there be- 
ing an entire absence of forward busi- 
ness, aS there are no signs of any 
higher prices, while the smaller mills 
that have little business ahead are 
more inclined to shade the market. This 
amounts to possibly $2 per ton on reg- 
ular prices, but the American Sheet & 
Tin Plate Co. is said to be holding firm 
for the regular market, and is entering 
some orders. The present rate of oper- 
ations among the sheet mills is about 
75 per cent of capacity, but it is doubt- 
ful if this rate can be maintained unless 
orders soon show an increase. 


Prices on No. 28 gage black sheets 
may now be quoted at 3.75c. to 3.85c.; 
galvanized No. 28 gage, 4.90c. to 5c.; 
these prices being for carloads or 
larger lots. For small lots from 
store or warehouse the usual ad- 
vances over the above named prices 
are charged. 


SHOVELS.—New demand for shovels 
has lately shown some falling off, and 
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the makers of shovels are now operat- 
ing their plants to not over 75 per cent 
of capacity. Prices are said to be hold- 
itrg fairly firm. Local jobbers continue 
to quote the retail trade on the basis of 
$11 per doz. for fourth grade plain 
black and $12 per doz. for fourth grade 
polished. 


STEEL PIPE.—Demand for standard 
grade pipe is good, and the mills are 
pretty well sold ahead for some time. 
On oil well goods the demand is only 
fair, but with a resumption of outdoor 
work it is believed it will soon be better. 
Deliveries by the mills are prompt, and 
jobbers and consumers are not buying 
very far ahead. 


Prices remain firm and for small 
lots from store or warehouse are as 


follows: 

Black Galv. Black Galv. 
ee vi Buccs Strke See 
a ed 1%.. 9.71 12.59 
$.... 3.36 $5.50 1%... 11.60 15.05 
Ticcvse SE eae soe SOR Sevae 

5.12 6.56 2% 24.68 


“hese prices per 100 ft., f.0.b. Pitts- 

burgh. 
TIN PLATE.—tThe tin plate mills are 
sold up for first half, but in view of 
the higher prices on pig tin, they are 
not inclined just now to take contracts 
at present prices for third or fourth 
quarter delivery. Should prices on pig 
tin go any higher, it is not improbable 
that prices on tin plate for third and 
fourth quarter may be advanced. The 
price of bright plate per base box re- 
mains at $5.50 at mill in carloads and 
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larger lots. From store in small lots 
the usual advances apply. 


WIRE PRODUCTS.—Orders for wire 
rails and wire from the retail trade to 
the jobbers have been lighter than 
usual so far this year, with the result 
that the jobbers are carrying fairly 
heavy stocks, and this reflected in 
lighter orders they are sending to the 
mills. The recent move of the makers 
of wire fence and fence material in ex- 
tending special terms of payment is 
not pleasing as a rule to the jobbers, 
who say the action puts them in the 
role of being bankers for their trade. 
Prices are fairly strong, except on ce- 
ment coated nails, which have sold as 
low as $2.50 per base keg at certain 
consuming points. Also certain mills 
in the Ironton, Ohio, district are nam- 
ing prices that conflict with the f.o.b. 
Pittsburgh prices on wire products. 
This is being done by _ equalizing 
freights with Pittsburgh mills to points 
where the Ironton mills have an ad- 


vantage over Pittsburgh mills in 
freight rates. 
Jobbers quote retail trade from 


stocks as follows: 

Wire nails, $3.40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire. 
$3.38 per spool; galvanized, 2-point 
hay wire; $3.63 per spool; galvanized, 
4-point cattle wire, $3.60 per spool: 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 Ib.: No. 9 galvanized 
fence wire, $3.90 per 100 Ib.; woven 


wire fencing, 63 per cent off list. All 
the above prices on spools are for 
80-rod. 


Cleveland Sales Show Steady Increase 
—Several Price Advances Reported 


(Cleveland office of HARDWARE AGE) 

r NHREE or four warm days in this section have re- 
flected in better retail store business. 

port larger number of sales daily and better daily 

Paint business is on the increase. 


volume. 
are starting to move. 


Several advances and one decline are noted. Local job- 
bers, while in favor of limiting advances, feel that any 
price movements will show an upward tendency and are 
buying accordingly and recommend to the retail trade 


that similar action be followed. 


AUTO ACCESSORIES AND TIRES.— 
Active used car market and large sales 
volume of lower priced cars offers re- 
tail trade healthy market for replace- 
ments and extras. Tires beginning to 
move. Jobbers receiving better tire or- 
ders. Auto paints active. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $4.75; Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 41c. each for over 100; Cham- 
pion regular, 53c. each for less than 
100, all sizes, 50c. each for over 100; 


Reliable jacks, No. 7 ae. ee 
$1.25; Nos. 2 and 3, $1.75. 


AXES.—Announcement of new price 
list showing no changes has not yet 
stimulated a large volume of futures. 


Dealers re- 


Steel goods 


It is argued that in view of high material costs, high 
labor cost, with some wages rising, it is practically impos- 
sible for material declines to, be effected. 
have come to the same conclusion as evidenced by stronger 
wholesale sales volume during the past ten days. 


Many dealers 


Collections are showing signs of tightness, though it is 


should be easier. 


said that money generally is obtainable, and collections 


Stocks are being rounded, and the feelfng in both retail 
and jobbing circles is that spring sales will justify the 


preparations which have been made for bigger business. 


2 


These prices are guaranteed until Dec. 
31, 1924. Current. demand somewhat 
restricted. 

Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.; unhan- 
dled, $14.50 per doz.; double bitted, 
handled, $24.50 per doz.; unhandled, 
$20 gper doz. 

BINDER TWINE.—New prices’ on 
hinder twine show decided advance, due 
it is said, to condition of raw material 
market, which has been upset through- 
out the past year. The unsettled Mex- 
ican political situation is given as an 
important factor in disturbing this mar- 
ket. Shipments of sisal are reported 
irregular and limited. Prices quoted 
are not guaranted, in view of the raw 
material market status. 


a ere? 


Jobbers quote  f.o.b. Cleveland: 
Standard, first quality binder twine, 
$5.87% per bale. White sisal, first 


quality, binder twine, $5.87% per bale. 
Second grade, $5.62% per bale. 


BOLTS AND NUTS.—Demand consis- 
tent; prices holding; stocks ample. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut thread, 60 
and 5 per cent off list; small, rolled 
thread, 50, 10 and 5 per cent off list: 
carriage bolts, large and small cut 


threads, 45 per cent off list; stove 
bolts, 45 per cent off list: stove 
bolts 75 and 5 per cent off list; hot 
pressed nuts, $3.25 off list. 


COASTER WAGONS.—Retail business 
becoming more active; jobbing demand 
keeping up; prices steady; stocks ade- 
quate. 


Jobbers quote f.o.b. Cleveland: 
Auto-Wheel coasters, rubber tired 
disc wheels; size 12 x 28, $5.50; size 
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14 x 32, $6.43: size 14 x 34, $7.03; 
size 16 x 38, $7.73; size 18 x 486, $8. 33 
each. 

Gendron line, high grade rubber 
tires, size 14 x 32, 8-in. roller bear- 
ing disc wheels, $5.70; size 14 x 34, 
10-in. disc wheels, $6.75: size 16 x 
38, 10-in. disc wheels, $7.15; size 18 
x 40, 10-in. disc wheels, $7.55 each. 

Bowman All-steel Line: size 13 x 
32%, No. 100 loose bearings, $4.50 
to $4.15, according to quantity. No 
200, same with self-contained bear - 
ings, $4.75 according to 
quantity. same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity, each. 

Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55: size 14 x 34 x 10, 
$10.40; size 16 x 30 x 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of 33% per cent. 

American National Line—American 
Boy Red Express wagon, No. 06, 
oe “ per doz.; No. 02, $15.80 per doz.; 

$32 per ‘doz. Little Toto Coaster 
Weecn roller bearing, double disc 
wheels, No. 38, $2.20 each; No. 40, 
$3.65 each. American Coaster, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. each. 
National Flyer Coaster, roller bear- 
ing double disc wheels, No. 51, $5.70 


each; No. 53, $6.90 each. 
Janesville Brand, No. 11R, $8.70; 
No. 12R, $7.95; No. 13R, $7.20 each. 





CONDUIT (RIGID TYPE).—As an- 
nounced last week rigid type conduit 
will be billed at Pittsburgh base rates; 
consistent with the method employed in 
billing iron pipe. 


CUTLERY.—Pocket cutlery very ac- 
tive; imported goods being offered said 
tobe of varying quality; domestic 
brands more popular; tableware mov- 
ing well. 


HANDLES (TOOL AND AGRICUL- 
TURAL).—Fill-in business moderate. 
Aggregate sales based on deliveries 
since Feb. 15 (ordered last fall) make 
a larger volume than last year; prices 
expected to hold; stocks appear bal- 
anced. 

Jobbers quote f.o.b. Cleveland: 

Axe Handles.—No. 1 Hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 


Hatchet and Hammer Handies.— 
finest growth 


o. 1, 90c. per doz.; 
hickory, $1.50. 
Hay Fork’ Handles. 


— oa 
_. a and bored, 4% ft., $4.5 


ft., $5.50 = doz.; pe a 4% ft., $3. 80 
per doz.; 4 mm “2 40 per doz., 
XX, 5 ft., ee "65 per doz. ; ios © Coe $2.80 
per doz. 


Hay Fork Handies.—Bent, chucked 
and bored, 4% ft., $7.50 per doz.; 5 ft., 
$8.50 per doz.; xx, bent, 4% ft., $4 4.30 
= ae “bent, 4% ft., $2. 90 per 
doz.; ft., $5.25 per doz.; 
X. bent. 5 ft., $3.30 per doz. 


Manure Fork Handies.—Bent, 4 ft., 
$4.75 per doz.; 4% ft., $5.10 per doz. 
$4 per doz.; 4% f 
$4. 30 per doz.; X, bent, 4 ft., $2.50 en 
doz.; 4% ft., $2.90 per doz. 

Garden Hoe Handies.—XxX, 4% ft., 
$3.30 per doz.; X, 4% ft., $2.40 per 


doz. 
Garden Rake Handles. — XX, 6 ft. 
$6.25 per doz.; X, 5% ft., $3.25 per 


doz. 


Shovel 
xx, 4% ft., 
$3.75 per doz.; 
$7.95 per doz.; 


Handies.—Regular 1 ge 
$5. 90 per doz., X, 4% ft., 
D handle, ‘best rrade. 
X grade, $6. 25 per doz. 


Spade Handies.—D handle, best 
grade, $7.75 per doz.: X grade, $6.25 
per doz. 


ICE SKATES.—Jobbers announce that 
new prices are out showing advances 
from 5 to 10 per cent on Union Hard- 
ware Co. line. It is reported that com- 
petitive reductions are possible in tubu- 
lar skates. 
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NAILS.—Fairly active demand, which 
will strengthen as building continues to 
increase. Prices steady; market is said 
to have none of the speculative tone. 
Some shortage in 8-penny nails. 


Cleveland jobbers quote as follows: 
Nails, less than carload lots, stock 
shipments, $3.60 per keg; No. 9 -— 
vanized wire, $3.95 per 100 lb.; No. 
annealed wire, $3.50 per 100 ib.; at 
cement coated nails, $3.25 per 100 lb. 
Polished staples, $4. 05 per 100 Ib.; 
galvanized staples, $4.50 per 100 Ib. 
Miscellaneous nails, 70 per cent off 
list. Cut nails, $4 per keg. 

ire brads, 70 and 10 per cent off 


list. 


PAINTS AND OILS.—February hav- 
ing been a record-breaking indoor paint 
month, distributors and dealers are 
working to make March records com- 
pare favorably. Business written by 
wholesalers very satisfactory. Con- 
sumer demand better with warmer 
weather. Inside colors active. Mate- 
rials market steady. Linseed oil prices 


practically unchanged, though seed 
market is unsteady. 
Jobbers quote f.o.b. Cleveland: 
Turpentine, in bbls., $1.18; less than 


bblis., $1.30% per gallon. 
Linseed oil, in bbls., $1.08; less than 


bbls., $1.23 iled, 2c. extra per gal 
Denatured alcohol, 66c. per gal., in 
wood bbls. 


Pneglish Venetian red, in bbls., 3%4c. 
per lb.; in 100-lb. kegs, 4%c. per Ib. 

White lead, in 100-Ib. kegs, 15c. per 
lb.; in 50-Ib. and 25-lb. kegs, 15 
per Ib.; in 13%4-Ib. kegs, 15c. per Ib. 
In 500-Ib. lots, 10 per cent discount; 
other prices are net. 


POULTRY NETTING.—Increasing de- 
mand; rural dealers making sales in 
fair lots; jobbers report brisk pick-up 
trade; prices firm; Pittsburgh and stock 
offering identical in this market. 
Jobbers quote f.o.b. Cleveland: 
Poultry netting, Cleveland stocks, 
45 per cent; f.o.b. Pittsburgh, 45 per 
cent. 


PYREX OVEN WARE.—Healthy de- 
mand; stocks apparently well balanced; 
prices quoted guaranteed until June 30, 
1924, 
Jobbers quote f.o.b. Cleveland: 
LIST PRICES.—Subject to discount 
of 33, per cent. 
Casseroles.—Round standard, 


167, $1: No. 168, $1.17; No. 169, $1. ett 
No. 170, $1.67 each. 


Bread and Biscuit Pans.—No. 212, 
$1.60; No. 214, $1 each. 


Cake Pans.—No. 231, $0.67; No. 221 
(round), $0.50; No. 809, $0.67 each. 


Pudding Dishes. — No. _ $0.83; 
No. 463, $0.40: No. 464, $0.57 eac 

Pie Plates.—No. 202, " 50; No. 203, 
$0.60: No. 209, $0.60 each 

Custard Dishes.—No. 422, $0.17; No. 
423, $0.13 each. 

Tea Pots.—No. 12, $1.67; No. 14, $2; 
No. 32, $1.67; No. 34, $2: No. 22, $1.67; 
No. 24, $2 each. 


ROPE.—Market opinions vary as to ex- 
tent of possible upward movement; raw 
material market causing concern; cur- 
rent demand fair; prices unchanged, 


pounere mete f.o.b. Cleveland: 
Best grades manila, 17%c. for mill 
shipments; 18c. for stock shipments. 
Best grades sisal, 15%4c. stock ship- 
ments: 15c. for mill shipments. 


SASH CORD.—Jobbers announce an 
advance of 2 cents per lb. It is reported 


that the mills are well sold and in many 
cases cannot handle additional business. 


SASH WEIGHTS.—Jobbers quote sash 
weights, 3 to 27 lb., $45 per ton, which 
is a reduction. Building demand creat- 
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ing fairly active market; stocks ade- 


quate. 


SCREWS.—Sales fairly active at firm 


prices; stocks ample. 


Jobbers quote wood screws as fol- 
lows,  f.o. b. Cleveland: Flat head, 
bright, 75, 5, 5 and 5 per cent off list: 
round head, blued, 75, 5, 5 and 5 per 
cent off list; round head nickeled, 65, 
5, 5 and 5 per wx off list, and round 
flee” brass, 70, 5 and 5 per cent off 

st. 


STEEL GOODS.—Retail demand open- 
ing on moderate scale. Dealers expect 
this to be very active line. 


STOVE PIPE AND ELBOWS.—Prices 
quoted guaranteed until Aug. 1, 1924. 
Jobbers report heavy futures. 


Jobbers quote f.o.b. Cleveland: 

Stove pipe in crates of 25 joints. 
Security blued, 28 gage; 3 in., $3.35; 

in., ce 5 in., $3.80; 6 in., $4; 
7 in., $4. 

Ae Security yt conmepted, 
28 gage, 3 in., $1. "v 5 in., 
_ 6 in., $1. 55; pe $2. 10, all per 


"Goat hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystal, 33 in., $21.25 
per doz.; 30 in., $18 per doz.; 28 in., 
$15.50 per doz.; "26 in. -» $13.25 per doz. 

Crystal boards, wood lined, oblong 
shape, 20 x 30 in., $15 per doz.; 24 x 
36 in., $16.65 per doz.; 26 x 32 in., $16 
per doz. 

Crystal boards, paper lined, square 
shape, 24 in., $6.65 per doz.; 26 in., 
$7.25 per doz.; 28 in., $8.10 per doz.; 
30 in., $9.65 per doz. 

Crystal stove boards, paper lined, 
oblong shape, 18 x 30 in., $7.90 per 
doz.; 20 x 30 in., $9. ZZ per doz.; 24 x 
36 in. = $10 per doz.: 6 x 30 in., ’$10. 50 
per doz.; 28 x 34 in. = rt 75 per doz. 


WINDOW GLASS.—Dealers taking on 
spring stocks for building needs; prices © 
firm; stocks adequate. 


Jobbers quote f.o.b. Cleveland: 

Window glass, first three brackets, 
single A and B, 86 per cent off list; 
over three brackets, same grades, 85 
per cent off lis Both i double 
A and B, 87 per cent off 1 
single and Saale. 85 per 

Single AA paper wrapped, 85 per 
cent off: double AA paper wrapped, 
85 per cent off list; lights, AA paper 
wrapped, 85 per cent off list. 

Pay” Pere, in 12% lIb., lots, $6.75 


cwt.; in 25-Ib. kegs, $6 per cwt.; 
ie “100- Ib. oy $5.50 pe fc, ows. Com- 
mercial grade, n 1244-1 b. lots, $4.75 


per cwt.; in 25-Ib. lots, $4.25 per cwt.; ; 

in 100-Ib. lots, $3.75 per ewt. Glaziers 

points range from 20c. to 22c. per Ib. 
WIRE GOODS.—Business strong at 
firm prices; dealers beginning to sell 
fair orders; jobbers report brisk de- 
mand; stocks ample. 


Jobbers quote f.o.b. Cleveland: 
Wire cloth, 12 mesh, $2.10 per 100 


sq. ft. 

Galvanized wire cloth, 12 mesh. 
$2.65 per 100 sq. ft.; same, 14 mesh, 
$3.10 per 100 sq. ‘ft. 

Black wire cloth, 12 mesh, $2.10 per 
100 sq. ft. 

Copper wire cloth, 14 mesh, $7.25 
per 100 sq. ft. 

Hardware wire cloth, $5.25 per 100 
sq. ft. 

WRENCHES. — Motorists important 


factors in the retail sales of wrenches. 
Prices steady; stocks appear well bal- 
anced; sets particularly active. 


Snap-On Wrenches, No. 101 poneser 
Service sets, 5.25 each; 201 
Heavy Duty sets, $8 each; No. 404 
Universal Socket sets, $7 each: No. 
505B, Screw Driver sets, $3.40 each. 
Less 40 per cent on all Snap-On 
wrenches, f.o.b. Milwaukee, Wis. Skid 
ym and cross links quoted at % 
8) st. 


Reading matter continued on page 114 
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Whether you are bid- 
ding on a building or 
passing a pair of hinges 
over the counter, there 
is an asset in making it 
known that you 
-are furnishing 


MIC KIN NIE } 


bes 


MCKINNEY MANUFACTURING COMPANY 


PITTSBURGH PENNSYLVANIA 
Western Office and Warehouse—Chicago 


Garage hardware, door hangers and track, door bolts and latches, 
shelf brackets, window and screen hardware, steel 
door mats and wrought specialties 
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figure 1. Emergency anti-skid scheme 


for using rope 


VERY autoist needs a tow-line 

for at least one purpose, but it 

is interesting to know that 
ropes can nowadays be used by the 
motorist for other purposes also. 
These should be emphasized just as 
forcibly by the man who sells him 
his rope. Sometimes what the sales- 
man regards as a minor selling point 
is just the one that induces the con- 
sumer to buy a product. 


Emergency Anti-Skid Scheme 


Notable among these subsidiary 
uses are those for when the roads 
are slippery and anti-skid precautions 
are necessary. In an _ interesting 
article in a recent number of the 
American Automobile Digest, it is 
pointed out that a tow-line of rope 
can be used to get the car out of 
embarrassing predicaments by wrap- 
ping this around the tire and in be- 
tween the spokes as shown in Figure 
1. This, of course, is only an emer- 
gency scheme, and it is possible that 
it can ruin the rope. The motorist’s 
attention, however, should be called 
to it, as he may be far removed from 
sources of aid, regular skid-chains 
might not be available, and this de- 
vice would be of service to him. 


Block and Tackle 


A tow-line can also be used as a 
sort of block and tackle. One end of 
the rope should be attached to a 
stake or other firm anchorage and, 
if the rope is given several turns 
around the hub, a comparatively 
light pull on the fore end of the rope 
will cause it to grip the hub very 
firmly. The small diameter of the 
hub provides a good leverage, and if 
the rope is strong enough the car can 
be extricated from deep mud. An- 


Johnson Buys Zion City Store 


The retail hardware business of the 
Beebe Hardware Co., Zion City, IIl., has 
recently been purchased by P. B. John- 
son of that city. Mr. Johnson expects 
to continue the business along the same 
line as it has been. The stock includes 
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and Its Uses 


other method of getting out of a 
deep mud hole is by means of a mud 
skid. There are several devices on 
the market, which consist of a board 
and a heavy rope, so that a planked 
road can be laid for the car. 

Still another method to extract the 
car is by the use of a modified Span- 
ish windlass. One end of the tow- 
line or heavy rope is attached to the 
car, the other to a tree, fence post, 
or telephone pole. The rope is 
looped up in an ordinary loop, and 
wrapped around the jack as indi- 
cated in Figure 2, the handle of the 
jack being used as a lever to twist 
the jack and in turn wind the rope 
and pull out the car. 


Sales Possibilities 


Another point that it is well to 
bear in mind in selling a tow-line is 
that it should always be long enough 
to enable the car that is doing the 
towing to keep on solid ground so 
that it can secure the necessary 
action for a heavy pull. 

These are all things that could be 
emphasized by hardware dealers and 
others in window displays. A’ dis- 
play of, for example, the emergency 
skid device or the Spanish windlass, 
enlivened by photos or diagrams in 
the background showing these things 
on an enlarged scale, would be par- 
ticularly effective, 


The Main Use 


But far and above these minor 
uses is the main one—pulling the 
disabled car in case of a breakdown. 

There is probably no greater joy 
dispeller than the motor which sud- 


Ee E 


a complete hardware stock, with stoves 
and ranges, paints and oils and var- 
nishes; also harness. 

The total deal involved approximately 
$60,000. Mr. Johnson took possession of 
the business March 1. The new man- 
agement requests catalogs on the above 
items. 





denly ‘dies’ just as the car is glid- 
ing with lightning speed over the 
road, or the tire which bursts at the 
same happy moment. Cruel fate 
usually so arranges it that these mis- 
haps occur right in a part of the 
course famous for its sylvan beauty, 
and the fact that “it’s five miles to 
the nearest farmhouse.” So, with 
this in mind, our autoist friend who 
is wise uses that much-mooted word 
“preparedness” in his pleasure rid- 
ing, and sees to it that his car is 
equipped with a length of Manila 
rope. Then, if the worst happens, 
he is prepared to accept the fraternal 





Spanish windlass showing novel 
use of rope for extricating a car 


Fig. 2. 


offer of a “pull” from his brother 
motorist who happens to pass, and 
stops to commiserate and render 
assistance. Yes, the joys of autoing 
are greatly enhanced by the peace of 
mind which accompanies the rope 
equipped car. 

The sizes generally used are °%% in, 
or %4 in. Manila rope, about 30 or 40 
ft. long. It makes a compact pack- 
age and can be tucked away under 
one of the seats.—Cord Age. 


Joliet Hardware Store 
Incorporates 


The Robert Meers Hardware Co., 203- 
205 East Jefferson Street, Joliet, Il., 
has been incorporated for $1C0,000. The 
incorporators are Robert Meers, Martin 
T. A. Kelly and William P. Gahan. 


Reading matter continued on page 116 
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Living Rooms 
AiR-Way equipped 
living rooms may be 
thrown wide open to 
the cooling breeze 
whenever the ther- 
mometer begins to 
climb. 
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Bed Rooms 


The AiR-Way equip- 
ped bedroom is a 
warm, sunshiny nook 
by day and an airy 
sleeping porch at night. 


Dining Rooms 


AiR-Way equipped 
dining fooms afford 
all the comfort of out- 
door dining while re- 
taining the conven- 
iences of the indoor 
dining room. 
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Kitchens 


AiR-Way equipped 
windows enable the 
housewife to quickly 
convert her hot, stuffy 
kitchen into a pleas- 
ant, breezy porch. 
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Sun Rooms 


Plenty of fresh air of 
absolute protection 
against the weather 
combine to make AiR- 
Way the most perfect 
enclosure for sun 
rooms and sleeping 
porches. 


More Light—More Air— 


for every room in the house 


“In the support of life and the preservation of health,” 
says Chicago’s Commissioner of Health, “the importance 
of sunshine and fresh air cannot be overestimated.” 
Because it floods the entire home with sunshine and 
fresh air, AzR-Way Multifold Window Hardware has 
been endorsed by health authorities, architects, builders 
and home owners from sea to sea. 





AiR-Way equipped windows slide and fold inside, leav- 
ing an unobstructed opening thé full width and depth 
of the frame. They open at a touch, without interference 


from either screens or draperies, and are absolutely 


weather-tight and rattle-proof when closed. A1zR-Way 
windows may be partially opened, for ventilation, at any 
point desired. 


Write today for Catalog 0-00 which explains how easily 
AiR-W ay windows can be installed in new homes or used 
to replace old-fashioned double-hung windows. You 
will find it very profitable to stock and push this widely 
and favorably known window hardware. 


CAlso makers of “Slidetite”—the original sliding-folding garage door hardware 
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Washington News 


(Continued from page 100) 
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by the Ways and Means Committee 
with the assent of the Finance Commit- 
tee leaders providing for a reduction 
of 25 per cent in the taxes to be paid 
ir. 1924 on 1923 incomes. Installments 
due March 15 having been paid the pro- 
posed reduction will have to be realized 
in connection with the three remaining 
payments. 

Secretary Mellon recommended that 
taxpayers take credit for 50 per cent 
of their June 15 payment and 25 per 
cent on each of their Sept. 15 and Dec. 
15 payments. The proposition to elimi- 
nate the Dec. 15 payment altogether in 
lieu of cutting down the other two pay- 
ments is opposed by the Treasury on 
the ground that it would adversely in- 
fluence the money market. 


Tax Cut by June 15 


The joint resolution referred to will 
be held in abeyance until it is deter- 
mined that the tax bill cannot be finally 
passed prior to June 15. Should the 
Congressional leaders decide to hold the 
original bill over until next winter the 
joint resolution would be _ rushed 
through in time to make the effective 
date before the June 15 payment falls 
due. 

The President, Secretary Mellon and 
the majority leaders of both houses will 
surrender with great reluctance their 
plan to pass a tax reduction bill at the 
present session, but they are beginning 
to doubt their ability to put it through 
without making great sacrifices to the 
critics of the schedules as recommended 
by the Secretary of the Treasury. 

The Finance Committee in fixing the 
maximum surtax rate at 25 per cent in 
lieu of 37% per cent as adopted by the 
House and 50 per cent as provided by 
existing law realized that the change 
would be stubbornly fought both on the 
Senate floor and in conference. I do 
not believe the Senate will follow the 
Finance Committee in this particular, 
although as a matter of sound eco- 
nomics they should do so. 


May Postpone Bill Until Next Winter 


The principle is regarded by the ma- 
jority Senate leaders as so important 
that they will be quite willing to side- 
track the bill until next winter rather 
than pass it with a compromise maxi- 
mum surtax rate. The President and 
his advisers as well as the majority 
leaders of both houses believe the peo- 
ple will express themselves at next 
November’s elections in some manner 
that will induce Congress to see the 
error of its ways and to accept the 
Treasury Department surtax schedule. 

Real estate dealers in all parts of the 
country are concentrating pressure 
upon the House and Senate to secure 
the elimination in the tax reduction 
bill of all taxes on capital gains based 
on sales of real estate. The National 
Association of Real Estate Boards is 


ticularly urban, of this country. 
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leading this drive and has filed a strong 
brief with the Finance and Ways and 
Means Committee. I quote the follow- 


ing: | 
Should Not Tax Real Estate Profits 


“Taxation of gains from the sale of 
capital assets, particularly real prop- 
erty, interfere with the eminently de- 
sirable fluidity of real estate as a com- 
mercial commodity. 

“The hesitancy of the owner to sell 
his real property holdings when he 
faces a material profit, with the result- 
ing tax, unquestionably has _ handi- 
capped the natural and easy develop- 
ment of the growing communities, —* 
n 
addition, instead of direct sales, long- 
term leasing has been resorted to and 
many attempts have been made to exe- 
cute leases which are in effect sales on 
the installment plan. 

“We believe that at present many 
sales of real property are not consum- 
mated because of the uncertainty of 
the owner as to the resulting income 
tax which he will have to pay.” 


Would Eliminate Capital Gains and 
Losses 


Cutting out taxation of capital gains 
and of deductions for capital losses has 
been recommended by the Federal tax 
simplification board as one of the most 
effective measures that could’ be 
adopted to simplify the revenue act. 
The board in a recent report to the 
House of Representatives holds: 

“It is generally agreed that if capital 
gains had been eliminated as income 
and capital losses as deductions at the 
outset, the Government would have 
been far ahead in revenue. The best 
considered opinions of accountants, 
actuaries and economists appear to us 
to indicate that the elimination of both 
capital gains and capital losses even 
now would result in no decrease in rev- 
enue to the Government over a period 
of years. 

“These questions of valuation, re- 
quiring the exercise of discretion, in 
which honest differences of opinion are 
bound to arise, are not only difficult 
of solution, but are largely responsi- 
ble for the present arrears in the work 
of the income tax unit.” 


National Transportation Policy 


A national policy of transportation 
development, looking to the coordina- 
tion of rail, water and highway trans- 
port, was submitted during the past 
week to the 1200 organization members 
of the Chamber of Commerce of the 
United States. 

The policy is formulated in a series 
of fourteen recommendations made by 
a Special Committee on Transportation 
of the National Chamber, of which 
Harry A. Wheeler, of Chicago, is 
chairman. They are based upon con- 
clusions reached by six composite com- 
mittees, which made an exhaustive 
study of various aspects of the trans- 
portation problem during the past 
year, and upon the conclusions of the 
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National Transportation Conference 
held in Washington last January, 
ynder the auspices of the National 
Chamber. 

Among the questions submitted to 
the judgment of the business interests 
of the country are the retention of the 
Transportation Act without substan- 
tial change, railroad consolidation, the 
relative readjustment of freight rates, 
a national survey of inland waterways 
and the establishment of store-door 
delivery by rail and motor carriers. 

The recommendations upon which 
the referendum vote is being taken 
are: 


Comprehensive Recommendations 


1. The national transportation policy 
should aim at development and main- 
tenance of an adequate system of rail, 
water and highway transportation 
with full cooperative service of all 
agencies that will contribute to econ- 
omy and efficiency. 

2. The important principles of the 
Transportation Act of 1920 should be 
continued without change until there 
has been further experience. 

3. The principle of recapture of a 
fair proportion of excess railroad earn- 
ings should be maintained in the public 
interest as essential to the rule of rate 
making. 

4. Supplementary legislation should 
be enacted in harmony with the gen- 
eral principles of the Transportation 
Act to facilitate consolidations by vol- 
untary action subject to the approval 
of the Interstate Commerce Commis- 
sion. 

5. The policy of connecting and co- 
ordinating terminal facilities, with pro- 
visions for joint use prescribed by the 
Interstate Commerce Commission, be 
applied as rapidly as practicable. 

6. In place of any attempt to deal 
with rates and other problems of regu- 
lation of common carriers through 
legislation—necessarily inelastic—such 
problems be handled by properly con- 
stituted Federal and State adminis- 
trative agencies. 


Readjustments Rather Than Reductions 


7. Instead of any attempt at general 
reduction at the present time the ex- 
isting administrative agencies, under 
their established methods and with all 
possible dispatch consistent with 
proper study and investigation, pro- 
ceed with readjustment of relative 
freight rates. 

8. Congress should direct the army 
engineers to make a comprehensive 
survey and present a definite plan and 
schedule of principles for waterway de- 
velopment. 

9. To determine more fully the possi- 
bilities of inland waterway transport 
under private operation and thus en- 
able the Government the sooner to dis- 
pose of the lines, the Secretary of War 
be given authority and funds to con- 
tinue operation of the barge lines on 
the Mississippi and Warrior rivers in 
accordance with good commercial prac- 
tice. 


Reading matter continued on page 118 
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Hoover advertising will carry 
this illustration in eight national 
magazines, with a total circula- 
tion of 12,650,000, during April 
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Remarkable new Attachments 


increase value of 


Now added to the acknowledged advantages of 
The Hoover over ordinary electric cleaners, is 
the most remarkable set of air-cleaning attach- 
ments ever devised. This means 
— new business with Hoover 
owners 
— increased business with 
Hoover prospects 
— still greater desirability from 
the consumer’s standpoint 
— increased profit for the dealer 


Women are quick to see how with these new 
attachments they can air-clean draperies, fix- 
tures, furniture and furnishings as effectively as 
they can beat, sweep and clean floor coverings 


with The Hoover. 


Hoover Franchise 


They instantly recognize the ease and security 
with which these attachments connect and lock—the 
naturalness and readiness with which the swzvel/ 
connection adapts, without strain, the position 
of the cleaning tool to corners, joints and 
curved surfaces. 


The tools include the remarkable new combina- 
tion nozzle-brush, suitable for practically every 
cleaning purpose, fitted with rubber bumper to 
protect polished surfaces, the flat fibre tool and 
the two metal extension tubes. 


These splendid new attachments make the 
Hoover franchise more valuable than ever to 
progressive dealers. When may our representa- 
tive call and explain - you the many profitable 
advantages of the Hoover sales plan? 








THE HOOVER COMPANY, NORTH CANTON, OHIO 
The oldest and largest makers of electric cleaners 
The Hoover is also made in Canada, at Hamilton, Ontario 


It BEATS.-. as it Sweeps as it Cleans 
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Not just 4,334,418 


readers! 


The above figure represents the 
number of actual prospects for the 
purchase of an Ace Knife Sharp- 
ener that are reached every month 
through the pages of the Saturday 
Evening Post, Good Housekeeping 
and the Country Gentleman. They 
are all prospects because the Ace 
is a dollar article that every home 
needs and every home can afford. 


Benefit by the advertising in these 
closely read magazines by stocking 
and displaying the Ace. Below is 
a reproduction of the May ad. 


ACE HARDWARE MFG. CORP. 
Philadelphia 











are the days 


—days of watchful waiting for the grind- 
stone man to appear at the curb with his 
tamiliar call **Knives to Sharpen!’ For 
now, all the kitchen knives can be sharp- 
ened in a few minutes when there is an 
Ace Knife Sharpener on the kitchen 
dresser. A few strokes through the discs 
will put a keen edge on the dullest blade. 
If your dealer cannot supply you, send his 
name and one dollar to 


Ace Hardware Mfg. Corp. 


Philadelphia 
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10. Waterways’ service, including 
through rail-and-water routes and 
rates with suitable divisions of rates 
between the two types of carrier, be 
facilitated by public and private agen- 
cies wherever economically warranted 
and in the public interest. 


Store-Door Collection and Delivery 


11. Optional store-door collection 
and delivery with reasonable and sepa- 
rately itemized trucking charges in the 
published tariffs be established as 


rapidly as practicable by agreement 








between carriers and shippers, begin- 
ning at the centers of greatest con- 
gestion. 


12. Wherever experience indicates 
that it will be in the public in- 
terest, regulatory bodies should fa- 


cilitate the utilization of motor: trans- 
port to replace uneconomical forms of 
rail service, to relieve yard and ter- 
minal congestion, and to extend exist- 
ing steam and electric railway services. 

13. The rates and services of motor 
common carriers, both freight and pas- 
senger, should be subject to regulation 
by the State and Federal commissions 
which have jurisdiction over the opera- 
tion of other common carriers, having 
particularly in view insuring to the 
public adequate, economical and con- 
tinuous service. 

14. In addition to bearing an equita- 
ble share of the general tax burden, the 
road users should pay the entire cost 
of maintenance of highways through 


special taxes levied against them, such 
special taxes being applied exclusively 
to that purpose. 








The fourteen recommendations rep- 
resent the first attempt that has been 


made to formulate a policy covering 


all three agencies of transportation— 
the railways, the highways and the 
waterways. They are the result of 
deliberations in which shippers and car- 
riers, representatives of agriculture, 
industry, mining, banking, insurance 
and commerce have participated, as 
members of the committees which made 
the preliminary studies and of the 
Transportation Conference which con- 
sidered them. 


Herbert Hoover Whacks Untermyer 


Secretary Herbert Hoover, who al- 
ways hits straight from the shoulder, 
paid his compliments during tne past 
week to Samuel Untermyer, the bom- 
bastic New York lawyer who recently 
took the Secretary to task on the 
ground that combinations in restraint 
of trade are permitted to be organized 
by American manufacturers and mer- 
chants for operation in the foreign 
trade. Untermyer also intimated that 
the Department of Commerce should 
be able to put an end to certain com- 
binations of foreigners, especially in 
Continental Europe, who are seeking 
to control commodities of importance 
to the American farmer. In a very 
sharp rejoinder Secretary Hoover says 
in part: 

“He (Mr. Untermyer) knows, or 
should know, that the Webb-Pomerene 


Reading matter continued on page 
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act was passed under the last Admin- 
istration for the purpose of enabling 
American exporters, under regulation 
by the Federal Trade Commission, to 
establish joint selling agencies for 
foreign trade, and that the act in ex- 
press terms prohibits its use for the 
control of domestic prices or for any 
restraint of trade within the United 
States. 


Uncle Sam Cannot Reach These 


“We knows perfectly well, or should 
know, that foreign combinations to 
control the price of sisal, nitrate, 
potash and other commodities which 
are supplied to our farmers by im- 
ports cannot be reached by our present 
restraint-of-trade laws because these 
combinations are located in Mexico, 
London, Paris, Madrid, Singapore and 
other foreign places. His suggestion 
that they should be required to take 
out licenses from the Federal Trade 
Commission is likely to cause them 
laughter. He has little knowledge of 
these affairs if he thinks that pro- 
hibition of American bankers from 
loaning money to the Brazilian coffee 
combination, or any other, would have 
any effect upon them.” 





Tie Up Garage Hardware with 
the Home Building 
Program 


(Continued from page 85) 
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as he would curtain rods or other 
boxed merchandise. 


Here’s an Idea! 


Frank Potter, Cleveland, keeps a 
garage set book hanging on a nail 
near the front of his store. People 
who are waiting often pick it up and 
become interested enough to read it 
through. This has led to several 
sales. 

In Mansfield, Ohio, the Strater 
Hardware Co, carries a full line of 
sets, feature them in window dis- 
plays and get some good profits as a 
result. Frank Pekoc, Jr., Cleveland, 
classes this line with his rapidly 
moving merchandise. Another promi- 
nent Ohio hardware merchant keeps 
two tables reserved for a permanent 
display of garage sets, and extra 
pieces such as stops, etc. 

These firms and thousands of 
others have found garage hardware 
easy to stock, display and sell, and 
have found that it carries a sub- 
stantial profit. You can do likewise. 





Dan Miller Hardware Co. Sold 


The business of the Dan Miller Hard- 
ware Co., Fort Smith, Ark., has been 
discontinued. The stock was taken over 
by the O’Shea-Hinch Hardware Co. 
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Not too late to profit 
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The best chance you have ever hadto W dl | per dozen. They will retail for 79c each 


introduce VIKO, The Popular Alumi- Mi (regularly $1.05). (In the Western and 
num, to new customers is still open. iii. Southwestern States, the cost will be 
Take two minutes right now toinvesti- fii + $8.17 per dozen and the retail price 
gate it! Hl] | 89c, regularly $1.20.) Your margin on 
Weare offering a VIKO “Special” 3-qt. fill selling price is 25%. 

Sauce Pan, with cover. Itis illustrated [iii You will be supplied with posters and 
on this page—a beauty. Advertisements fii newspaper advertising material to help 
exclusively featuring this “Special” MT you sell. 

have appeared, or are appearing, in na- iil Take our advice. Get behind this “Spe- 


tional magazines with a circulation of Hii 
more than 7,000,000 copies—in The [iii 
Saturday Evening Post (full page), 
Needlecraft, Successful Farming, 


cial.” Every one of these fine sauce pans 
that you sell is going to be a permanent 
advertisement of VIKO in somebody’s 





Kicciienine. Cenmnaa's Wiibe, waetene 3 ll kitchen, qopemgeepees ne you. 

Priscilla, Holland’s Magazine, Christian ff] Your VIKO jobber is “all set” and 

Herald, and Iowa Homestead. | waiting to hear from you. 

ay a tremendous y sp tg that Ask Your Jobber 

can be making money for you if you | 

act without delay. id , "i | seman menaee engl ot Co. 
i} enera ces: Manitowoc, s.,U.3S. A. 

These sauce pans will cost you $7.11 Makers of Everything in Aluminum 
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G7 Dozen Sell for $9.48 
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From 


Now On 


Your national service 
section for all hardware 
“wants” should be one 
of these sections: 


BUSINESS OPPORTUNITIES 


A broadcasting of offers in 
hardware stores, properties, 
second hand equipment and 
general opportunities. 


BUSINESS SERVICES 


pours, Services 
Financial Services 
Professional Services 


HELP WANTED 
Wholesale 
Retail 
Manufacturing 
POSITIONS WANTED 
Wholesale 
Retail 


Manufacturing 
SALES REPRESENTATIVES 
WANTED 


Men of experience and ability 
in selling the hardware field 
know and follow this section. 


SALES ACCOUNTS WANTED 


A section used by salesmen 
and sales representatives for ob- 
taining lines to sell. 





These are sections in the 


CLASSIFIED 
OPPORTUNITIES 


The Classified Advertisements 
of Hardware Age which serve 
the “wants” of the industry. 


Use These Sections as 
They Best Serve Your 
Regular Hardware | 
“Wants.” 





See the back pages of this 
issue for these Classified Op- 
portunities which broadcast at 
low cost and rapid returns of 
the best calibre. They reach 
effectively into all departments 
of the field since Hardware 
Age is the national weekly 
closely read by hardware men. 


USE DEPENDABLE 
WANT ADVERTISEMENTS 


in | 
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CURRENT NEWS OF THE TRADE 


(Continued from page 95) 





Bates Mfg. Co. Purchases 


Machine Appliance Corp. 


On March 1 the Bates Mfg. Co., for 
thirty-five years makers of the Bates 
numbering machines, purchased the 
Machine Appliance Corporation of 
Brooklyn, N. Y., who has been the 
manufacturer of Ajax eyelet fasteners, 
and Samson hand and bench punches. 

These products will hereafter be 
made in the plant of the Bates Mfg. Co. 
at Orange, N. J. Dealers and jobbers 
are requested to direct their orders and 
correspondence to the Bates Mfg. Co., 
whose New York office is at 50 Church 
Street. The prices and discounts under 
the new management will remain the 
same as heretofore. 





Otto R. Schultz Succeeds P. H. 
Learnard 


The Otto R. Schultz Hardware Co., 
Danville, Ill., has stueceeded P. H. 
Learnard of that city in his hardware 
and housefurnishings business. Mr. 
Schultz has been in the hardware busi- 
ness in Danville for the past thirty-two 
years, and the past thirteen years 
up to July was a member of Dowling- 
Schultz Hardware Co. Associated with 
Mr. Schultz are J. Bert Wilson and C. 
F. Bahls, who have also been connected 
with the Dowling-Schultz Hardware Co. 
for a number of years. 

The company is desirous of receiving 
catalogs and price lists from manufac- 
turers of hardware, housefurnishings, 
sporting goods, etc. 





“Own Your Home” Shows in 


Chicago and New York 


j 

The fourth annual “Own Your Home” 
exposition was held in Chicago at the 
Coliseum from March 22 to 28. The 
New York show will be held in the 
Sixty-ninth Regiment Armory from 
April 19 to 26. This will be the sixth 
New York show. 





R. M. Mershon Opens Store 
in Upper Montclair, N. J. 


R. M. Mershon has recently opened a 
retail hardware store at 620 Valley 
Road, Upper Montclair, N. J., and is 
handling a complete line of hardware, 
paints and housefurnishings. 





Harris Bros. Sell Out 


Forrest and Harold Treworgy, who 
are operators of the Danforth Hard- 
ware Co. and the Brunswick Hardware 
Co., have recently purchased the hard- 
ware business of Harris Brothers at 
Milo, Me. The store is being remodeled 
and arrangements made for an u 

date hardware store. A general line 


of hardware, paints, sporting goods, 
tools, plumbing goods and electrical 
supplies will be carried. The new store 
will be known as the Milo Hardware 
Co. Catalogs are requested on the 
above lines. 


F. I. Webster Co. Closes 
Brattleboro, Vt., Store 


F. I. Webster Co., Turners Falls and 
Greenfield, Mass., has discontinued its 
Brattleboro, Vt., store at 13 Flat Street. 
in order that greater ‘concentration 
might be given its jobbing, retail and 
implement business at the two afore- 
mentioned places. Deyo R. Knight, in 
charge of the Brattleboro store, will 
have charge of the retail departments 
at Greenfield, enabling Louis T. Mer- 
riam, vice-president and treasurer, to 
devote his entire attention to the job- 
bing and mill supply departments of 
the company. 





Store Employees Broadcast 
Radio Program 


A program made up entirely of talent 
furnished by employees of the Hennepin 
Hardware Co., 909-13 Hennepin Avenue, 
Minneapolis, Minn., was recently broad- 
cast through station WCAS of the Dun- 
woody Institute of Minneapolis. 

The program was diversified in na- 
ture and the Hennepin company offered 
prizes to the owners of receiving sets. 
The first prize consisted of a radio head 
set or vacuum tube for the most distant 
reception, the second of two tennis balls 
for the first report west of Minnesota 
and the third, a household hand saw for 
the nearest guess as to the number of 
reports received on the evening’s pro- 
gram. 





George H. Buchheimer & Son 
Incorporates 


For the purpose of affording addi- 
tional capital for the further expansion 
of its business, George H. Buchheimer 
& Son, manufacturer of leather special- 
ties, Baltimore, Md., has recently in- 
corporated its business. The company, 
which was established in 1884, has as 
its president George H. Buchheimer 
and as vice-president and treasurer, J. 
Maurice Buchheimer. 





Tennessee Firm Wants Catalogs 


The Vaughan Hardware Co., Win- 
chester, Tenn., has recently increased its 
capital stock from $15,000 to $50,000 
and has entered the jobbing field. The 
company desires catalogs covering the 
following lines: Builders’ hardware, 
tinware, galvanized iron ware, stamped 
tinware, aluminum ware, enameled iron 
ware, chain, tacks, rivets, burrs, tools, 
axes, sporting goods, glassware, crock- 
ery and woodenware. 
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Permanent, Fast Selling 
Basement Windows 


The demand for more complete homes sweeping the 
country today, includes a demand for better lighted, 
better ventilated basements. People are finding that 
the basement can be something more than a dimly 
lighted places for the furnace, coal pile and laundry. 
With plenty of daylight and ventilation the base- 
ment becomes a pleasing addition to the home, 
another room useful for a myriad of things—and the 
steel basement window has made the difference. 


~ 
‘ 





: a. f oe 
Truscon Copper Steel Basement Windows are profit a] > amine ms ae pee 
producers for hardware dealers because their use ee a Le Nn ag 
= . . e 4 

gives double the daylight of wooden windows. They wont stick or wa 
are easily installed and never stick, warp or sag. 

Copper steel gives long life and insures windows not 

affected by weather conditions. 


GET OUR DEALER PROPOSITION 


This will be a big home building year. If you are 

not selling these profit producers take advantage of : 
the growing demand for this type of window. Get 

in touch with us for our attractive dealer proposi- 

tion. 


TRUSCON STEEL COMPANY 


YOUNGSTOWN, OHIO 
Warehouses and Sales Offices from Pacific to Atlantic. 


For addresses see phone books of principal cities. 
Canada: Walkerville, Ont. Foreign Div.: New York 


gusco® 
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MENT WINDOWS 
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Bankers vs. Hardware Dealers 


HE banker is a business man, for with but one commodity (money), he 
not only makes his overhead but a nice profit besides. The way he 
makes it is on a short profit—but a HUGE TURNOVER. 


—Turnover is the big item in modern business—and every merchant now- 
adays is beginning to figure the best way of turning over his stock as many 
times as possible in the calendar year. 


—The easiest way to get a big turnover is to handle such products as have 
a big demand—that require no service, that are not seasonal. 


Peerless Products for Ford Cars Have 
the Turnover—Besides a Good Profit 


EERLESS Products for Ford 
Cars are a complete line of re- 
placements, that are easy to sell 


Every item of the Peerless line not 
only makes money, but brings cus- 
tomers to your store. 





because there is a big market; easy = ay) Peerless Products are staples 


to sell because they are so well now with the jobbing trade and can 
known to the Ford owner; easy to be ordered direct from your jobber. 
sell because they are real quality For further information, literature, 
products at popular prices. 


ete. write us direct. 


List of Peerless 
Products 








Peerless Guaranteed 
Honeycomb Radiators 


Peerless Fenders for 
Pleasure Cars’ and 
Commercial Cars 


Peerless Tool Boxes 
and Tool Kits 


Peerless Radiator Caps 
Peerless Wheel Discs 


Peerless Hoods’ and 
Combinations 


Peerless Runningboard 


Shields 


EQUIPPED WITH ; te . ~ y | i ae 

DEER LES ee <a i Peer-O-Lites 
Sete. oe ) —for replacing back 
Psicctiasignt " curtain lights in Ford 


PCORAN M we 4 - Cars 





THE CORCORAN MFG. CO., Dept.9 CINCINNATI, OHIO. 
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* 
Directions for Using 
NOELTING Caster Chart 


Ask customer the following questions: 


i. For what furniture do you want casters? 

2. Is it light, medium or heavy weight? 

3. Sn weet EONS 60 Giese WEP ets Cusattuve be 
mov 


un your pene down the vertical column headed by the kind and weight of furni- 


ture descri by the customer, until you come opposite the kind of floor described. 
The top number in the square is the number of the mo«t desirable caster for the pur- 
pose. e number underneath is that of the next most desirablc caster. 


EXAMPLE: — If the casters are to be used on a carpeted floor for a heavy wooden 
bed the caster to recommend to your customer is C-13-8. The alternative caster is 
€-6-8. Third alternative C-3-8. 


REMEMBER — The larger the wheel, the easier 
the furniture moves! 


































= : 
RUEFET . 
CHAIRS t 4 HESTS BENCHES 
- - IAVENPORTS . 
Kind of Floorsand | TABLES KITCHEN CASS CRIBS 
Coverings TANITIES STOOLS 
WOOD BEDS. ete 
> Light Tatedium | Heavy | Medium Heavy Light Medium 
Hardwood or Tile C-11-3 (C105 [C118 [C-09-5 [C198 | C-11-3 | C-19-5 
tloors (Bare or ” “ . . 2 . . . - 
nearly co). €-13-3 (C-13-5 |C-13-8 (C-13-5 [C-13-8 (C€-13-3 | C-13-5 
. - 4 + -——_-_ - - + - 
Hardwood or Tile €-13-3 (C-13-5 [C-13-8 (C-13-5 |C-13-8 (C-13-3 | C-13-5 
Floors Covered . : . . . 
with Rugs. (- 6-3 |C- 6-5 |C- 6-8 [C- 6-5 [C- 6-8 (C- 6-3 1 C- 6-5 
(C-13-3 [C-13-5 [C-13-8 C-13-5 [C-13-8 C-13-3 (C-13-5 
Carpeted Floors. C- 6-3 IC. 6-5 |C- 6-8 C. 6-5 [C- 6-8 1C- 6-3 'C- 6-5 
C- 33 (C- 3-5 |C- 3-6 [C- 3-5 [C- 3-8 1C- 3-3 Ic. 3-5 
ae a C3 (C115 [C18 [C-11-5 (C-1tee [C118 [C115 
Cork Carpeted C-13-3 [C-13-5 [C-13-8 |C-13-5 (C-13-8 [C-13-3 \« -13-5 
Floors. iC. 3-3 Ic. 3-5 ie- 3-8 I - 3-5 [C- 3-8 1C- 3-3 ~ 3-5 
i 1 1 | 
Matting Covered (- 6-3 ic 6-5 ( - 6-8 OC. 6-5 1C- 6-8 1C- 6-3 |C- 6-5 
or Painted Floors C- 3-2 [C- 3-5 [C. 3-8 C35 le. 3-8 |C- 3-3 |e. 3-5 
Selling Price a 
Price Per $ Price Per Ser rae Be ' Per Set Cee . 
( -3-3—8.40 ( -6-3—8.50 C-13-3-—8 + (-11-3—$2.00 t- Te oe | 
C.$.5..H/ (-6-5—$.5 13-581.) C-11-5—$2.2 see 2 3% 
C-3-8—S.50 ( -6-8—$.65 (-13-8—$1.3 C-11-8—$2.50 oe <4 14: 
Ligaum Vitae Wheel Bice! Wheel Fibre Wheet Fel Wheel ee ‘4 


NOTICE! The Table ahowe ix to aid vou on 
FAULTLESS CASTERS are made tor metal beds, prenos, office . 
be glad to help you on any way possstble. and will welcome your sw ste 


FAULTLESS CASIER COMPANY, Evansville, Indiana. 


selecting the proper caster foe wour customer. NOPFL TING 
oe chaws, t wagons. etc. We will always 














Evansville, 
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Faultless Caster Company 


Indiana 


j 
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RAGGING down and handling a dozen 

boxes of casters so the customer may “see 

what I want’—means spoilage and kills profits! 

The Noelting Caster Chart gives the answer— 
quick! 


And the Noelting Demonstrator demonstrates 
actual Faultless Casters in the three necessary 
sizes and four kinds of wheels. No handling of 
shelf merchandise necessary—quick selling 
through -positive demonstration. 


Copyrighted, clean cut merchandising helps 
furnished without charge with a small stock 
order of Faultless Pivot Bearing Casters. Get 
particulars from your jobber! 
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Makers of Quality Casters for a Third of a Century 
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The socket-strength which pre- 
vents splitting of a }” Hollow 
Screw, prevents spoiling of a 
wrench head in any test of use. 


The trade well knows the unbreak- 
able quality of the Allen cold- 
drawn }” screw. It’s a size called 
impractical in broached hollow 
screws—just as broached wrench 
sockets are often impractical. 


The Dealer who's stood back of 


set screw performance will know 
how to stand back of wrench per- 
formance, safely and profitably. 
For the Allen guarantee now 
covers both! 


THE ALLEN MEG. Co. 
139 Sheldon St., Hartford, Conn. 
Hollow Screws and Socket Wrenches 
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We were the onginators 


of both the Tubular and 
Clinch Rivets and have 


devoted over 50 years to 
their production. Tt nat- 
urally follows, therefore, 
that we have a genuine 
pride in the product. Our 
interest goes beyond the 
mere making of a profit 
and is concerned essen- 
tially with the quality of 


' the rivets. 


KHAKI 
TUBULAR RIVET & STUD 


COMPANY 


BOSTON 


R 


























O 

















| = 
ss... 
a =—N 
mn 
— 














ta" 
































April 3, 1924 


HARDWARE AGE 


125 





The live hardware 
dealer says: 


| BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 








‘Seed Labels Tell The Truth 


‘“‘There really are pinks and peas, corn 
and coreopsis just as fine as the pictures 
on the seed envelopes, but they cannot 
be grown this way without intelligent 
watering. 


‘YT don’t sell horticultural skill but I can 
sell any gardener a length of my GOOD 
LUCK %ths hose, which will water his 
garden with little labor and low cost 
reckoned in the lifetime of the hose. 


“It’s the GOOD LUCK gardeners who 
come in at mid-summer with fruits and 
vegetables they want me to admire. ”’ 
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Jaws of a 
Kind 
All Capacities 
No Slip Joint 


JOINT 


\ 
: 
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“Master Salesman” 


This Cheney Display presents the 
popular models of both CHENEY 
and ROYAL Grinders—that the 
world may see them, admire them, and 
want them. 


PLIERS 


The New SOLID-JOINT Pliers 
With SLIP-JOINT Capacity 


The Stand is a “Master Salesman”’ if 
there ever was one. It will fit nicely 
into your store and will considerably 
increase your sales of the super-qual- 
ity Royal Grinders and the popular- 
priced Cheney Grinders. 


W HEN you show your customers a superior tool 
at a popular price—a tool that they recognize 
instantly is better and handier than any they have 
used before—then swift, profitable sales are inevit- 


able. 


It is just this that Dealers from Coast to Coast are 
doing today with the new Mayhew Solid Joint Pliers. 


Here are some of the unusual features that have riv- 
eted attention on Mayhew Solid Joint Pliers: 


Five Points of Superiority 


. No Rivet or Nut to work loose and throw jaws out of 
alignment. 

- Smooth sides, nothing to jam in tight places. 

. No slipping of joints or two-hand manipulation neces- 
sary to grip objects of varied sizes that usually require 
a_ slip-joint plier. 

. More powerful and accurate wire-cutter. 

. Better leverage, better grip, scientifically shaped handles 
with Mayhew Comfort Knurling. 

If you are interested in merchandise that turns over quickly into good 

profit, ask your Jobber for Mayhew Solid Joint Pliers. A Display Easel 

mounting One Plier is furnished with each Dozen. 

Regular Model made in sizes 5, 6 and 8 inches. Thin Nose Model made 

in sizes § and 6 inches. Retail Prices: 5 inch 50c, 6 inch 60c, 8 inch 75c. 

All full nickel plated. Made also in extra fine nickeled finish at slightly 

higher prices. 


See your Jobber about getting this 
(Cheney Display Stand and let it in- 
crease your Grinder profits. 


S. CHENEY & SON | ' 
Manlius, N. Y. 


ROYAL 


wre = 


ar 


CHENEY 
GRINDERS 


Sold only through the Jobbing Trade 


MAYHEW STEEL PRODUCTS, INC. 


SHELBURNE FALLS, MASS. 
**Toole That Endure”’ 
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Sell This 





Handy Camp Axe 


HONEA AOE ALLA SEALANT PO YZ 


CRECOITE | 


Pronourrced Cre-Co-ite 
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It’s a Real Winner! 


Just the thing for all-around 
usage. Men like it as well as boys. 
YOU can increase your volume and 
profits with this popular item. 


30vs ‘take great delight in this 
practical Axe. So do campers, 
motorists and householders. <A 
strong, handy Axe 
for everyone to have 
around — at a price 
everyone likes. 


For Scouts, Campers and > 
General Utility 


Made of Crecoite Steel—that wonderful new tool metal, 
perfected after thirty years of steel making experience. 
Fully guaranteed as to material and workmanship. Rubber 
black rustless finish; polished head and edge; Forest 
Green hickory handle. 


This Camp Axe typifies the whole Crecoite line of 
boys’ and men’s Axes, Hammers and Hatchets. YOU 
can sell all of ’em! Liberal dealer’s discounts. If your 
jobber can’t supply you write us today for samples or 
complete Catalog H. Now! 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Co. 
Marion, Indiana, U. S. A. 
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IDOL 
Prize Contest, 
Prizes like these 


for your 
experiences 


Send for this 
Booklet 


We are gathering together 
the most complete list of 
applications for Portable 
Electric Tools that has 
appeared anywhere. To 
get your help we are con- 
ducting this Prize Contest. 
Call to your aid The Great- 
est Teacher in the World— 
Old Man Experience. 


If you have had any exper- 
ience in operating ANY 
MAKE of Drill, the first 
thing to do is to get our 
Contest Booklet and learn 
the details. 


The prizes are REAL prizes that 
any man might be glad to own. 


Mispelled words, ungrammatical 
sentences, poor penmanship, lack 
of drawing ability—will NOT 
count against you. 


Stories need NOT be limited to 
VU. S. Drills, but can be built 


around ANY MAKE OF 
: DRILL. 
The Judges Are: 
. M. Bloch, 


c’y and Gen. Mgr. The Gibson Co., 
Indianapolis, Ind. 


H. F. Witgeri, 
The W. Bingham Co., Cleveland, O. 


F. O. Kirkpatrick, 
The United ~ Electrical Tool Co., 
10 


Cincinnati, 


DO NOT HOLD your sugges- 
tions until near contest closing 
time. Send them to us IMMED- 
IATELY you have written them 
out. Should other ideas come to 
you in the meantime, mail them 
any time before May Ist, 1924. 
Address all suggestions and 
requests for preliminary booklet 
to 


Prize Contest Dept. 
PEROTAIGAL TOOL CD 
BCTIGCAL TOOL 
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LAMPS 


Sold without restrictions, but con- 
fined to the better class merchants. 
The great increase in business en- 
joyed by our dealers and distrib- 
utors during 1923, is proof that 
SAVE quality lamps have gained a 
nation-wide preference. 


Make your first purchase in the 
belief you will order them contin- 
uously. 


If your jobber does not sell them, write us. 








THE SAVE SALES COMPANY 
OHIO 


TOLEDO 

















You Have Met 
the Lady— — 
| : Cultivate Her Friendship 
She lives in your locality. 


Every day she passes your 
store. Her home, like millions 
of other homes, is always in 
order. 


Let her know you carry Boller 
Mop Wringers. 


Attract her to an appealing 
display in your window: or 
counter. 


RaLLER 

pve 

TRADE MARK. 

We Make a Complete Line of Mop 
Wringers 








A tremendous selling opportunity is of- 
fered both Jobber and Dealer. 


We offer hearty cooperation backed by 
twenty-four years of successful produc- 
tion and experience. 


Write us. Our knowledge and skill are 
at your service. 


PETER PyOLLER MACHINE WORKS 


126-128 N. Curtis St. Chicago, Il. 
SALES REPRESENTATIVES : 
S ANGELES DALLAS 
yg Rag ag ceoves & Bower F. L. Glover & Co. 


Thayer & er 
845 Mone dnock Bldg. 320 Story Bldg. 1322% Commerce 8t. 


BOSTON 
A. Oppenheim Sales Co. 


aa suviee Cc J. H. Morrison 
Hardware ce Co. Washington St. - H. 
132 Nassau St. sae hide. 306 Sugar Bidg. 


‘Household Pulthru’”’ 


Made in two sizes, 12 and 14 
quart. Note the Boller pat- 
ent! The Frame supports 
the pail and carries the load. 


No Crank to turn. Just 
“Pulthru.” 


Twenty-seven different Pat- 
terns to select from. 
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QUALITY 
EDGE TOOLS 


For nearly a century we have been produc- 
ing Quality Tools. 





Extreme care in inspection, combined 
with highest grade materials and skilled 
workmen enter into the manufacture of 


COLLINS TOOLS 


| = 


| THE COLLINS a 
’ COLLINSVILLE, CONN. 


ESTABLISHED 1826 








Fal 
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INCORPORATED 1834 


\ LEGIT 6 
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1 ie Ouil Chains 


A Moneymaker for Dealers 


Heavier automobile trafic along country 
roads and the elimination of farm fences 
is greatly increasing the . demand for 
‘““Hodell” Tie-Out Chains to protect 
cattle against death and injury. A $2.00 
chain often saves a $100.00 cow. 

*“Hodell” Tie-Out Chains are furnish- 
ed in the well-known Bulldog pattern, 
in 20, 30 and 4o foot lengths, with 
swivels every ten feet. 


Dealers everywhere know that 
““Hodell” means Hold well, Wear well 
and Sell well. No one ever questions 
the high quality of our chains. 
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Stock up now to meet the in- 
creased demand during 1924. 


The Chain Products Co. 


Established in 1886 


Cleveland, Ohio 


<< — 
—l wh 


SS 


BULLDOG 
PATTERN 
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Our general trade name for the 


whole Chain Products family 
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TEGCO—Gip— 


= (slass-Hardware= 


# Keeps pace with the advance in artistic build- CO R. 3 ; NJ 
ing—the TEGCO line is always “there” with 
just the knob to please your customer. TEGCO S C ~ F ¥ 


quality is worthy of TEGCO design—perfect 


flawless crystal—9 inspections during manu- 
facture—as well as many little mechanical 
Wood Screws—Machine 
Screws—Cap and Set 


improvements. 
Screws—Saw Screws, 


and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, and Lad- 
der Chains. 
















DRAWER 
PULLS 


(Patent Pending) 





This handsome crystal glass 
handle is designed to replace 
the old-fashioned wooden and 
plated ones. It comes in one 
size only—s3 inches. Has 
nickel-plated bolts and nuts. 


This pull is made of Opal 
and Crystal glass. 


The “SPARKLER” 


SA ea ene 


prey! SVEN 





MUTT hE 


We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


CORBIN SCREW 
CORPORATION 


American Hardware Corporation, 
Successor 


229 High Street, 
New Britain, Conn. 

















HITE Teen life 





The latest in glass knobs. Has 8 sides—cut 
and polished top—fiuted silvered reflector. A 
knob of great beauty and brilliancy. Comes 
in 1”, 1%”, 1356”, 15” sizes. nee were 
New York Chicago Philadelphia 


Western Factory: Dayton, Ohie 





Ask your jobber for 
TEGCO price list 





TECHNICAL GLASS CO., Inc. 


48th St. and Santa Fe Ave., Los Angeles, Calif. 
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Trade-Mark Reg. U. S. Pat. Of. 


Real Air Service 








MANICURE 
pare tN in This Curtis 
La Cross holds an ‘Eee above illustration is the Curtis Style 
: rae V Two-stage Outfit—one of the family of 
enviable position popular Curtis Outfits—the last thing in air 
° compressor design—free of complicated parts 
in the trade _ —built for hard usage and will be on the job 
all the time. 4 to3 H. P.—automatic. 
Only the very finest ma- . 
terials are used in making Single and Two-stage 
La Cross goods. Only Many Sizes and Styles 
workmen-of unusual skill We manufacture a com- 
are employed; they are plete line of single and 
supervised by experts. All two-stage outfits. You 
this, that La Cross Mani- emcee 
7 . meet your particular 
cure implements may be perfect in needs in style, size and 
evety oapee™ : | price. Write at once for O 
To every La Cross dealer this full information and de- 





scriptive literature. Use Style “S” Single Stage 


Outfit. Belted only. Five 
the coupon below, or a eee HL motor 


means a great deal. Customers are 
attracted by the beauty of La Cross 


tcard will do. ired. 
goods. Purchasers are enthusiastic. = ae 
[t means volume business, and sub- CURTIS PNEUMATIC MACHINERY CO. 
stantial profits at all times. 1581 Kienlen Ave. - . * St. Louis, Mo. 
Branch Office: 


That is the meaning of the La 
Cross trade-mark. Standardize on 
manicure goods so branded. No 


530-W Hudson Terminal - New York City 














matter how profitable your mani- USE THIS Hatha A COUPON 
, 198 ; Curtis PNE 1581 Kienlen Ave., 
cure business—La Cross can im- peated tg jn Ladinii. 


1 
Gentlemen: Please send me full details on Curtis Air Compres- 
sors—your proposition and prices. 


SCHNEFEL BROTHERS Ne as vakauie s+ chen ene 
Newark, N. J. : 


prove it. 
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Peters Advertising 
Cooperation 


Will Increase 
Your Business! 


A magazine advertising campaign 
which will reach users of ammuni- 
tion all over the country will be 
launched by the Peters Cartridge 
Company in the fall. Over 15,000,- 
000 Peters quality messages will 
be broadcasted to consumers, many 
of whom are in your community. 





The superiority of Peters Ammu- 
nition WILL BE MADE SUPE- 
RIOR IN THE CONSCIOUS- 
NESS OF THE MAN WHO 
HOLDS THE GUN, THE MAN 
WHO STANDS ON THE OTHER 
SIDE OF YOUR COUNTER. 


Every worth while shooters’ maga- 
zine will be used with liberal space. 
Field & Stream, Outer’s Recrea- 
tion, National Sportsman, Forest & 
Stream, Hunter, Trader & Trap- 
per, American Field, Outdoor Life, 
American Rifleman, Rod & Gun in 
Canada, Outdoor America, Farm 
Journal, Farm Life, Farm & 
Ranch, Western Farm Life, Min- 
nesota Farmer—and many others 
just as good to make up the list. 


And every one of these messages 
not only will tell of the inherent 
Peters qualities which make these 
shells preferred, but also of Peters 
“High-Velocity” Loads—hard-hit- 
ting, result-getting shells that have 
extended the usual shotgun range 
by many yards. 

This is a real ammunition-selling 
opportunity for the progressive 
dealer. It means easier, quicker, 
more profitable business. Ask your 
jobber, or write us. 


THE PETERS 
CARTRIDGE COMPANY 
Cincinnati, Ohio 
Dept. A-22 


New York San Francisco 


ETERS 


MONITION 








AMMT. 
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A Lesson in Safety 


SEAMAN SAFETY 
LADDER BRACKET 


Saves time, labor, limbs and worry. Prevents 
accident and insures a saving in costs. Easily 
and quickly attached to any ladder. 
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Front and Side View Showing the Adaptability of 
Safety Brackets 


Note the Wide Span and Handy Place for Paints, 
Fire Pots, Etc. 


Almost every day—somewhere—you hear or 
read about a serious accident as a result of slid- 
ing ladders. A glance at the principle of Sea- 
man Safety Brackets will convince you of the 
worth and convenience of a practical protection 
for any ladder user. 


Made from %” Stock—Ductile Steel. 


—Retail Price $5.00 Per Set—_ 


There is an opportunity for selling Seaman Safety 
Brackets to every ladder user—painters, tinners, con- 
tractors and private homes. Ask your Jobber to quote 
you or write us. We will be glad to circularize your 
customers if you send us their names. 


SEAMAN SAFETY ®84kr1 
Rochester, N. Y. 
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? ED DEVIL” Easel Display Boards make it 


easy to display tools that have real sales 
value, but have previously been hidden away on 
shelves and under counters. 


Substantially made of three-ply oak boards, ranging from 
the standard size of 814 by 12 inches to 18 by 36 inches. 
Larger boards either on our or your own fixtures, n:ade to 
order. , 


The “Red Devil” Display Board book just issued shows the complete 
line of boards with just the tools to clinch your sales. Write for it— 
right now. 


SMITH & HEMENWAY COMPANY, Inc. 


Manufacturers of ‘‘Red Devil’’ Tools 


98 Coit Street Irvington, N. J. 








Leave a Pair Outside the Carton! 


They— 
see! try! buy! 


Se ee That’s all there is to it! The display carton 
e A ) | Ss © N a says: ‘Here | am—Look at me!’—the story it 
i Aes ' tells will arouse*any man’s interest—the obvi- 


ous usefulness of the tool itself clinches the 


aie , wy Bi) 2) 3) Be oe Due to the new idea of offset jaws, Carlson 
ene | rote Super-Pliers provide the power of a wrench 


with the convenience of pliers. With a greater 
capacity and more gripping power than any 
pair of pliers twice their size, Carlsons will fit 








eau ? i a Ee wel se st < S 5 ¢ ~onnec- 
AGripT .f WONTSLIP’ =e —and loosen almost all nuts, bolts and connec 
ee tions on an automobile. 


> at Y 
Sr rt - [t's been termed by users “‘the handiest hip pocket tool 
' on the market’’—every mechanic, motorist, plumber, 
electrician, etc., needs a pair. Equally useful for farm 
or household use. Absolutely guaranteed. Retail price, 
$1.25. Liberal Discounts. Send for display carton 
containing six pairs of Super-Pliers. Money back if 
not satished. 


The Noble & Westbrook 
Mfg. Co. 


en | Dept. B 
ts | HARTFORD, CONNECTICUT 


Capacity: up to 1” on square and 1-%” on round The same easy grip on all four adjustments—60,000 
material. Weight 4% of a pound. Length 7 inches. pairs now in use. Has attractive charcoal finish, jaws 
Will stand pressure of 500 Ibs. applied on the handles. nicely polished. Made of finest drop forged steel. 


CARLSON SUPER-PLIERS 
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GRIFFIN — 


the hinge that is made 





of specially rolled steel ~ IE: 
under rigid inspection ‘ign to answer the 
requirements of all 
types of building 


to combine endu ring construction. 


We Also Manufacture 


e “ee GRIFFIN Hinges ‘ 
strength with a finish sais entively'in ow sec caeee 
° wra in moi SSps, 
of lasting beauty. aiaaene aa Door Handles and Doo 
sang nena Srackiste, Pah Plates, 
pine nn Drawer Pulls, Door 
match. Stopes, 
Sash and Screen Lifts, 
Write today for our price list and the catalog of the 7s ow Corner 
complete GRIFFIN Line — Ivone, Washers. 
GRIFFIN MANUFACTURING COMPANY 
45 Nines “St. New York Erie, P a., U. > A. 74 W. Lake St. Chicago 








*Perfea’ 


The Bashful Customer 


Your store may not be crowded but you will see him 
standing in frontof your window. What he wants may 
not be displayed there. He steps up to the door and 
hesitates—right before his eyes is just the thing he 
wants! ‘“Perfect’’ Hardware Cloth. 


No other invitation is necessary. He feels right at 


home—-and in he comes, and the sale is made. 


Ask your Jobber to show you samples. 





uh INURARAUAUAAULENEOLUTA TELAT ALLAAH 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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BUILD YOUR PROFITS WITH | 
CYCLONE COMPLETE FENCE 


Cyclone “Complete Fence” enables you to steel framework, gates and al] fittings, to 
give spares + og service h. F song com- erect fence complete. 

ity. tter, ARM 
sr cuiteaile tae. _~e sie sis Complete directions for erecting go with 

each job, making erecting easy. 

Cyclone “Complete Fence” is made up 
specially in the Cyclone factory, according Write for catalog showing many beautiful 
to purchaser’s diagram. Includes fabric, patterns of Cyclone “Complete Fence.” 


CYCLONE FENCE COMPANY 


Factories and Offices: 


Waukegan, [1l.; Cleveland, Ohio; Newark, N.J.; Fort Worth, Texas; Oakland, Cal. (Standard “= 
Fence Co.); Portland, Ore. (Northwest Fence and Wire Works). 





The ‘‘Red Tag” 


CYCLONE FENCE “= 


os 
















MAND AND POWER PUMPS FOR ALL USES 





= ae the 44th Year 


For 43 years dealers have sold our pumps with the satisfying 
knowledge that they are delivering to their customers the highest 
grade workmanship that it is possible to build into a pump. 


You can bank on Deming to maintain the same undeviating quality in this 
their 44th year—and in the years to come. 


Complete Pump Catalog on Request. 


The Deming Co., Est. 1880, Salem, Ohio 


The nearest distributor will work with you for mutual profit. 


ad ages 6.66 Rs 0.6.60 6d 0 CERT e 6 bOb HOS 060000466400 R6 68 0 ORO8 Southern Supply Co. 
SS, Ee ace AF ee eee Henlon & Hubbell, 217-221 8. Jefferson St. 
in és ote bata COueb ene beans besarte Hendire & Bolthoff Mfg. & Supply (Oo. 
ss kod ce beth ekh ebb 60nb6N bebe Chakbues CO64 Standart Bros. Hardware Corp 
iS 2 << oon aa Obes ae Meee.e bdde beets bebe mew eRES English Tool i, e Sony Ca. 
ee  . ib 6066S CNS) 6066 CONS O80 00606 60804006 es CoRR eee epeny 
4:5 6.5 not de Wha e ete Oe CAS CRO HORbCe Ce LOOKS HE Sydnor coe & Well Co. 
I i ee og lea Wad a Oe a wn ew ie da 6 iow Otek amen Central Be? Oo. 
POR s cccrecceeocsceseberecesses Harris Pump & Sapply Co., 316 Second Ave 

SE SIS 6 occ ak dies 6 a Be Aw heh © 00nd Sense de eebsd 06 cbneeareebeneee Crane Co. 








traight Line Werking 
Head. for “wells 200 ft. deep or 
jess by hand, windmill, 
gasoline i a or electric motor. 
Also —— ~ “2 ool pneumatic 







PUMPS- 
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The Right Way to Sell Lawn Mowers 3" 32°53," 


Riding Type. Combination 
Roller and Lawn Mower. 
People select lawn mowers pretty much the same as automo- 


| biles. They are influenced largely by the performance of the one 
their neighbor owns. 
| 





As with an auto, so it is with a lawn mower—nothing is so con- 
| vincing as a practical demonstration. The dealer who says: “Take a 
; és — ; te ie Rae. 
| : PHILADELPHIA ” and try it,” is securing business in a 
tried and proven successful way. 

secause in every instance when a 





*e ++e# 























Lawn Mower is put to the test it satisfies the most critical 
purchaser. And from the 25 models we make the customer 
is sure to find the mower he wants, at the price he desires 
to pay. We make 


Styles ‘‘Graham’’ and 
“A”? All Steel, Prac- 


tically Indestructible. 


"PHILADELPHIA 


| 
| 

GENUINE 3 
| 


18 Hand - 4 Horse - 3 Motor 


Send for Catalog and Discounts. 


THE PHILADELPHIA LAWN MOWER CO. : 












































31st and CHESTNUT STREETS, PHILADELPHIA, PA. : 
“The original people in the Lawn Mower Business since 1869"’ I 
(ee ef 
<XXEUREEE! A ET IK xx) 
ee Be 
ie 
ie 
a ELLING tackle blocks is either a “‘one time”’ or “come again’”’ 
Ee business. Either they meet your customer’s demands or they 
ee ( don’t. There is no half-way measure, for your real profit is made 
re from those men who buy repeatedly because of the tackle block 
nex satisfaction you sold them the first time. 
eas ‘ ‘ " 8 ™“ yr ‘ “ rry . . 
ss MADESCO TACKLE BLOCKS are “come again” builders. ' 
ee Once you stock them you do not have to trust to Heaven that | 
ga the blocks you sell will prove up, for the generous margin of 
a SAFETY allowed in all Madesco blocks, together with the Lock 
oi Nut and Countersunk Cotter Pin found exclusively in Madesco 
go. : ’ ; 
BS blocks, enable them to withstand the gaff of more than their 
% prescribed load. 
oe They are safe and strong with the dependability of the Marine 


is 


Decking and Supply Company built right into them. 


Send for illustrated catalog of complete line, with prices and 
discounts. 


MARINE DECKING & SUPPLY COMPANY 
Factory and Sales Office, Tackle Block Department, EASTON, PA. 


Tackle Blocks 
c coane the Galt 
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Chriss 
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Put this Champion Demonstrator 
on Your Counter 
Your Lamp Sales and Prokits 
will grow — 


Send for the Demonstrator. Use it 60 days 
—if it isn’t worth every bit we ask, return 
it at our expense. In writing, please send 
jobber’s name. 


Consolidated Electric Lamp Co. , 
208 Maple St. Dimensions: 15” long, 10%” high, 9” wide. 


DanVers, Mass. 


“e x pS, 
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WAH CUI GE ion Demonstrator 
HUGG ES 
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UY Champion Lamps 


FOR SURE REPEAT BUSINESS 








| BABCOCK-LADDERS | 
SPRUCE 


oe BABCOCK MEANS 
— LLL SAFETY] | 





: 
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| Write for latest 
t Booklet and 
Frice List 


\V/ 
a 
VICTOR 


WW BABCOCK8 CO. BATH.N.Y. 
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We pay 
the Freight 
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LADD EGG-BEATER IMPROVEMENTS 


HANOLES AS ON NOB. 


0-12: : o NOW SHIPPING Nos. | and 2 with CHANGED FRAME 

| > HANDLES. These so constructed that users must naturally put 
their left hand around handle-hold instead of through the loop, 
as some have done in the past. This is an EASY GRASP and 
Beaters used hours at a time by demonstrators, will not cramp or 
tire the left hand. 


ANOTHER IMPORTANT IMPROVEMENT: Nos 0, | and 
2 have been provided with a SAFETY DEVICE that prevents 
Beaters being pulled out of mesh in counter boxes where a cus- 
tomer picking up one, pulls it against another; also in user’s 
hands. 


LADD BEATERS have been shipping since late 1911; have inspired thousands of 
letters of praise and a few suggestions. Above IMPROVEMENTS, on 13 years expe- 
rience, eliminate all faults and create PERFECTION. EVERY STORE CARRIES 
LADDS and all will appreciate these NEW FEATURES, making them even more 
popular than heretofore. 


By all means, KEEP AMPLE STOCKS. We constantly have mail-orders which we don’t want: we | 
always tell buvers to GET THEM IN LOCAL STORES. LOOK UP STOCK NOW? Order NOW. 








JOBBERS the world over and US. 


UNITED ROYALTIES CORP., 1133 Broadway, New York 











The SOUTH BEND 
MALLEABLE, 


RANGE 


Has been the LEADER for 26 years. 
Today it is the heaviest, best constructed 
and best looking Malleable Range built. 


Selling to dealers at $12.00 to $25.00 
under other ranges of like quality. 











Write for prices and catalog and 
agency proposition. 


| The MALLEABLE STEEL RANGE MFG. Co.) 
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They Come for Oil— 
They Come Back for Service 


UICK service is vital in the garage and filling 

station trade today. That's why the Brookins 
Measure is being adopted as standard equipment 
everywhere. They come for oil but they come back 
for service. It can’t spill or waste oil. It takes much 
less time than the ordinary measure and“funnel. It 
saves the time of the attendant and of the customer. 
That means a saving in money and an increase in 
trade. 


The long, flexib!e, metal nozzle of the Brookins Measure 
reaches the most inaccessible of oil intakes,—no funnel is 
requirec—the measure need not be tipped. The oil flow 
is controlled by a valve operated from the top of the meas- 
ure—when closed this valve does not leak. Just press the 
thumb control, the oil wi!l flow quickly and smoothly 
through the nozzle without the slightest danger of' spilling. 
The experience of others shows that it will outlast a dozen 
ordinary measures and funnels. 


The Brookins Measure is all copper finished. If your job- 
ber cannot supply you, write us immediately for sample 
and prices. 


One-quart, _ two-quart, and_ gal'on 
sizes, five-quart for Franklin Service. 





The Brookins Mfg. Co. 
316 Bayard St. Dayton, Ohio 











METERS 






The “RIGHT RESISTANCE” for Testing Batteries 
“NO RESISTANCE” to Your Sales 


Resistance plays a prominent part in the use and sale of pocket meters. Sterling Pocket Meters 
are designed according to standards that call for the most exacting requirements for testing elec- 
trical conditions. They have earned the right to be called “Right Resistance” meters. 

That your sales will have no resistance to buck against in merchandising Sterling Pocket Meters is 
proven by the success of thousands of dealers everywhere. Ask your jobber. 


THE 
No. 34C Voltmeter STERLING No. 45 Voltammeter 


This meter is designed for the test- MANUFACTURING For testing the amperage of “A” Bat- 


ing of radio “B” Batteries. Espe- tery cells and the voltage of “B” 


some or 7 er. = Co. ng its an sage — ws 
S a true indication of t makes it extremely valuable for ai 

condition of the battery. ‘ CLEVELAND, kinds of electrical work. 
List price $2.75 OHIO List price $4.00 
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The Standard “S”’ 
Wrench 








This is the Bemis & Call Improved Ad- 
justable S Wrench. Graceful in design, 
an all-around wrench, but especially 
useful in corners and confined places 
where the ordinary wrench is useless. 
Easily adjusted by thumb of hand hold- 
ing it, as nut is of sufficient diameter. 
Carefully hardened and tempered. 

Guaranteed B. & C. Quality sells it. 

Write for prices. 


BEMIS & CALL CO. 
Springfield, Mass., U. S. A. 








Sell Them 
by the Set 











Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 





It isn’t hard. Every mechanio needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, = in keeping the bits in order and near at 


ge ; 
polished. They bore their way through hard, motty. cross grained wood, 
leaving a smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 














Lg 





FAST SELLING 





” CARDED ASSORTMENTS Sx 


NEAT AND ATTRACTIVE 





No. 992 Carded Assortment. 
Write for samples and prices for 
wholesalers and jobbers only. 








TRADE x >Re 


THE ACHE SHEAR COMPANY 


BRIDGEPORT, CONN..U.S.A. 


1975 THE LARGEST MANUFACTURERS OF 
SHEARS AND SCISSORS IN THE WORLD 
6 © ; ; 
T$ @851 

















to specify “the Shelby.” 
MADE BY 


The Shelby Spring Hinge Co 





Shelby Door Holders 


Have taken the place of the old style wooden wedge for holding 
a door open because they hold it securely, are always in place, 

their rubber tips will not mar your floor, and they are easily 
released with the foot. Made in two sizes for heavy and light 
doors and finished to match all Builders’ Hardware. Besure 





Shelby, Ohio 
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Sells easily—stays sold 


Selling a small fan is good business 
if complaints and adjustments do 
not eat up all the profits. 


Northwind—‘“The best little fan’’— 
sells easily. It stays sold—backed 
by a year’s guarantee. Built by 
Emerson, leading fan manufacturer 
for 30 years. 


An eight inch fan—‘‘Universal’’— 
operating on 110 volts direct or al- 
ternating current—two speed switch 


—cord and plug—light mat brass 
finish—adjustable for wall or table 
use. 


The 10-inch Northwind is the big 
brother of the family. An _ oscil- 
lator with three speed switch—cord 
and plug—adjustable for desk, table 
or wall.—Blade in mat brass finish 
—base in dull black. 


See Samples and Sales Helps. One 
hundred distributors. Write for 
name of nearest. 











The Emerson Electric Mfg. Co. 
2018 Washington Avenue 


50 Church St., 


New York City Saint Louis, Mo. 


The 1924 counter and 
window display for 
Northwind Fans——fea- 
turing the guarantee, 
the fan and the price. 











Here’s that new Ironing Table that simply cannot collapse or rock no 
matter how heavy the ironing. Once opened and adjusted the “Wedge’”’ 
holds the front and rear legs together and acts as a support for the 
fore part of the table. 


See how compactly it can be folded together, occupying very small 
space for storage. 


No wire—no metal joints—built entirely of selected and seasoned Hard- 
wood to last a lifetime. 


The Greater the Pressure—the Firmer It Sets 


Wherever introduced, the “Firm-Set” Folding Ironing Table is having 
a wonderful sale. 


We have priced it so reasonably that every woman who irons can 
afford to own one. 


Our long established reputation as manufacturers of dependable Wood- 
enware Specialties is back of every Ironing Table. 


Send for Catalog. 


AMERICAN 
WOODENW ARE 
COMPANY 


\ 


\ | eae f 
a 





Manistee, Mich. (Patent Applied For) 
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THE H. L. BROWN FENCE AND MFG. CO. 
CINCINNATI, OHIO 


All Pickets Made of No. 9 Heavily Galvanized Wire 





Increased Manufac- 
turing Capacity 


Manufacturers of 
Ornamental Lawn 
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Prompt Shipments. 
Let Us Submit 
Prices Before 

You Place 
Spring Orders 


Farm Gates 
Rubbish Burners 
Trellis 
Flower Border 
Tree Guards 
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Change Blades Instantly 


In this Simore Combination knife and screw- 
driver, there are three blades in the handle. Each 
blade snaps back into the handle after it has done 
its duty just as is shown 
here. And the selecting 
and producing of the blade 
wanted by gravity is done 
just as easily and as quick- 


We supply every need in 
CEMENT combinations 


We are one of the largest manufac- 
turers and distributers of Cement 
Combinations, and are the source 
of supply for jobber or dealer. 
Send for prices. We can save you 








Wu. srrce 


a rarer 


Nate os canter Cot 
er. Cieth to 
Cin te Coe 





3 in 1 Cement 


The latest pro- 
duction in a 
combination ce- 
ment that will 
absolutely stick 
leatherto 
leather, rubber 
to rubber, rub- 
ber to leather, in 
fact can be used 
for general 
household . pur- 
peses, for repair- 
ing hot water 
bottles and all 
rubber and 
leather goods. 


3 in 1 Cement 
Patching Cement 
Vulcanizing Cement 
Relin Cement 
Channe 
P. B. & B. Cement 
Bicycle Rubber Cement 

Wood Rim Cement 
Tire Gum 
Plug Tight 
Quick Repair Solution 
Air-Ticht Solution for Bicycle 

Tires 
Hard Tire Coment 
Auto Body Pol 
Auto Metal and Nickel Polish 
Top and Cushion Dressing 
Neatsfoot Oil Solution 
Carbon Remover 
Penetrating Oil 
Radiator-Seal Compound 
Rubber Patching Outfits 
Patching Cement 
Tire Fluid 
Gasket Shellac 
Hand Soap, Etc. 


St. Louis Rubber Cement Company 


3951-53 Laclede Ave. 


Est. 1904 


St. Louis, Mo. 


money. ly. You actually change 
We Make the blades in an instant with the 
Red x Brand Simore Combination 


Knife and 
Screwdriver 


This quick change feature 
is the outstanding thing 
4 about all Simore tools—but 
"} there are many others. 
Quality materials are used 
in every part of every tool, 
accuracy and practicality 
are assured before any tool 


is ready for the market. 
The Simon & Skidmore Mfg. Co. 


“Si 
Dy 
Dept. 1-4, Santa Ana, California t 


SIMORE TOOLS SEZ? 





Dealers will find it worth while to get 
full information on the Simore Line. 
Write today. 























Ask Your Jobber 








No. 119 


Perfection Tin Sprayer 





and prices. 


SPECIALTY CO. 


To many big Jobbers, the name “Lowell” signifies Sprayers of 
the best quality. That’s why they come to us whenever they 
need good Sprayers of any kind. 


They know that every Lowell Sprayer is double-tested before it 
leaves our factory. They may not know that we use tin of not 
less than 107-lb. base, 
into Lowell products. 


Ask your Jobber about Lowell Sprayers, or write us for a catalog 


How Good They Are 


- 120 
biel Baby Foun- 
tain Compressed Air 

Sprayer 


but they realize that no light material goes 





Lowell, Mich. 
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Anchor Brand Clothes Wringers 


You Need ’Em mari We Have ’Em 





Send us your orders. 


LOVELL MANUFACTURING CO., Erie, Pa. 


World’s Largest Manufacturers of Clothes Wringers 








Morrill Saw Sets are the orig- 
inal Saw Sets on the American 
5 hardware market. 








c To-day they are considered the 
most accurate of all Saw Sets 
by the great majority of users. 
Accuracy is to Saw Sets what 
straight shooting is to guns. 


Nearly all Jobbers carry Morrill 
Saw Sets. 


‘Which Hod Would’ You 
Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 

- whistling on your way while the other fellow 
sulked, 

There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 
shown the sensible and better kind. 


This open field" of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland : Ohio 


rulrvirul ri ruire 





Made only by 


CHAS. MORRILL 


102 La Fayette St., New York 











2. 
2. 


There is 
only one 
MORRILL SAW SET 












FERNALD Quick Shifts — 


STOP BUGGY RATTLES 











BUGGY owners in your vi- 
cinity will buy them when 
you show the “Ready Selling 
Package” that has moved so 


‘THs handy, easily attached 
device stops the rattle 

and clatter of loose shafts and 

makes it easy to change from Your many hundreds of thousands 

shaft to pole or pole to shaft Jobber of Quick Shifts. 

without tools. ee Sf Write us for prices and literature 


You. 


FERNALD MFG. COMPANY, Dept. A, North East, Pa. 
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na i WOOD SPECIAL 
SCREWS 
















y 
© 


Vv SPECIAL SCREWS +» UPSET mS 
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FIOWIAE, Products 


Reg. U. 8. Patent Office 


Comtieenieg Fo  o0oe a. 












‘Jhere's Money In 
ACME Atomizers 
and Hand Sprayers , 














OA {: : 

| ) Madein every h Dig (ox —_ 
Practical gp he Farmers know 
that whether they get 





ha crop or the pests get 
@ it, depends on proper spray- 
ing and dusting.- Farmers 
simply must have atomizers 
fe and sprayers, and for years 

they have known of the good qualities of the 
Acme line. 


Acme tools are made of substantial material, 
and are absolutely guaranteed. There’s a 
steady yearly demand for the Acme trade- | 
marked line of atomizers, hand sprayers, dust- 

ers, powder guns, compressed air sprayers, etc. 


A Very Complete Line 
The line includes an extensive assortment of 
styles and prices, making it possible to please 
every customer in any locality. This year’s 
good yields and prices in crops requiring these 
tools, assure an urgent de- Compressed Air Sprayer 


A REAL BROAD A AXE 


If you sell broad axes, be sure and have a few 













of these. They satisfy your customers abso- Sold Only Through 
lutely, so make a quick turnover. obbers 
, Send for Catalog 


The Acme line has never been 
sold through mail-order houses. 


Better get our catalogue of “Old 
Fashioned” Quality Tools. 


protect both dealer and jobber. 
Dealers have the advantage E 


THE L & | J WHITE CO of ordering a saelite line from one house. 


Write for catalog and name of nearest jobber. —& 
125 Columbia St. Buffalo, N. Y. | | POTATO IMPLEMENT COMPANY 








Dept. 11 Traverse City, Michigan 

















What’s the Cost? 


if you could step into the shoes of the thousands of 
dealers who are building their business with Heller 
Cabinets, you too would agree that this modern equip- 
ment quickly pays for itself in the extra sales it makes. 
And the cost is surprisingly small. Certainly here is a 
proposition you at least want to know more about. You 
won't be obligating yourself by asking for the facts. 
Write us today for book No. 26-A. 


W. C. HELLER & CO. 


Main Office and Factory Eastern Display Rooms 
700 Wabash Ave. 20 Vesey St. 
MONTPELIER, OHIO NEW YORK CITY 
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Tips For Hardwood and Marble Floors | 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather. The chair is able to move about freely with- 
out noise or scratching the floor. The felt washer acts as a 
cushion. This line is only one of our big sellers. Write for 
catalog. 








- SSS 





Elastic ‘Tip Co. 370 Atlantic Ave., Boston, Mass. 




















Profit 


and quick turnovers 
on a small invest- 
ment is what the sale | 








Ny of the articles listed I 
Iw w in this booklet means 
a to you. 
. Aah . 
eek It places in your 
| Contains: hands a ready and 
sé : 99 « 7 
The “best sellers” in convenient means of 
_ Measuring Tapes eal | 
Folding Rules ordering a popular 
| Builders* Levels line that sells easily, 





T Squares - Triangles 





quickly, profitably. 


The illustration shows clearly the advantages of this Drawing Instruments 

invention, which is designed to obviate the danger of and Outfits 
horses and other animals becoming entangled in the ; | 
rope with which they are fastened. It consists Pag nora W orth having— 
pole about ten feet long, connected with an upright ards, etc. ° | 
bar, upon which it turns in any direction. The _ pole : it’s yours upon request 
is kept high in the air, by means of a spring at the Write today 


base, until the animal pulls it down in reaching for 
the feed. Ten feet of good rope is included with 


chen ether EUGENE DIETZGEN CO. 











Write for Catalogue and Prices. Right goods oe right prices 
continuously since Year 1885 
Athol Machine and Foundry Co. _ Branches gf Philadelphia Washington 
Chicago ew itor 
Athol, Mass., U. S. A. New Orleans Pittsburgh WRZA PR cng em 





San Francisco 






































Made im the “L. & G.” 
QUALITY, both m FIN- 
ISH and WEIGHT. Or- 
der a Sample Lime and be 
convinced. 


LALANCE & GROSJEAN MFG. CO. 
NEW YORK CHICAGO BOSTON 
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THREE LEADERS FROM THE SHERMAN LINE 


ALL OF HEAVY WROUGHT BRASS 











Sherman Hose Clamps Diamond Nozzle Sherman Coupling 
A The Best At Any Price There is no Substitute. Look for the 
Rust-Proot Cost Leas Thaw Other Good Ones Word Shermans Stamped on the Nut » 
Clear Througs 
The Only 
Perfectly 
Satisfactory 
Clamp Made (Patented) (Peteuted) 











SEND FOR FREE BOOK—SOLD BY JOSBBERS 
THERE’S A PROFIT FOR YOU IN SHERMAN GOODS—THE BEST FOR A QUARTER CENTURY 


H. B. SHERMAN MFG. CO. BATTLE CREEK, MICHIGAN 








April Rains Bring Sales Gains— 
- To Dealers Who 


Sell Zimmerman 
Fasteners 


SALE OF 
NAVY SURPLUS 


by 
PUBLIC AUCTION 
at the 
Navy Yard New York, N. Y. 


AT 10 A.M. 
(Eastern Standard Time) 
APRIL 15, 1924 





aul at 

‘ ’ v7 pi; Vy, 

LF AEs VA 
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Large quantities of Surplus Navy Materials will be 
offered at public auction as stated above, among 
which the more important items are: 


SCREWS:—Machine, steel..... 58,102 gross 
x, / Wood, iron....... 7,195 gross 
ayy 4m By? 
Homes, shutter - equipped, are 
live prospects for Zimmerman 
Fasteners. Dealers who go after 
this business are sure of steady 
saies and good profits. These 






WwW 
Bolts and nuts, 20,000 Ibs. 
Rivets, brass, copper 
Steel, 549,000 Ibs. 


fasteners hold shutters and case- Cotter pins, 75,000 ea. 

ments fast even in the stormiest Write at once for ; vr , . 

weather and prevent annoying full information together with large quantities of Electrical Supplies, 
“Here 4 — ee, and trede prices chain, anchors, ship fittings and many other items of 

ne that no dealer on Zimmerman wr 

sane to neglect. It sells Mestenare general character. 

eeneke 0 ee ae ee Catalogue 553-A contains all available details of descrip- 
and tura-evers ere Gulck A ng tion,/ Terms of Sale, etc., and may be obtained from 

. SMITH and JAFFE, 68 West 45th Street, New York City, 


JI M M FE R MA N N. Y., AUCTIONEERS, under whose auspices the sale will 
be held, the Supply Officer, Navy Yard, New York, or the 
Fasteners for Shutters and Casements CENTRAL SALES OFFICE 


Tue G. F. S. ZimmMeERMAN Co., INc. Navy Yard : Washington, D. C. 
4 Broadway, Frederick. Maryland 
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STANLEY 
BOX STRAPPING 


No. 3000 “Twinrold’—Self-Tightening 





Posuefe senfenns! 





in coils of 300 feet, is coiled double and has great 
tensile strength. The ribs allow nails to be driven ob- 
liquely, taking up the slack and drawing the strap tight. 
THE STANLEY WORKS 
New Britain, Conn. 

New York Chicago SanFrancisco Los Angeles 

MN Seattle 
Manufacturers of Wrought Hardware 


m _ and Carpenters’ Tools 
wii 
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“‘a better wire cloth’’ 


with a large variety of uses 


“BUFFALO” Wire Cloth, “‘a better wire cloth,”’ is made in 
such a large variety of sizes and metals that the many 
purposes for which it can be used would be too numerous 
to mention in this space. 

These are just a few of them: 


For Screening Sand and Gravel 
Screening and cleaning seeds of all kinds 
Screening ashes 
Protecting cellar windows 
Surgical splints 
Are you in position to supply “BUFFALO” Wire Cloth 
for a good portion of the many uses? 
If not ask your jobber for information and prices or 
write us direct, giving your jobber’s name and address. 
Send for catalog No. 8 AB, ye illustrating and de- 
scribing the great variety of “BUFFALO” Wire Cloth— 
sent gratis upon request. 


MONTE 


Trade Mark Reg. U. S. Pat. Off. 
BUFFALO WIRE WORKS COMPANY 


(formerly Scheeler’s Sons) 


518 Terrace Buffalo, N. Y. 


| 























BOMMER 


SPRING HINCES 


ARE THEBES 


Your dealer handles them, get 
New Catalog 47, you need it. 





BOMMER SPRING HINGE COMPANY 
Manufacturers BROOKLYN, N. Y. 
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TRADE 






} RN 
SOLINGEN _ 


Write for Catalogue | 























THE BIG IDEA 





Magazine Feeder 
and Waterer 





Star Fount 
is to boost your trade with the poultry raiser, 
whether he has a small backyard flock or a farm. 


He is an enterprising cash customer who wants 
the best, and “Moe's Line’ suits him exactly. 


Send for Catalog of 


Moe’s Good Poultry Supplies 


A Complete Line for Every Poultry Need 


HOEFT & COMPANY, Inc. 


405 N. Ashland Ave. Chicago, Ill. 
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More Profitable to Sell 
High Quality 


Hammocks 





The work of master cloth designers and the skill of 
handicraftsmen combine to make Arawana Ham- 
mocks beautiful in design and durable in service. 


Our Catalog contains a large variety of patterns. 


Write for it today. 


THE I. E. PALMER COMPANY 
MIDDLETOWN CONNECTICUT 


NEW YORK OFFICE ., 
334 4th Ave. Corner 25th Street 


















LIDSEEN**::O1LERSB 
f : 


he Lever 
Controls 


the Oil 


The Mechanic selects the 
Lidseen Positive Force Feed Oiler 


because he knows he can regulate the flow of oil 
by means of the operating lever. He also knows the 
spout cannot become clogged, as Lidseen Oilers are 
Force Feed and eject all dirt from the spout. 

A Lidseen Oiler will outlast any other oiler made. 
Constructed of heavy steel—All welded. 

You need only to show the Lidseen Oiler to 
= numbers. Copper plated or gun 














Ask your jobbers’ representative | 
or ask us 
| 





IF 










Ve - — 


LIDSEEN PRODUCTS | 
| 832-840 So. Central Ave. i | 


| 








Brushes and Brooms 
Wire—Bristle—Fibre 


Milwaukee-Made Brushes and 
Brooms are especially. selected for 
the Hardware Trade. 

No order too small—none too large to re- 


ceive careful attention. Send for Catalog 
and Prices. 


MILWAUKEE 


Brush Mfg. Co., Milwaukee, Wis. 




















CHRADE ()AFETY 
Push Button knife 

° By No Breakingg 
ee mt 


9 Se Safet 
, Lode, 


Sure to sell on sight. 
Absolutely safe in pocket and in use 
or convenience you can't beat it 
Easily operated with one hand. 
he safety slide locks the button. 
ou can't afford .o be without it. 


Schrade Cutlery Co. 


Manufacturers of Superior Pocket Kn 
Factories: Walden, N. ¥.. Middletown, N 
( Main Office: Walden, N. Y. 

‘ORDER THROUGH YOUR JOBBER OR DIRECT 
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Every home needs 


NEVER-LEAK 
PATCHES 


Here is an extremely profitable hardware 
item. One dozen in a handsome counter 
display box. Little investment required. 
50% profit. Never-Leak patches beat vul- 
canizing; repair tubes, tires, hot water 
bottles, garden hose, rubber boots, rubber 
coats, anything made of rubber. 


Put it in a conspicuous place and Our Silent 
Salesman will net you 100% profit. 








The hot cement Agere 
roads vulcanize DH Gn 
Never-Leak Patch. haesttie: 


Radiator Hose | 


Quicker and better 
than vulcanized 
patches 





Every package sold with 
money-back guarantee! 
$20.00 for one can of cold 
patch that is better than 
NEVER-LEAK. Ask 
your jobber for a dozen 
packages of ER- 
LEAK or write us direct. 
Thousands of dealers now 
handle. 





Never-Leak Patch Co. 
Indianapolis, Ind. 
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This Display Rack 
FREE to Dealers 


With Springfield quality ready for any test and 
Springfeld Pumps displayed on this rack, quick 
sales always follow. 

Just right in 
Your Jobber will 


Just right in height, 38-ins. 
width, 30-ins. Sent FREE. 
supply you. 


THE SHAWVER CO. 
Dept. C SPRINGFIELD, OHIO | 



































As Easy Riding 
As an 8 Cylinder Car 

It is quite astonishing how smoothly an Acme- 

equipped piece of furniture will glide around— 

in any direction. It will always do that, too, 

because the big, polished steel ball rolls around 


on a number of smaller steel balls—a ball bear- 
ing rolling on a ball bearing. 





From your Jobber; send for catalog 
THE SCHATZ MANUFACTURING CO. 
Poughkeepsie, N. Y. 


Agents: 














The WALL 
ASSORTMENT 


**Famous’’ Oilers 
for 


Every Purpose 


WALD 


SUI ERIOR 
PR DUC is 


Waumrssoenst 


Famcu's val : 


FOR EVE 2 q PURPO:|I | 
— INTERCY \N jpace spouTs if 


+ 

























G Quality wide-mouth 
copper plated oilers— 
four each of 3 sizes, 
packed in counter dis- 
play case. When set up, 
9 are on display and 3 
are in case for replace- 
ments. Useful sizes for 
the shop, garage, office, 
home, in fact, almost 
anywhere. Order now 
to speed up sales. Job- 
bers have them. 


Wide 
louths 


Ri Ht ye | 
Th eads 


4 
i 
i 
: 


~s 


| hes 


 & SALMO =F} OPITISE 








McCarty & Co., 29 Murray St., New York City 
Gause Co., 693 Mission St., San Francisco, Cal. 


J. C. 
C. W. 








P. WALL MFG. SUPPLY CO., Pittsburgh, Pa., U.S. A. 
3058 - 3098 PREBLE AVENUE 
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Recommend Frost’s| Canning Season Means 
Friction Catches ) gger Sales For You 


In a few weeks the berries 
for all Cabinets, Cupboards, 


will begin to ripen and so will 
Closets and Small Doors of 


sales opportunities, for every 
every new home being built housewife who does preserv- 
in your town. The reason- 


ing will want one of those 
able cost, good profits and 


handy outfits. 
satisfied customers appeal to All you need to do is to 
every Hardware Dealer. 














have this outfit in stock and 
on display. Sales will be sure 




















Frost’s Friction’ Catches iii and steady. 
both adjustable and non-ad- Everedy Jelly See your jobber about the 
Se eee Bag & Stand Everedy line. Dealer helps 
nized by leading Carpenters, with each package. 
Cabinet Makers amd Con- Extra bags 25¢ ati 
tractors, as the most practi- Other Quick-Moving Products 
cal and efficient catches in of The Everedy Line 
use. Everedy (No-Sed) 
Everedy Filter Bag and **Old Bud”’ Bottle 
No special tools or wrench *Bottle Capper Stand Capper 
necessary for the adjustable = es an cout. Tretails is 0¢. Tmo Bie Mee 
type. The non-adjustable aoe a etree 4 Soe tse. $ $1. — 
are used where lower cost is — "= according to size. 
essential. Many styles and — es 
sizes. Order from your tee atichings Be pteerety 
jobber. A Sample Catch Plain base $1.25. Handy for sportsmen, 
Upon Request. vertised in E thea see's Tek 
Good. “Hawackeeping 
C. L. FROST & SON THE EVEREDY COMPANY 
28-30 Ionia Ave., S. W. Grand Rapids, Mich. 1 EAST STREET FREDERICK, MARYLAND 








Rliaht increase in pricer in Canada and on Pacific Coaat 



















Only the key can open it. It 
may be operated just like an 





| _— ordinary night latch; or by 
Get Your Share of Desolvo Profits turning the key one turn 
, backward; it securely locks 
Easy to sell, Every home, store or apartment is the bolt and the inside knob. Thus 
a prospect and. mceds Desolvo. Once used your locked, the bolt positively cannot be 
trade will come back for more. forced back or the door opened from 
either inside or outside without the proper 
Powerful, quickly effective, easy to use drain pipe key. 
solvent which creates an intense desolving heat Also our line of Padlocks is complete 
on contact with cold or hot water, quickly boils in every respect. We also make Special 
h bh b A Ie 11; Cylinders for Special Locks, including 
through pipe o structions, quick selling Automobile Locks of all kinds. 
specialty with a nice profit. » And don’t forget us when you need Key 
K-K. Removes sediment, stains and Blanks and Cut Switch Keys. We make 
odors from toilet bowls. over oy ag he oni of best 
terial. rite for Catalog 6. 
‘The Chamberlain Company wr 


PITTSBURGH, PA. i) INDEPENDENTIOCKCO,@D 


ad 
Chantirinie- Desolvo Co, Ltd. LEOMINSTER, MASS. 


Toronto, Canad Mfrs. of eylinder locks, padlocks and key blanks 
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REGISTERED TRADE MAREK 


POULTRY SUPPLIES 


I f Your Jobber Cannot Supply 
You, Write Direct to Us 


; iV * 
% mC vue wate 


; = 
= s aa 









ROUND FEEDER CAN BE 
RETAILED AT 15c 


DAYTON CHICK 
FOUNT PAN ONLY 
10 cts. RETAIL 


DOUBLE FEEDING Saaean 


Without joints, can be used for two different kinds 
of food at one time—lid will slide or snap on and off. 


Best 25c. and S0c. Retailer 


The Reston Toy & Specialty Co. 
1021 East Fifth Street, Dayton, Ohio 
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You Sell Fencing 
Why Not Fence 


Posts 


But sell the right kind— 
“Quick-Set” Steel Fence Posts 
are right in every way. 
That’s why they’re replacing 
wood posts everywhere. Un- 
like wood they never rot and 
decay—they’re everlasting. 


The customer can drive the 


“Quick-Set” 
Steel Fence Posts 
firmly in place without leaving the 


wagon. And you can usually sell 
him a good sledge for the job. 


More profit beside our profit. 


Write us for Circular and Dis- 
counts. 


7 __ BUFFALO STEEL CO. 
“tg TONAWANDA, N. Y. 


Angle 





Punched 
Tee 












Make a gris on Mop Wringers 





House Cleaning | 
Means Mop Wringing 


No woman wants to wring 
a dirty mop by hand. It’s 
Shard work and ruins hands 
fand temper. That’s why 
| when women think of house 
cleaning you should think of 
selling them 





They’re in the mood to buy— 
because they need them most at 
, house cleaning time. 
If you have a White Silent Salesman see that it is 
stocked with White Can’t Splash Wringers and out in front 
where it can be seen. If you haven’t this Sales maker get 
one working for you. The White Display Rack takes only 
24” square floor space. The most crowded store can find 
room for one. 


Your jobber carries them. Ask the 
salesman who calls on you or write us. 


White Mop Wringer Co. Fultonville, N.Y. 


~ 
































PRIEST’S CLIPPERS 


Known as Reliable for over Fifty years. 
Why not stock a representative assortment? 


Priest A and B Assortments cover all the 
requirements of your household trade. A ) 
clipper for every customer—factory service 
back of every clipper. 





Dealers all over the country are finding that 
Priest clippers are good will builders. That 
is because the prices are reasonable, but the 
clippers are not made strictly on a price 
basis. 


Success of over half a century in manufac- 
turing toilet and horse clippers is a fine 
warrant of quality. 


AMERICAN SHEARER MFG. CO. | 
NASHUA N. H. 
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DETROIT 


Tinner’s Fire Pot 


Produces a flame sufficiently 
hot for the work of Tinners, 
Roofers and Plumbers in the 
coldest weather. 

Fire can be turned low and 
kept in generation for hours, 
consumes very little gaso- 
line. 

See your Jobber. Send for 
Catalog F. 

Detroit Torch & Mfg. Co., Detroit, Mich. 


New York Office, 45 Warren Street 





American Bessemer, American Open Hearth and 
KEYSTONE COPPER STEEL 
Black and Galvanized 





We mensiacture SHEET AND TIN MILL PRODUCTS for all pur- 
poses— Black Sheets, Galvanized 
Sheets, Corrugated Sheets, Culvert 
and Flume Stock, Formed Roofing 
and Siding Products, Special Sheets 
for Stamping, Stove and-. Range 

Sheets, Automobile Sheets in all 
grades, Electrical Sheets, Roofing 
Terne Plates, Bright Tin Plate, Etc. 


AMERICAN SHEET AND TIN PLATE COMPANY. Pittsburgh, Pa. 


Sens for set of revised weight cards and booklets, and watch for our large ads. 





























Atlanta, Ga.—A. H. Deveney & Co., 720 Fourth Nat'l Bank Bidg. 
Cleve land, Ohio—Apple-Fried Sales c 0. 10017 St. Clair Ave. 
Pane ~ Ft a a ' Ks wf , The 






. Z pe tak ‘ * rae pias iy 
nn art * “a 
om few - H.B. IvesCo. 


’ New Haven, Conn. 


U. S. A. 


Established 1876 
Incorporated 1900 


Manufacturers 


BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 


WRITE FOR ILLUSTRATED FOLDER 





Give Them 


Phenix Quality 4 


In Storm Sash Hangers and Fasteners 



















Show your customers the r 
line of Window hardware that ose 

saves trouble and mishaps. Phenix 
Hangers and Fasteners are simplest, 
handiest, easiest applied, most efficient— 
that’s why they seil best. New improve- “ 
ments put them in a class of their own. 

Write to-day for catalog showing full Phenix 
line, including the only non-rusting loose joint 
hinge made, and the one best fastener for base- 
ment storm s#indows and porch enclosures. 


Samples free. 


Mfg C Oo 032 Center Street 


Milwaukee, Wis. 
















The Harold McCalla Co. 


STEEL AND IRON 


Of Every Description 


PLAIN AND GALVANIZED BARS, HOOPS, BANDS, 
ANGLES, CHANNELS, TEES, PLATES, SHEETS AND 
WIRD, CUT NAILS, PLAIN AND GALVANIZED : WIRB 
NAILS, PLAIN, COATED AND GALVANIZED; BARB 
AND TWISTED WIRE, PAINTED AND GALVANIZED, 
HAND POWER PUNCHES AND SHEARS. 


Perforated and Expanded Metals 
LARGE STOCK OF GALVANIZED BARS, BANDS, 
HOOPS, SHAPES, ETC. 
Pier 56, North Wharves, Delaware River 


Beach Street and East Columbia Avenue 
PHILADELPHIA, PA. ‘ 


~ 














Ensign Bickford is the ORIGINAL 
AFET : safety fuse—tested and tried by 


time and experience. 


We manufacture various 
brands of fuse, among 
which you should find 
one adaptable for your 
work. 





cr 


The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 

















Ramee ef 
SPRAYERS 


THAT’S THE 
KIND THAT 
ALWAYS WORK 





ALBERT LEA SPRAYER CO. 
Albert Lea, Minnesota 


~~ 
= 


Geo. W. Diener Mfg. Co. 
400 N. Monticello A ve., Chicago, lil. 
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Lay Plans 
for 


Real Profits 





Select Night Latches that Sell 
—>, 











Reputation can be built two ways—up or down. 


The No. 326 Improved Cylinder Night Latch is a 
Dealer’s stand-by. It is ‘well built” and will 
assist in the building up of a reputation for sell- 
ing quality items at a reasonable price—the prime 
asset of any merchant. No. 326 Latch requires 
no backplate. The bronze bolt can be reversed 
instantaneously without removing the cap. 

Its workmanship and material have made a lasting im- 
pression in the carpenter and building trades. Its simple 
construction convinces the private home owner that he 


can replace a worn out latch with little expense and 
attach it himself in half the time. 


Write for further details and prices. 


WILSON BOHANNAN, Inc. 


758-766 Lexington Ave. Brooklyn, N. Y. 











mz BULLDOG “see 
PATENT 
MARE OFFICE 

















Triple 
Rollers 


Cut 






Mop ¥ * ‘ ~ i Sy D “Shi 
Guards NY 2 NA Le 
No 
Clogged 
Bearings 






Operated by 


' foot pressure 
Pat. Nov. 10, 1908; April 18, 1916 


The BULLDOG Mop Wringer and Pail is built in the 
oldest mop wringer factory in the country by men of long 
experience. 

It has many features of. real merit and every part is 
constructed to stand long, hard, continuous service. 
Tested and approved by Good Housekeeping Institute con- 
ducted by Good Housekeeping Magazine. Two sizes: 14 
and 20 qt. 

Big sellers to Housewives and Janitors. 


Write for Folder and Prices. 
BUSHNELL NOVELTY CO. 
MANSFIELD, OHIO, U. S. A. 


Pioneers Established 1896 











“OHIO” 


Shoe Lasts and Stands 








MADE ABSOLUTELY 

‘OF =D) GUARANTEED 
SEMI-STEEL AGAINST 

Pi Gen" sBREAKAGE 














The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 


Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 























A Big Seller 


to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat*leakproof so 
long as the frame is in fair condition. 


We do more than guarantee this boat 
glue; we help you sell it. As soon 


as you order ; 
JEFFERY’S 
WATERPROOF MARINE GLUE 


we get busy and co-operate with you. 





Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 
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The Radio & Electrical Supplies 


Gordon Harr Alter’s “POCK E T- 
*® BOOK” is a net price, monthly 
aa catalog containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 
If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive a 
copy monthly. 
Sin ncee___ ail prices in the 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing tor 
quick action. “The sooner you 
write, the sooner you save.” 











A Big Profitable Demand 


As Long as Babies Are Being Born and Autos Manufactured 
Quick turnover and a generous profit margin on the nationally known and 


ees en ee —_ Always a demand for this most durable, HARRY ALTER & co. 


The season is opening up—delay means lost profits. Write at once for our 
Mberal dealer's offer, Ay ~ helps, ete. Dept. 23 


Real Winner—Write for Details Ogden & Carroll Aves. Chicago 
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} COMBINATION 
SOLDERING AND TINNING FLUX 


A complete substitute for dangerous acids, Zinc-Chloride, Salamoniac 
and other mixtures commonly used as a Flux. Rubyfluid is quick 
acting, anti-rusting and is always ready for instant uxe. 
Obtainable in pints, quarts and gallon tins. Satisfaction guaranteed. 
For profits sake sell and recommend Rubyfluid. If your jobber can't 
supply Rubyfiuid, write to 





Main Office & Works: 7 Hill St. 
Hudson, N. Y. 
New York. Boston, Chicago, Pittabureh 


LO 

















GIFFORD-WooD Co. 
Double Dasher Beaters GOOD ADVERTISING 


Purchasers are enthusiastic. A satisfied 
Dover Egg Beaters. 


eustomer is a walking advertisement. 
NEW CAN OPENERS. 
STAINLESS STEEL AND 
OTHERS. Write today 


for particulars. 


THE TAPLIN MFG, CO. 





Dust Pocket Dust Pan 
No. 600 
Without hood No. 550 
50c apd up. 
Sell No. 60 for your 25c 
Dp 





pan. 
It is real value. 
‘Ask your Jobber.’’ Fulton 


New Britain, Conn. Ee 
New York Office: PATENT NOVELTY CO. No. 60 
FULTON, ILL. 


71 W. Broadway 2 ON THE MISSISSIPPI 




















THOUSANDS DEMAND alee | 
“Always Reliable” PSC OT TL  Uauphoe Gam: 
niall OPENER f yr lita! et Na 
Torches and Furnaces ! cme 






VAUGHAN’S KITCHEN TOOLS 


Mean a Volume of Small Sales That Will Total More 
Than Large Ones. 


They know these articles are manufactured from 

the best materials obtainable and by skilled 
workmen. They know these tools are fitted 
with many improvements which are patented 











or have patents applied for. Furthermore, You cannot alwa 
: ys yotee, the amount of money in 8 
they know from actual experience the satis- line by the price of the individual article—it’s volume 
see results and durable service they have sales that count. 
recei V in th st from this make. 
ule os Vaughan’s kitchen tools are strongly made—nickel 
: It will pay you to investigate this line NOW. plated—long lived. Displayed where the housewife can 
- trial will seen convince you that you can see them, they sell on sight. 
COVER BY § AL werease your sales greatly by stocking ‘‘AL- ghan’ ombinat 
atten > aa WAYS RELIABLE” torches and furnaces. adhd adiadio es Weutke tee 6 eS 
No. 65 Quart Torch. Jobbers supply at factory prices. fe in stock. 
No. 66 Pint Torch 
y ACO AN te 5 - CO., Ine. 
For guvoline OTTO BERNZ CO., INC. | VAUGHAN NOVELTY MFG. CO.. Inc 


Removable hook on 
burner. Newark, N. J. 
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PITCHING SHOES 


Lots of motorists spend Saturdays and Sundays in the 
country and go camping. 

It is easy to sell our Regulation Pitching Shoes to them, 
because the game of Pitching Shoes is becoming more and 
more popular with these ‘‘week enders.” 

Ours are guaranteed unbreakable. Made of drop-forged 
alloy steel. 

Come boxed in pairs of two, enameled in Black, Harrow 
Blue or Wagon Red. Weight 2% Ibs. Regulation Steel 
Stakes in 1” x 25” inted. Upper 8” of stake enameled 
red. Regulation pitching rules included. 


Send for prices and catalog. 


Chicago Steel Foundry Co. 
Kedzie Ave. and 37th St. 
CHICAGO 





CARY’S 
Universal 
Box Strapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insurin 
a rfect fastener that will not ben 
while driving. You will not find frao 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 
ing. strength. 

hese fasteners are the only fasteners 
manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made in various widths and corrugations, also in coils wound 
right and left. 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 

















Russell Jennings 
Auger Bits 


Two styles of shanks—three threads for 
boring all woods 


Patented by Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 


CHESTER, CONN. 





























ROCK ISLAND PISTON VISE 
Swivel ~ Swivel 








2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 
for complete catalog Vises and Hardware. 

ROCK ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 














The Dealer that 
stocks 


GENUINE 
ARMSTRONG 


Stocks and Dies 
Holds the 


TRUMP CARD 


The Armstrong Mfg. Co. 


Factory and Main Office New York Offfee 
Bridgeport, Conn. 248 Canal &. 

















156 HARDWARE AGE April 3, 1924 


i 
DEALERS oe EVERYWHERE ne F — Gates SCREW e6 LENOX 9 DRIVERS 


wn ases 


7) r Settees 
i ; General Iron teniiies ees 
and ‘Wire Work Design Forged 


)pissza| es 
























































Ask for Catalog 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 


STRATTON ™e=™“* 
HANDLES 


Fer Smell Tools, Utensils, Hiectricel Goods, Bee. Send for Catalog 
STRATTON MFG. CO., Stratton, Maine ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 


American Saw & Mfg. Co., Springfield, Mass., U. S. A. 


SS 



























BOLT 
“VICTOR” cl ipPER 























PAPERHANGERS’ SUPPLIES | | ‘““BURNT IVORY BRAND 


Known everywhere as the best’’ 


a. ~~ 
/sies Sah Quality tools at 


af ae 
a, ‘ 





the right price 











Seca Send for samples Peseta ———— ! 

oS and quotations 

-. SS IVORY HANDLE COMPANY 
BULLOCK MFG. ASSOC. Springfield, Mass. HOPE, ARKANSAS 














SATELLITE 


I neandescent Lamps 





A guaranteed Tipless Line of quality Tung- 


sten, Nitro men, Mill Type and Ball Lamps 
that gives absolute satisfaction. Expansive Bits of All Kinds 


BEDFORD LAMP WORKS, INC. 
88 Wudewn Gieest: Beer Back Chto The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 


WHITE B45 8M ome ey 2746 Fig OB ICE PACK 
TAP s and DIES OPALITE ROL L ING PI NS OPALITE 
AEGISTERED The Famous “Carpenter Quality” — iy ~ eben 


oie Precise Uniform Durable i wi Sana sit iia . 
\/ J.M. Carpenter Tap and Die Con Company|! [clear MUR La cr DISC 
nin Rhode bland || |CRYSTAL Maan a ateeme ULL ncael WOOD 


Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your gales. 

































































Made only by 
ANTI-BoRAX COMPOUND Co. Fort Wayne, Ind. 
Ask your jobber for ‘l| Everything in Pocket Knives 
CALDWELL SASH BALANCES || |) “Hammer Brand” 
Thirty-five years of service is assurance Pocket Knives 
Made by 
CALDWELL MFG. CO. : 
9 Jones Street ected i? pipes, — 
Peer! Clothes Line Pull Sets—Display F 
BROOKS ee eee 


: ; prominently 
Bright Iron and Brass Wire placed greatly 


Goods. Special Wire Goods a m__A Oy | meg Ful 


made to order. with order. 
Send 
M. S. BROOKS & SONS F nae al 




















CHESTER CONN. Ritch & Pidge Mfg. Co., Inc., Fultonville, N. Y. 
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STAR HACK SAW 


Counter Salesman Display Rack 


ili Ask your jobber or write 
ov direct to us for informatien 
en how you can get this 
sales boosting, time saving 
device. Made of metal and 
handsomely decorated in 
dd colors. 


Clemson Bros., Ine. 
Middletown, New York 














CLEMSON BROS. Im 














Supply Your Customers NOW 


Their need is urgent for those 11 important 
improvements that are to be found only in the 


TURYERBETORC 


They do faster, better work with the 400° 
hotter flame. Super-heating Turner’ burner 
assures this flame intensity on all grades of fuel. 
Dual needle system of fuel control and ejection 
prevents orifice troubles. Safety valve and seam- 
less brass a tank eliminate danger. Six 
other sales-ma®ing features. Garages, plumber 
shops, workshops and homes need Turner. Your 
jobber can supply you ‘at once. 

Turner’s Plumbers Furnaces Are 

Equal. 






Alao Without 


JHE TURNER BRASSWORKY 
4 Edgewood Ave., Sycamore, IIl. ? 
DISTRICT REPRESENTATIVES: amen 
San Francisco: Rice-Hitt Co., 623 Larkin St. The World’s Largest 
Laos Angeles ; Rice-Hitt Co., 416 Hibernian Bldg. Eeclusive Manufacturers 
Seattle: Rice-Hitt Co., 1427 L. C. Smith Bldg. of Blow Torches, Fire 
New York: The Turner Brass Works, 36 Murray St. Pots and Brazera 








HONESTY — HIN TACKS 


“OQ-B” Brand Tacks are tacks in which 
you can feel the utmost confidence, for 
you can bank on the honesty of their 
maker. They are perfect tacks, with 
exactly centered heads and sharp needle 
points; guaranteed full weight and count. 
Made in all styles. We also make 
Basket, Clout and Trunk Nails. 


Order both through your jobber. If he 
can’t supply you, it will pay to write 
direct to us. 


BAUR TACK CO. 


“—O.R”’ 
BRAND 


Indianapolis, Ind. 


ib 








GOOD BARROWS—PRICED RIGHT 


Here’s a line of 
Barrows which 
are easily as- 
sembled because 
of their sim- 
plicity; easily 
sold because of 
their very ap- 
parent quality, 
and profited in 
as liberala 
manner as you 
could wish. 
Write 


Defiance, Ohio 


Here’s a sample 





DEFIANCE GARDEN BARROW, 


seasoned hardwood, planed and smoothed. 
Painted, striped and varnished. 


DEFIANCE BOX CO. 











HARDWARE AGE 


157 





G. F. Wright Steel & Wire Co. 


Manufacturers of 


SUPERIO : 


Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 


























HA 
HOLDS 
THE TACK 


Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
| jobbers. Catalogues and discounts on _ request. 
| Silver Medal (Highest Offered) Panama-Pacific Exposition 
| ARTHUR R. ROBERTSON, 144 Oliver St., Boston |} 
ties, hoops, springs, 


; IRE netting, wire fences, 


steel posts, steel gates, trolley wire, rail bonds, 
flat wire (strip steel), piano wire, horse shoes, 
round and odd-shape wire, screw stock, con- 
crete reinforcement. Aerial tramways. 











Electrical, rope, 
barbed, plain, nails, 
tacks, spikes, bale- 





Illustrated books ‘describing uses, FREE 


AmericanSteel& Wire 


- Company 





Chicago—New York 
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==\: oo om 9 STORE METHODS 

Sica YS “ 

m7, To provide adequate storage facilities for 

shelf 2 oe ams ogee oe it accessible and con 

venient for clerks and stock men to handle with 





absolute safety—to insure quick service for whole- 

sale or retail trade — install one or more 

MYERS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 

eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and r 

efficiency One style only—neat of design— antl 


attractively finished —any height — ° 
most 
LAN. 


Past 








on request, 
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RATES—Set Solid: oo fer minimum of 
solnimum 50 worde—wsc for Ss additional eo — nelle f 
each naaitions) inch. 
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portul 


for ~ — on 
10% Discount for 4 insertions—15% Discount for 8 insertions. 





, as $4.00 — 


00 for 1 inch—§4.0U for 


Positions Wanted Advertisements—50% off the above rates. 
No illustrations are accepted for classified advertisements 





Business Opportunities 
A breadcasting of offers 


stores, properties, second hand equipment 
and general eppertunities. 








Business Opportunities 
A broadcasting of offers in hardware 


stores, properties, second hand equipment 
and general opportunities. 








Manufacturers Notice 


Patent or Manufacturing Rights 
For Sale 


SAW-FILING CLAMP 


(ADJUSTABLE) 


Can be used on bench or on its own 
jointed stand. Entire outfit compactly 
carried in a small grip. Can be made 
entirely from stampings. Fully covered 
by patent. Nothing resembling it on 
the market. Great rcs over 
all present saw plants 


ADDRESS BOX G-01 
care HARDWARE AGB, New York. 














ARTICLE TO MANUFACTURE—I HAVE 


WORK WITH ME. EXPLAIN WHY YOUR 
INVENTION IS SUPERIOR TO ANY AR- 
T USED SIMILAR_ PURPOSE. 
W. C. RASTETTER, FT. WAYNE, INDIANA. 


TO BUY—Wanted to buy a general hardware 
store. Two young men looking for established 4 
business. Eastern States only. Address Box 
G-62, care Harpware Ace, New York. 


TO BUY—Wanted to buy hardware business 
in Western Ohio or Eastern Indiana. Must be 
Stock of about $10,000 to $20,000. Cash 
Full descriptien and particulars in first 

dress Box G-76, care Harpware AGE. 








eal. 
ter. 
New York. 


OR SAL_E—A CLEAN UP-TO-DATE HARD.- 
WARE STOCK, FIXTURES AND THREE 
STORY BUILDING LOCATED IN A CITY 
OF 30,000 POPULATION. A MANUFACTUR- 
ING AND GOOD FARMING COMMUNITY 
CLOSE TO ST. LOUIS. STOCK, FIXTURES 
AND BUILDING ABOUT $78.000. GOOD 
REASONS FOR SELLING. ADDRESS BOX 
G-60, CARE HARDWARE AGE, NEW YORK. 


FOR SALE—Hardware store. consisting of 
builders’ hardware, factory supplies, automobile 
accessories, paints ‘and all kinds of shelf hard- 
_—, oe 1893 on a main thoroughfare, 

rooklyn, N. Y. Four show windows. The 
buildings can be purchased or leased for a long 
term. ddress Box G-63, care Harpware Acz, 
New York. 











Business Services 


ADVERTISING——services in catalogs, 
booklets, printing, cepy writing, letter 
writing, direct mail equipment, advertising 
counsel and agency serv 








MEXICO—A reliable and experienced 
business man established in Mexico City 
for twenty years desires connection as 
agent for manufacturers of Pipes, Sheets, 
Wire, General Hardware, Small Tools, etc. 
Best references can be given. Address 
offers to Franklin Import & Export Co., 
213 Water St., New York City. 














FOR SALE—A $60,000.00 stock of general 
hardware, mill sunplies, paints and sporting ee. 
Located in Northern Michigan. Or will sell 
substantial interest to parties competent to suc- 

ully manage a wholesale and retail business. 
— Box G-65, care Harpware AcE, New 
or 


FOR SALE—5000 NUMBER 2 NEW MOLD. 
ERS SHOVELS. $1.00 BRAND. THE WASH. 
INGTON SALVAGE CO., 303 TENTH ST. 
N. W., WASHINGTON, D. 


For a young man who is capable, honest and 
experienced in hardware here is an _ excellent 
opportunity to me a partner. Such a man 
can buy half interest in hardware store with 
fine stock invoicing at $15.000 and located city 
second important of county. Indiana. Present 
partner retiring. Correspond at once. Address 
Box G-67. care Harpware AcE, New York. 











Wanted—Young man with energy, ambition, 
and ten thousand outro to invest manage 





a@ retail store in good Louisiana town. Address 
Box , care Harpware Acre, New York. 


ATAL COMPILER. MR. MANUFAC. 
Hiooedueirts, AN: Wits ABER 
TO. TAKE A JOB AT THE BEC 

AND RGTLOW I TRU, FO. TR SE 
IS 

SUCH A MAN IN YOUR ORGANIZATION r 
ADDRESS BOX G-70, CARE HARDWA 
AGE, NEW YORK. 
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FOR SALE—Western New York General 
Hardware location, well equipped fixtures new. 
Municipal water and sewerage systems just com- 
pestes in this town. An exceptional opportunity 
for one or two men to engage in General Retail 
Hardware and Heating and Plumbing Business. 
Stock and Fixtures will invoice $5,000.00. Get 
in just in time for 1924 Spring business. Other 
business takes entire time of owner. Address 
Box G-82, care Harpware Ace, New York. 





FINANCIAL——=services in financing, in- 
corporating, local office addresses, loans, 
collections. 





INCORPORATIONS — 

charters are best, quickest, ee and po 
liberal. Nothing need be paid in. Do business 
and hold meetings anywhere. Free forms. Write. 
All business should be transacted by the moderp 
way of corporations instead of incurring perso 
liability. Address Box G-81, care WARE 
Ace, New York. 





FOR SALE—HARDWARE STORE 
BURKBURNETT, TEAXS, A GROWING CITY 
OF 10,000 IN THE HEART OF THE TEXAS 
OIL FIELDS, ESTABLISHED BUSINESS OF 
10 YEARS. WLL INVOICE $40 o00, ‘SHELF 
HARDWARE, CLEAN NEW S STOCE 
RAILROAD. PAR 
DRESS’ P. O. BOR 413, WICHITA KANSAS. 


FOR SALE-—Hardware Store, centrally located 
in prosperous eastern Pennsylvania city of 85,000 
population. Established 25 years by present 
owner. Doing $40,000 annually. Can easily be 
doubled by active party. All salable stock at 
inventory about $20,000, including fixtures. An 
exceptional opportunity—reason partner’s death. 

. Y. Baringer, Agent, Perkasie, Penna. 








FOR SAL E—-HARDWARE STOCK AND 
BUILDING IT OCATED IN INDIANA FARM- 
ING COMMUNITY NINETY MILES FROM 

CHICAGO. STOCK CLEAN, UP-TO-DATE, 
INVOICES AROUT oi. 006 WITH FIX: 
TURES. RUILDING TWO-STORY BRICK, 
WFIT. LOCATED, CENTRE OF TOWN. 
BUSINESS | FSTARLISHED OVER 
YEARS. ESENT 
ADDRFSS ys G-87, 

AGE, NEW YORK. 


PARTNERSHIP OPPORTUNITY—For an 
honest man to become a partner holding up to 
one half control of a well established. money- 
making hardware store, invoicing about $5,000.00. 
All new salable stock of shelf hardware and 
Tohn Deere imnlements, also renair department. 
Write J. P. Hiebert, Hardware, Hillsboro, Kansas. 


FOR SALE—An old established hardware and 
‘implement business. cated in farming com- 
munity in Western New York. Stock will in- 
ventory about five thousand dollars. The store 
is a new building with living rooms above equipp- 
ed with all modern conveniences. Prefer not to 
give possession until Tuly 1. Address Box G-15, 
care Harpware Ace. New York. 


CARE HARDWARE 











Business Services 





ADVERTISING——services in catalogs, 
booklets, printing, copy writing, letter 
writing, direct mail equipment, advertising 
counsel and agency service. 





DIRECT MAIL—Promotion work is extensive 
among hardware manufacturers, wholesalers, large 
retailers and sellin agencies. All the special 
service and new and second hand equipment for 
indexing, filing, addressing and duolicating is in 
demand with them. You who offer these things 
should develop business from inexpensive an- 
nouncements on this page. Write at once for 
prospectus. 





FIFTY. 
OWNERS RETIRING. 





PROFESSIONAL——sservices in patents 
and legal advice. Specials. 





Help Wanted 
Retail 


EXPERIENCED hardware salesman to call 
factory and store trade in Metropolitan Distriet 
and Long Island. A leading New York City 
hardware store makes this offer. It is truly ap 
opportunity. Write us at once. 
G-85, care Harpware Ace, New York. 











WANTED—An _ experienced Hardware and 
Tool Man for a large Retail Hardware Store. 
One capable of taking charge and capo > d 
detail, as well as window trim. State re 
ence, ‘salary expected and references. i re replies 
will be treated in confidence. Address President, 
Box 1458, Hartford, Conn. 





Manufacturing 





Investments in men are important. They are 
good, bad or fair. Select men o calibre and sound 
training. Why not learn what men of this 
are available for you? It is worth while. and the 
simple, productive way is through Harpware 
AGE Gesortanity Exchange “Want” Ads. se 
them regularly. Know the fields available man- 
power. un ads seeking men of ability here as 
a regular policy. 








WANTED 


Gas Range Salesman 


Experienced Salesman who knows the 
Dealer and Jobber Trade in Texas and 
California, and who is capable of handling 
big business is wanted by an Eastern 
Manufacturer of a complete line of Stand- 
ard Gas Ranges and Appliances. The line 
is established in the territory. Give full 
particulars and references in your first 


letter. 
Address Box G-64, care 


Harpware Ace, New York 














HE WHO REGULARLY READS AND USES THE CLASSIFIED ADS IS IN LINE FOR RAPID ADVANCEMENT 
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w CLASSIFIED OPPORTUNITIES 


oe 




















a“ . * 
Positions Wanted | Sales Representatives Wanted | Sales Representatives Wanted 
é *% ; Men of experience and ability in selling TWO SALESMEN wanted to sell on com- 
Retail the hardware field know and follow this mission complete line of Hardware and Tools 
section. to work from the following points: Detroit, Mich- 
WINDOW TRIMMER—Experienced hardware igan and Chicago, Illinors. Give complete in- 
window trimmer desires opportunity with live FROM records being made with our line, we formation as to experience, commission expected 
hardware merchant in northern Ohio, Has had | believe our proposition offers a most remarkable | 29d references. All ntormation will be held 
ten years’ experience trimming windows for opportunity to salesmen seeking an additional line strictly confidential. Address General Manager, 


retail hardware stores. Thorou h and capable | for hardware trade. We control patents and Draw 1458, Hartford, Connecticut. 
retail salesman in general hardware, electrical | manufacture of the only laminated padlock in ahi 
—, sporting goods and kindred lines. Address | the world. Cannot be hammered open, broken, MANUFACTURER OF HIGH GRADE GAL 
G-79, care HARDWARE AGE, New York. bent or cracked. Very easily sold because its VANIZED AND TINNED STAMPED WARE 
superiorities are visible and quickly demonstrated. | W ISHES TO CONTRACT WITH SEVEN 
A young man 23 years of age, married, who | Ajso other improved locking devices—all backed REPRESENTATIVES IN THE FOLLOWING 
has had 5 years’ experience in the hardware by strong display material. State experience, STATES: ILLINOIS, IOWA, MICHIGAN. 
business desires connections with a reliable firm | jjnes handled and te ‘rritory you are now covering. NEBRASKA, _WISCONSIN, OHIO AND 
in the West. Address Box G-66, care HarDware | Master Lock Company. 78 W. Water St., Mil. ] PENNSYLVANIA. ONLY’ LIVE WIRES, 
Ace, New York. waukee, Wis. MEN WITH AMBITION AND INITIATIVE 
SION GimeTekce ae ois Bakon COMMIS. 
. =-SMEN 
Manufacturing SALESMAN WANTED—Salary or commis-| TYPE. WITH YOUR ERLY IOLA 
sion representing old established house to sell to} THE TERRITORY PREFERRED. THE 
Foundry Trade, Metropolitan District and| BROWN STAMPING COMPANY, BOX 176. 
EXPERIENCED SALESMAN AT PRESENT | Suburbs, full line of foundry supplies, equipment | TOLEDO, OHIO. 
CALLING ON THE BUILDERS HARDWARE | and sand. _Articles for foundry use allied to 
TRADE, WILL, FOR STRICTLY PERSONAL | Hardware Supplies. Preference to one who has MANUFACTURERS of full line household 
REASONS CONSIDER A CHANGE, WOULD | covered_M_lls, Factories, etc., selling Mill Hard- specialties want local representat: ves in all impor- 
LIKE CONNECTICUT OR NEW _ YORK | ware. Permanent position. State age and experi- | tant cities to handle line on commission. Depart- 
STATE. ADDRESS BOX G-88, CARE HARD- } ence. Address Box G-89, care HARDWARE AGE, | ment houses, premium concerns, are all big users. 


























WARE AGE. NEW YORK. New York. _ | State experience, lines handled and _ territory 
eer ee a " re ir ay Mga nay a— but those who can 
_ ave successfully sold stan . : vr make goo or such our proposition is an 

ard meichandise to jobbers and retailers for many w. ply ee gy Boe ie Bearers A ssn excellent one. Address “S. H., f care HARDWARE 


years. Intimately acquainted with trade in New] wiecmen. This product is improvement on AcE, New York. - 


York State. Am anxious to make a change and : . 
can produce results on any quality line. gtd  asengge ee ee BE aragn Bin noc SALESMAN TO HANDLE SIDE LINE OF 


Rox G-51, care Harpware AcE, New York. and resale. Men wanted all over the United | WOOD HARDWARE SPECIALTIES TO a4 
States to carry this profit-maker to jobbers and tj Saal O eae E GOODS, COM! . 
retailers, Address Box G-90, care Harpware | >lV PROPOSITION. WORTH YOUR 


| | PROMPT INVESTIGATION. ADDRESS BOX 
Sales Accounts Wanted Ace, New York. G-84. CARE HARDWARE AGE. NEW YORK. 


ALL SECTIONS U. S. WANTED—Salesmen WE HAVE several good territories open for 
WANTEID—Factory lines for Twin Cities and | to handle patented garden implement for retail | experienced Manufacturers’ Agents on high grade 
Northwest. Well established sales agency with | trade. Liberal Commissions. State experience. | wheel goods line. State territory and furnish 
eight experienced salesmen calling om merchandise | age, territory now covered, etc. Address Box 156, | references, giving full information in reply. 
and industrial trade. Address Rox G-86, care | care HARDWARE AGE, 1420 Widener Bldg., Phila- Puffer-Hubbard Mfg. Co., 3201 E. 26th St., 
HARDWARE. Ace, New York. delphia, Pa. Minneapol‘s, Minn. 
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SPECIAL CHEMICALS COMPANY 


HIGHLAND PARK, ILLINOIS. 

















ENUI Mr. Retailer; Insist that your jobber supp! 
THE G NE wae a complete line of SEYMOUR SMITH PR INING 


HUNTER’S SIFTER | | “someon 


The Standard of the World Since 


Backed by 50 
years’ satisfac- 
tory service. 





1880 
Imitated But The Fred J. Meyers Mfg. Co. SEYMOUR SMITH & SON, INC., Oakville, Conn., U. S. A. 
Never Equalled Hamilton, Ohio Sales Agents John H. Graham & Co., 113 Chambers St., New ¥ 




















0. Lindemann & Co. || | _Te*te¢ 2¢ agen 


tested and approved Good Hous 
we ores Institute and Prisetlia Proving 
BIRD Plant. Advertised nationally. 













D> \ Ae HILL CLOTHES DRYER CO. 
CAGES ™ 39 CENTRAL ST., Worcester, Mass. 
Established 1863 -_— —— ane 
35-37 Wooster Street New York 111 Murray St., New York City 


























HE WHO REGULARLY READS AND USES THE CLASSIFIED ADS IS _ IN LINE FOR RAPID ADVANCEMENT 
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Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval Punches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the fnest quality of materials in making our products. 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 





Osborne High Grade Punches 








Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 | 











CHERRIES ARE RIPE 


FIRST OF ALL FRUITS 
a 








now. Avoi 


SSS — — 


your customers. 


Antrim, N. H. 





“All Metal Parts Tinned 


mam Order your 
Cherry Stoners 
disappointing 


bs soo Simple to operate. 


GOODELL CoO. 


G . 
—— ., an Your Jobber Corners, Handles, Knobs, Pulls, Hinges, Catches, Brackets 
Stoner Has Them 


Low in price. Noth- No. 76 Cuts reduced size 
ge ing to get out of or- There is a Good Demand for This Material ) 
py oct. CARRY IT IN STOCK 








> No. 474 y 


HARDWARE FOR 
RADIO CABINETS 





‘ No. 0401 


THE BRAINERD MFG. CO. 


EAST ROCHESTER, N. Y. 











THE FOWLER & UNION 
HORSE NAIL CO. 











Looking for a Hardware Store? 


The place to find one is in the “Opportunity 














give JUST THE SERVICE 
you want Hose Bands for 
on All Hose Connections. 











HORSE SHOE NAILS gsc : “i aoa SALE ad ll b 
watchin ou’ 

OF HIGHEST GRADE sansomabie owe to secure a aed. sanlaet bent 

Plant at — —— hh gee ray = get pacman: Boy see 
1000 MILITARY RD., BUFFALO, N. Y. — ee ee netsh Aes 
———— 
YERDON CAST Am 
eS. t érican Can TAPS 


Dies, Screw 
WINTER nme Co. 





st 




















WILLIAM YERDON, Bot ‘02, Fert Plain, N. Y. American Can Company Wrentham, Mass. 
CARPENTERS’ | SILVER LAKE “They Have a, 
Bull Dog-Grip” a 
—CHALK— SASH CORD vt aeiiacea 


STANDARD CRAYON CO. 


Danvers, Mass. 


NET WEIGHTS 
Sliver Lake Co., Newtonville, Mase. 


FULL LENGTHS 


U.S. Clothes Pin Co., Montpelier, Vt. 
Sales 
1015 Union Bank "Bide ee Pa. 
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Scythes since 1812, Axes since 1800 


RIXFORD riritighecte, ve 


The “TORREY” 
A Real Man’s Razor 


Send fer Catalogue ef Full Line 
J. R. Torrey Razer Ce., Wereester, Mass. 





Boston, Mass. 




















Energy Elevator Company 
214 New St. Philadelphia, Pa. 


eed 








F + ar a - Taintor Positive Saw Set 
= Tubular and Bifureated Sndaeeek = tee 


—- RIVETS = 












for Free Book. 


TAINTOR MFG. - 





















faveets. Slips on +> ‘on — 
Economy Mfg. — 
6850 Germantewn Ave. 


Philadelphia, Pa. 





Baur Bale Tie Co. 


INDIANAPOLIS, IND. 





113 Chambers St. . ¥. City 
Econom 
chm BALE TIES If it’s the best tool you can sell 
- Hose — ee 
ee edseniiinn Best Made—Prompt Shipment 


Barre Vermont 

















JOHN SOMMER’S 
PEERLESS FAUCETS 
M wi ther 
Lining and’ Best ‘Block Tin Kay. 

Beware of Imitations. Genuine are 
Stamped with Maltese Oross. ~ 
John Sommer Faucet Co., Newark, N. J. 











| J. L. THOMPSON MFG CO. 





Only One Ribbon Solder 


SYRACUSE 
RIBBON SOLDER 


15 ich lengths, 5 lbs. to the box. 


United American Metals Corp’n 


for working stone, it’s ours 
TROW & HOLDEN CO. 
196 Diamond Street, Brooklyn, N. Y. 
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Main Plant — Milwaukee — 
Largest Production in the 
World, of Eaves Trough, 
Conductor Pipe and Trim. 


Your Confidence in Milcor inane om 
Quality and Service is Justified 








OU have real assurance, whenever you place an order The MJ. COPR_» pee 
for MILCOR Sheet Metal Products, that you are buy- Eaves Trough, Conductor Pi 


and 
. > eo . . Trimmings — “Crimped Gutter” 
_ ing right that you will get prompt delivery and sub- ~ “Interlock” Gamdarane a. 
stantial quality—that you will please your customers and add Onepiece Elbows—Furnace Pipe 
j rendering a <6 ore 
to the prestige your business Saez? through g Sheet Metal Roofing—Roll Roofing— 
genuine service to your community. all styles. 


: , ’ ; ; “Titelock” Metal Shingles and Tile. 
Because of the uniform high quality of the Milcor Line, “tnvisipie Joint” Metal Ceilings and 
Walls. 


combined with our speedy service, the Trade has responded 
in ever-increasing volume. And it has always been our aim O7m#mental Cornices. 


° —— Metal Siding. 
to keep our production facilities well ahead of the demand, so Denil. “tiietianihn <i teeas ieaiiiaeen 


as to justify the confidence you place in our ability to serve and Cupolas, Stock Tanks, Hog 
Troughs, Hog Waterers and Feed- 
you. ers, Stock Barn Windows, etc. 


. : . . : Industrial Ventilators and Skylights. 
That is why Milcor Quality continues to be right and) «porto” All-Steel Buildings, for Ga- 


Milcor Service prompt. It is good business for you to con- rages, Milk Houses, Machine 
° Shops and other Farm or City 
centrate on Milcor Products. Buildings. 


Metal Lath—Stay-Rib and Netmesh 


With our huge Main Plant at Milwaukee and Factory —Expansion Corner Beads, Door 


Branches and Warehouses at Kansas City, Mo., and La Crosse, and Window Casings, Base 
Wis., all carrying complete stocks, we are particularly well Screeds, etc. 

equipped to maintain “Same Day” service on practically all Steel Domes for Reinforced Concrete 
orders. Construction. 

Cold Rolled Steel Channels. | 
YOUR TRADE APPRECIATES MILCOR QUALITY —and other high grade Sheet Metal 
Building Products. 
Milwaukee Corrugating Company sige” Gane, tamaen tor. te a eer 4 
Milwaukee, Wisconsin fincher : oo Vous. 


- F . ; tors, etc. Exception values—subject to prior 
Kansas City. Mo. La Crosse, Wis. Minneapolis, Minn. sale. | 
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sockets and Handles As Needed 


3p oer sore oncomnnono-senecniannmentconmmsetearmnnntn vr amatronrnaens 


ROLE GLE yn, 


“> 


' 


Ul iy ¥ 


' Are You Still Hunting 


for the 


“Right Socket Wrench” ? 






You can stop right now, if you are, and 
start selling Snap-ons. They’re right for 
any job on any car—from the compact 
stock in the new, attractive Snap-on 
Dealers’ cabinet can be selected handle- 
and-socket combinations, for thousands 
of jobs on 51 standard makes of cars. 
The proper selection for every one can 
be made instantly with our “What Car 
Do You Driver” book—what you know 
about socket wrenches or cars doesn’t 
matter. Get the rest of this story right 
away—it’s bigger than any you’ve ever 


heard. 

Distributing B hes: Distributing Branches: 
Chicago, 1919 Michigan MOTOR TOOL SPECIALTY COMPANY New York, 1776 Broadway 
gees a 14 E. Jackson Bivd., Chicago Los Angeles, 1341 S. Hope 

lladelphia, 1511 Fair- St. 

— oe tn 7232 Kelly S Snap-On Wrench Company, Mfrs. San Francisco, 280 Golden 
Kansas Cit 1933 M G , Milwaukee, Wisconsin ee 
St y — Portland, Ore., 106 13th St. 


Indianapolis, 631 N. Illinois 


St. Louis, 2609 Washing- Nn a . O ms 

on Ave. $ 

Mi Nn Atlanta, 227 Spring St. 
ennaeny £55 S. Teatt p-on Dallas, 312 S. Ervay St. 


Richmond, 519 W. Broad St. Seattle, 910 E. Pike St. 
Denver, 1515 Larimer St. INTERCHANGEABLE Detroit, 4849 John R. St. 


eS coke Wrenches mEmemmEes 
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: The supreme + test of a Hand Sawis its siiniididaainall in a 
mechanic’s hands—Judged by this test, the DIA MOND 
EDGE Hand Saw has no superior and few equals— 
And Price?>—The REASONABLENESS @£i4mono Epce 


iB is | surprising. 














bh 
* 


Shapleigh 














